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Top Cars 


New-car registrations for six 
"months, plus seven states for 


Make 
Chev. 
Ford 
Buick 
Plym, 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude, 
Nash 
Lincoln 
Hudson 
Packard 
Imperial 


1955 Pos. 
771,046— 
754,600— 
388,496— 
349,441— 
295,997— 
270,167— 
181,661— 
148,211— 8 

75,276—10 
79,830— 9 
64,247—11 
54,148—12 
48,238—13 
15,873—16 
24,223—15 
27,240—14 

6,840—17 


1—819,753 
2—678,367 
3—298,661 
4—261,171 
5—241,955 
6—195,408 
- 7—145,446 
8—115,333 
9— 75,069 
10— 58,481 
ll— 54,480 
12— 45,111 
— :13— 43,363 
| 14— 22,302 
15— 19,033 
16— 18,100 
li— 5,338 
/18— $=%945 Cont’ 
42,889 Misc. 26,995 
Total All Makes 
3,141,205 3,582,529 
Further details on Page 54. 


States Can Bar 


Factory Coercion 
But Colorado Ruling 


Permits ‘Persuasion’ 


TATES can continue to protect 
dealers against factory coercion, 
but must leave the auto manufac- 
turers free to use persuasion and 
inducement. 

Moreover, states can require 
factories and dealers to get 
licenses, but cannot simply ban 
“unfair” cancellations without 
spelling out factory and dealer 
obligations. 

So said three Federal judges in a 
vital test case on the Colorado 1955 
law regulating factory-dealer rela- 
tions. The law was ruled unconsti-| 
tutional in its entirety, Aug. 7, but| 
the court found that the specific) 
parts of the statute dealing with 
licensing and coercive practices 
were within state control powers. 

* 


ENERAL MOTORS, victorious in 
its fight to invalidate the Colo- 


tado law, distributed copies of|* 


Judge Jean S. Breitenstein’s 30-page 
opinion to the trade press. 

A study of the decision shows 
that two key restrictions in the 
various state factory-dealer laws 
were flatly ruled illegal. 

The outlawed provisions would | 
have barred: (1) inducement of | 


s dealers by factories, and (2) dealer | 


cancellations or terminations 
“without just provocation.” 

The court, contrary to wire- 
service reports, did not rule directly 
on the constitutionality of a contro- 
versial clause requiring court ap- 
proval of every dealer termination. 
But it did throw this requirement 
out on the basis of its finding that 
the law’s general dealer-cancella- 
tion clause was null and void. 

7 * on 

LTHOUGH the entire 1955 Colo- 

rado law was killed, the court 


"55 by 2 Months 


|percent below the 
ba genes out during the same week 





(Continued on Page 6, Col. 1) 


Franchise 


By Joseph M. Callahan 
Staff Writer 

[BALERS representing Chrysler 
Corp. and Ford Motor Co. 
across the nation were waiting ex- 
Ppectantly last week for the con- 
cessions promised them after pas- 

Sage of the O’Mahoney bill. 
Until late last week, neither 
Ford nor Chrysler had given any 
indication of changes in their 
factory-dealer relationships 
which would make their fran- 
chises competitive with GM 


The Newspaper of the Industry 


Published Weekly at 
«2666 Penobscot Bldg. 


Production Trails | 


Changeover Period 
Cuts Weekly Yield 
To 103,031 Cars 


By Martin L. Whitmyer 
Staff Writer 
MERICAN auto manufacturers 
will turn out their 4,000,000th 
car of the 1956 calendar year next 
Friday (Aug. 24). 


The milestone comes nearly 
two months later than the cor- 
responding point of the record- 
breaking year of 1955, but is on 
par with 1950 and 1953, the sec- 
ond and third best production 
years on record, The 4,000,000th 
cars of both years rolled off the 
lines during the third week of 
August. 

Car production, however, con- 
tinued to decline last week as 
more makers slowed production | 
machinery in preparation for | 
changeovers. 





« * * 


ENERAL MOTORS CORP. was | 
the only manufacturer to 
show an increase in car output as 


| the industry produced 103,031 cars 


—a 4.7 percent dip from the pre- 
vious week’s 108,155 cars and 25.4| 
138,283 units 


a year ago, Ford Motor Co., Chrys- 
ler Corp. and Studebaker-Packard | 
Corp. all succumbed to changeover 
declines. 

Last week’s output also was 
17.9 percent below Automotive 
News’ three-year index for car 
production. The previous week’s 
assemblies were 14.7 percent 
below the index. 
American Motors Corp., which 

has been down for changeovers | 
since Aug. 2, will roll a few 1957 | 
‘pilot” models off its Kenosha} 
(Wis.) lines at the end of this} 
week, but is not expected to get| 
full production rolling until Mon- 
day (Aug. 28). 

* 





* * 
LXCoLn, which built its last | 
1956 model July 31, will resume | 


DETROIT, AUGUST 20, 1956 


Each to Hit 4 Million This Week... 


Output, Sales Run Neckan 
Automotive eae ee 


Congressmen Tour American Motors— 


Members of the House fraffic safety subcommittee visited American Motors proving | 
grounds at Burlington, Wis., on their first field visit to study highway and motor 
vehicle safety. George Romney, center, AMC president, 
unit car construction to, from left, Rep. Paul F. Schenck, Ohio Republican; Rep. Ken- 
neth Roberts, Alabama Democrat; Samuel N. Friedel, Maryland Democrat, and Walter 
| Rogers, Texas Democrat. The Congressmen saw a special exhibit of car safety im- 


provement over the past decade. 


| production tomorrow (Aug. 21) at|@ 


its Wayne (Mich.) and Los Angeles 
plants. A few '57 models were 


| turned out last week as the division 


adjusted its lines for the new run. 

Any slack the two AMC divi- 
sions and Lincoln might normally 
take up in industry-wide opera- 
tions, however, will be offset 
this week by complete shutdown 
of assembly operations at Stude- | 
baker, Packard, Chrysler and | 
Dodge, and partial cessation of | 
activities at DeSoto. 


(Continued on Page 61, Col. 3) 


| last Friday (Aug. 


| Pontiac's 6 Millionth Car— 


N 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


describes the firm's single- 





| 





Pontiac officials were on hand to check the 6,000,000th new Pontiac produced since | 


the first one in 1925. 


Inspecting the 1956 Star Chief Catalina coupe are, from left, | 


This issue includes the monthly 
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Milestone Cars 


One Day Apart 


But Lag of Retail 
Behind °55 Record 
Grows Still Wider 


By Robert M. Lienert 
Associate Editor 

| geen Saturday (Aug. 25) a buyer, 

somewhere in the U. S., will 
take delivery of a new car repre- 
senting the 4,000,000th sale of 1956. 

Of special importance is the 
fact that the 4,000,000th sale will 
come only one day after the man- 
ufacture of the 4,000,000th auto- 
mobile of the current calendar 
year. 

Theoretically, therefore, the mile- 
stone auto will have been in storage 
only one day. Last year, the 4,000,- 
000th sale of the year was recorded 
33 days after the car had been 
produced. 

* . * 

EALERS, of course, still have a 

heavy stock of unsold units be- 
cause of the carryover on Jan. 1. 
But in 1955, they were faced with 
the prospect of working off the New 
Year’s carry-forward, plus 33 days 
of production. 


Dealers who recall (and many 
do not wish to) the cleanup diffi- 
culties of last year, should be 
encouraged by the present ratio 
of sales to production. 

It corroborates predictions that 
the 1956 cleanup will be relatively 
calm. In fact, some areas are al- 
ready reporting that the supply of 
56 models will not last until the 
new models are introduced. 

* . ” 
7 year’s 4,000,000th new-car 
sale, on Aug. 25, comes 33 days 
(Continued on Page 4, Col, 4) 


Fate of Packard 
Still Up in Air, 


© Churchill Says 


By W. C. Lockwood 
Staff Writer 
vas fate of Packard, 57 years old 
on Nov. 6, 1956, hangs by a 

slender thread and disturbed dealers 
across the country are asking in 
a rising crescendo: What is going 
to happen? 

“There has been no decision to 
discontinue Packard,” answers 
Harold E. Churchill, new presi- 
dent of Studebaker-Packard. 

“Final determination for the 
Packard program for 1957 will be 


Frank V. Bridge, general sales manager; S. E. Knudsen, general manager, and B. E.| made shortly as a result of com- 
Chrysler division turned out 152 | Starr, general manufacturing manager. The car came off the assembly line in Pontiac | pletion of negotiations on the 


Concessions Awaited 


franchises, except for a number | 
of concessions made some time | 
ago. | 
Both Chrysler and Ford were 
queried last week about any pos- 
sible changes since President 
Eisenhower signed the O’Mahoney 
bill. 
* *x & 

L. JACOBSON, Chrysler Corp. 

* vice-president of dealer rela- | 
tionships, said that the O’Mahoney | 
bill required no changes in the 
Chrysler Corp. dealer agreement. 





“As far as the future is con- 
cerned,” he continued, “we have 
been appraising and will continue 


to appraise our dealer agreement 


with the intention of keeping it 
fair and mutually effective, 
“When changes have been indi- 

cated in the past we have made 


|them. This will certainly continue 


to be true in the future.” 
Ford spokesmen declined to reply 
to the query. 
However, both corporations’ 
(Continued on Page 58, Col. 1) 


17), two years after the 5,000,000th car. 


(Continued on Page 60, Col. 1) 


Inside Automotive News 


“Good-faith” law seen aiding parts jobbers. 


Page 3. 


“Be-Backs” tell why salesmen foundered. Page 8. 
Winter service means more than antifreeze. 


Page 25. 


Ferrari grooms turbine auto. Page 35. 
Fuel-injection talk gathers intensity. Page 44. 


New-car and truck registrations 


and prices, Pages 20, 48 and 54. 


New Products, Page 42. Used-car auctions, Pages 6 and 48. 
Production by Makes, Page 61. 
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Ford Supplies Convention Courtesy Cars— 

The letters “‘DEM’—for Democrat—are formed by the majority of 150 Fords, 60 
Mercurys and 15 Lincolns loaned to the National Democratic Party by Ford for use 
during the Democratic Convention in Chicago. The 225 all-white, air-conditioned, 





chavffeur-driven units provided transportation for the “VIDs"—Very Important Demo- 
crots. Similar courtesy cars are being furnished for the Republican convention in San 
Francisco. 
Rochester Lad Captures 
Annual Soap Box Derby 
AKRON. — Norman Westfall, a| event, won the 19th annual All- 
14-year-old from Rochester, N. Y., | American Soap Box Derby. 
who feared that a damaged car| He brought Rochester its _— 
ight keep him out of the big ond consecutive national title. 
—_ , —| The 1955 winner was Richard 
° + + | Rohrer who had edged out West- 
Seiberling Denies | tati'to win the city title and the 
a ° | trip to Akron. 
Firm Is in Danger A record crowd of 65,000 saw 
. Westfall’s to — a a 
ur nose ahead o: ndon e, Day- 
Of Bank Seiz © |tona Beach, Fla., in the finals of 
AKRON. — J. P. Seiberling, presi- | the coasting derby. Wayne Ford, 
dent, Seiberling Rubber Co. here,/ Long Beach, Calif., was third, less 
last week denied that the company/than a car length behind the win- 
was in danger of being “taken over) ner. 
by the banks” as charged by Ed-| The winner received a $5,000 col- 
ward O. Lamb, a director, in a ee a plus the —— 
“mi : ” 18 ro . Runnerup e won 
minority report to aomanions \S $4,000 scholarship wal teed we. 
Seiberling said Lamb’s — | ceived a $3,000 grant. 
: a hi 154000 | Young Westfall spent a few 
board refused to foot his ht. anxious hours before the finals 
expenses in a recent proxy fig began. His car was damaged in 
The president said that Seiber-| transit and he feared at first he 
ling has problems “but they are not| wouldn’t be able to compete. How- 
acute.” He said the “company’s | ever, eight hours work put it back 
growing business calls for more) in top shape. 
working capital” and “this is our) The derby, sponsored by Chev- 
biggest problem.” _ dealers with the — 
: _| of newspapers across the natio 
According to ae, < neon honusté tepether 165 local cheat 
Grath, a Lamb director, had prom-| ions, including lads from Ire- 
ised in a July meeting that things land and West Germany. Both 
would go “much more smoothly” if! overseas entries lost out in the 
the board would vote to pay Lamb's) first round. 
bill. The finals were run in three-car 
“Until that moment there was| heats until only 18 cars remained. 
harmony,” said Seiberling in his| Then, a series of two-car races nar- 
letter to the stockholders. “After! rowed the field to nine contestants. 
that, Lamb’s directors turned the Three more three-car heats cut 
meeting into near turmoil. And/the survivers to Westfall, Flake 
Lamb’s recent letter apparently is| and Ford. The other boys competed 
another result.” for fourth to ninth places before 
In his letter, Lamb, controversial | the final event. 
Toledo industrialist and attorney, Following the parade which 
criticized officer changes, salaries| opened the day’s proceedings was 
and other board actions in meetings a special race among three overage 
on May 17 and July 26. | contestants — entertainers Joe E. 
But Seiberling said Lamb and Brown, Roy Rogers and Snooky 
his directors voted unanimously |Lanson. Brown bested his two 
for these actions. “Not a word of | rivals to win the “Oil Can Trophy.” 
criticism was heard concerning | ‘2 © 
any of the matters in Lamb's let- | » 


ter,” said the president. | 3 
According to Seiberling, Lamb’s| 
proxy expense bill included $30,199) 
for legal and professional services, | 
$17,566 for staff services and ex-| 
penses, $5,925 for materials and $1,-| 

291 for brokers’ charges. 

Seiberling said that Lamb re-| 
ceived proxy votes of less than 6| 
percent of outstanding shares not 
owned by himself or his group and 
that out of 1,869 stockholders of 
record, a “total of only 43 cast their | 
ballots for the Lamb slate.” 


Report Deal Made 
For Ford Loan 


DEARBORN. — Ford Motor Co. 
last. week had no comment on re- 
ports from Boston that the firm 
had completed arrangements for a 
“$250 million long-term borrowing 
from institutional investors.” 

The report said that Ford would 
get the money from life insurance 
companies, banking houses and 
pension funds. Ford in the past has 
paid for expansion from reserves. 
However, the change may be due to 
the fact that its stock now is on 
the open market. 





Soap Box Derby Champion— 


Norman Westfall, 14, Rochester, N. Y., 
winner of the 19th annual All-American 
| Soap Box Derby, receives his trophy from 
E. N. Cote, Chevrolet general manager. 
Looking on are his mother, Mrs. Robert 


Westfall, and his brothers, Richard, 6, 
and Robert, 10. Norman was the second 
consecutive Rochester boy to win the 
derby, which is sponsored by the Chevro- 
let dealers with the cooperation of news- 
papers across the nation. 
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NAM Offers Planks to Convention... 


Democrats Shift Trade Policy 


CHICAGO.—Democrats last week, 
in what was called a reversal of 
their historic free trade position, 
prepared a plank in their business 
platform which was critical of the 
Eisenhower Administration’s pro- 
tection of U. S. industry and farm- 
ing. 

The plank pledged the Demo- 
crats to “reverse and remedy” 
what was called a Republican 
trend toward allowing too many 
“substandard” imports to enter 
this country. 

It was part of the Democratic 
position on “free enterprise” which 
was handled under the heading of 
“Distressed Domestic Manufac- 
turers.” 

It promised a “sound administra- 
tion of the Reciprocal Trade Act” 
(which allows the President to 
lower tariffs) but did not call for 
its amendment or repeal. 

The allegation seemed to be that 
the Administration had not used 
properly those provisions of the law 
“which were designed to protect 
legitimate American interests 
against unwarranted destruction of 
their domestic market.” 

The “free enterprise” plank 
also called for more vigorous en- 
forcement of antimonopoly laws, 
tax cuts for small and independ- 
ent business and more Govern- 
ment contracts for small business. 

Cola G. Parker, president, Na- 
tional Assn. of Manufacturers, ap- 
peared before the platform commit- 
tee and said that never was the 
country’s economy more prosperous 
and never was it in less need of 
Government expenditure to sustain 
it. 

“For the first time in many years,” 
said Parker, “a national political 
convention is able to write a plat- 
form for its party in a situation of 
national prosperity which has not 
been created artificially by war, the 
aftermath of war and which is not 
being sustained by Government ex- 
penditure.” 

The platform pledged the Demo- 
cratic Party “unequivocally” to re- 
peal the Taft-Hartley Act. Other 
items included: 

1. A minimum wage of $1.25 an 
hour instead of the present $1. 

2. Equal pay for equal work re- 
gardless of sex. 

3. Federal protection and im- 
provement of the lot of migratory 
workers. 

4. Benefits to disabled workers. 

5. Relief legislation for depressed 
areas. 

Parker presented, in the name of 


Canadian Official 
Allays Fears of 


GM’s Automation 


OTTAWA.—General Motors Corp., 
which is said to be building a huge 
plant in U. S. to employ the prin- 
ciples of automation, may cause 
GM of Canada to discontinue manu- 
facture of Buicks, Oldsmobiles and 
larger Pontiacs in Canada when 
plant is completed, according to 
Wallace Nesbitt, Oxford, Ont. 

Nesbitt told Parliament that, if 
this is true, it will cause a most 
serious dislocation not only of the 
automobile industry and people em- 
ployed in it but also of the parts 
industry, affecting many Canadian 
towns and cities that have feeder 
plants for the industry. 

However, Clarence D. Howe, min- 
ister of trade, said that “there is 
nothing in the fears” and GM is 
talking about expansion in Canada. 

“I had three or four days’ discus- 
sion with (Harlow H. Curtice) the 
president of GM a while ago,” Howe 
said. “I know he feels that in Can- 
ada there is a growing market and 
that GM of Canada will increase in 
importance from year to year rather 
than the reverse.” 

Nesbitt told the House that the 
new large U. S. plant may make it 
more profitable for GM to discon- 
tinue the manufacture of some of 
the more expensive types of their 
middle-priced cars in Canada and 
instead make them in U. S. 

“IT am assured by the management 
that they intend to increase their 
production here rather than other- 
wise,” Howe replied. “In other 
words, they do not propose to aban- 
don any production line they have 
operating here at the present time.” 














the NAM, planks which are sum- 
marized below: 

TAXATION: First priority in in- 
creased Federal revenues resulting 
from economic growth to moderat- 
ing discriminatory tax rates. 

Fepera Spenpinc: Hold the line 
below fiscal 1956 and move toward 
further reduction. 

Sussinies: Limit to defense pur- 


poses’ and then only with careful | 


safeguards. 
Lasor Pouicy: Protect employes, 
employers and the public from 


abuse of power by unions. 


PurcHASING Power: Insure a rea- | 





sonably stable purchasing power of 
the dollar and avoid inflation. 

Conservation: Halt Federal val. 
ley authorities; halt land acquisi- 
tion when land can support private 
taxpaying ownership. 

MONOPOLY AND COMPETITION: Main- 
tain a free, private competitive en- 
terprise system by fair and effec. 
tive enforcement of laws designed 
to prevent monopoly and restraint 
of trade. 

INTERNATIONAL RELATIONS: Adhere 
to a foreign policy which will pro- 
mote a free, peaceful and prosper- 
ous world. 





FRB 


uestions Need for Lids... 


Dealers Quizzed on Credit 


ETROIT. — A selected group of 

new and used-car dealers and 
other merchants in whose busi- 
nesses consumer credit plays a vital 
role have received: letters from the 
Federal Reserve Board requesting 
their views on credit regulation. 


The letters are part of a nation- 
wide credit study announced by 
the FRB last May. The missives 
as, in effect, “Do you think there 
should be regulation of consumer 
credit by a Government agency ?” 


The letters are expected to be fol- 
lowed sometime during the fall by 
questionnaires which will pose spe- 
cific queries, Presumably, the re- 
plies to these letters will be used 
in preparing the longer and more 
detailed quizzes. 


+ * * 


HIS is the first request for 

written comment from the firms 
chosen to participate in the nation- 
wide survey. Earlier, representa- 
tives of the Federal Reserve Sys- 
tem had visited various business- 
men in their districts to discuss the 
subject. 


Banks, finance companies and 
other credit firms will-be polled, of 
course, along with manufacturers 
and a number of consumers. The 
latter will include a goodly portion 
of auto buyers. 


Signing the current communi- 
cations is George D. Bailey, 
special consultant to the FRB. 
Bailey is senior partner of 
Touche, Niven, Bailey & Smart, 
Detroit accounting firm. 
Explaining that the credit study 

has been undertaken at the request 
of President Eisenhower and the 
Council of Economic Advisers, 
Bailey wrote in part, “The board 
(FRB) has asked me to assume re- 
sponsibility of seeking the views of 
manufacturers and retailers in- 
terested in the quality of install- 
ment credit and of banks and 
finance companies interested in 
financing such credit. 


= - . 
‘T WOULD very much appreciate 
having an opinion from you as 
to whether or not existing con- 
trols should be supplemented by 
legislative authority to regulate in- 
stallment credit.” 

He concluded by saying that 
the board wishes the study to 
constitute a searching examina- 
tion—“a fresh approach, so to 








speak, as unrelated as possible to 
its previous experience with the 
regulation of consumer install- 
ment credit.” 

He requested replies to the let- 
ters by Sept. 15 “if possible.” 
Bailey emphasized the “search- 
ing examination” factor. He told 
Automotive News, “We're very 
anxious that the persons receiving 
the letters give this matter con- 
siderable thought and let us know 
their opinion of the long-range eco- 
nomic effects of credit regulation.” 

” * * 
TC ASSIST the recipients in for- 
mulating their replies, Bailey 
enclosed two pages of data about 
consumer credit and a list of argu- 
ments offered by proponents and 
opponents of regulation. 

The data sheet noted that con- 
sumer installment credit rose 
more than $5 billion in 1955 and 
pointed out that some persons 
feel such credit expands too 
quickly in good times and con- 
tracts too rapidly in periods of 
recession. 

It also emphasized that credit 

(Continued on Page 8, Col. 1) 


Willys Commences 


1957 Production 


TOLEDO.—Willys has started its 
1957 production schedule of Uni- 
versal Jeeps and Jeep commercial 
vehicles. 

The schedule was started follow- 
ing the firm’s two-week vacation 
period. 


Exclusive Plymouth Deal 
Is Opened in L. A. 


LOS ANGELES. — Bank Motors, 
1801 W. Manchester Ave., here has 
opened what is reported to be the 
first exclusive Plymouth dealership 
in California. 


Five veteran Southern California 
automobile men are in the firm. 
They are Phil, Jack and Bernie 
Freeman and Dave and Nate 
Brenner. “We anticipate that it 
will take only a short time to 
educate the millions of Plymouth 
owners that they now have their 
own exclusive service facilities 
here,” said Bernie Freeman. “We're 
very enthusiastic about our exclu- 
sive dealership.” 


Business Barometer 


Auto Production — 125,108 cars, 
trucks in week vs. 159,553 year ago. 

Business Failures — 229 in week 
vs. 169 year before. 

Department Store Sales—Up 7 
percent from year before. 

Freight Loadings — 660,287 cars 
in week, a decline of 100,100 from 
year before. 

Gasoline Stocks — 177,561,000 
barrels, a decline of 509,000 barrels 
in week. 

Jobless Ciaims—199,300 in week 
vs. 212,500 week before. 

New-Car Registrations — 3,141 ,- 
205 in 1956 to date vs. 3,582,529 
year ago. 

New-Truck Registrations—460,- 
429 in 1956 to date vs. 439,827 year 


ago. 
Oil Stocks — 279,043,000 barrels, 


an increase of 2,003,000 barrels in 
week. 

Steel Output — 85.5 percent of 
capacity estimated vs. 57.5 percent 
week before. 

Used-Car Prices — $826 average 
in August to date vs. $850 in July. 

Wholesale Prices—114.2 percent 
on 1947-49 index, unchanged from 
week before. 

. -<«. s 


Common Stocks 
Aug. Aug. 
i5 8 
6% 6% 
70Y, 65% 
59, 58% 
47%, 48% 
7% 7% 


38.20 37.32 


Am. Motors 
Chrysler 


Average 
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Dealers tell me 


By John 0. Munn 








OW that the President 
we should all use care not 


The passage of the 


bill, 
to abuse it. 


law is a tribute to the efficiency | J 


of NADA, but don’t count it a 


triumph for dealers alone. 

It is a victory for people who 
buy and use automobiles. It will 
prove, I am sure, to be a victory 
for the factory. 

Because I have crusaded for im- 
provement in contractual relation- 
ship for 40 years, I personally am 
concerned with the attitude that 


has | month in used-car losses alone 
signed the O’Mahoney -Celler| While it operated. 


* 
Voluntary Jobs 


KNOW for I was secretary of 
the Dealers’ National Code 
Authority at the time. No, I 
wasn’t a Government bureaucrat. 
I also was secretary of the NADA. 
These both were voluntary 
non-paid jobs at the time. 
Shouldn’t any Government ad- 
ministration attempt to save and 
restore business during a deep 
depression? 
Dealers who testified against the 











NADA Backs Program 
To ‘Get Out the Vote’ 


WASHINGTON. — An NADA 
program to “get out the vote” on 
Nov. 6 includes a dealer offer to 
provide free transportation to the 
polls for those needing it. NADA 
said the program is endorsed by 
both the Democratic and Repub- 
lican parties. 

NADA is offering special pro- 
motional kits in conjunction with 
the vote program. They are 
priced at $16.50 and include post- 
ers, window strips identifying the 
dealership with the program, 500 
folders with information about 
the dealership and the importance 
of voting and two sets of promo- 
tional and advertising material, 
including press, radio and TV 
copy. 











As Result of ‘Good-Faith’ Law ... 


Boost in Parts Sales 
Predicted by Jobbers 


By Jack Weed 
Service Editor 

SIZABLE increase in new-car 
dealer purchases from parts 
and accessary wholesalers was fore- 
seen last week by the nation’s top 
jobber executives, as one result of 

the O’Mahoney “good-faith” law. 
Harold T. Halfpenny, legal 
counsel for NSPA, believes that 
the new legislation will allow the 
franchised car and truck dealer 
to follow his own inclinations as 
to the source from which he pro- 
cures his parts and accessories, 


without fear of reprisal from his 
factory. 


Being a lawyer and the focal 
head of much legislative action for 
the nation’s jobbers, he adds: “If 
the bill is found to be constitu- 
tional.” 

B. W. Ruark, general manager of 
MEWA, another major wholesalers 
association, feels that the bill will 
open what has been considered a 
“closed” market for automotive 
wholesalers and distributors. But he 
adds: “It will be up to the jobber 
and his salesmen to sell that mar- 





ket. He will have to prove to the 
dealer that he is competitive and 
that products and service are equal 
or better.” ? 
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everyone can see the advantage 
to the country at large for utility 
commissions to regulate rates 
simply because utilities enjoy a 


They point out that many deal- 
ers, through a desire to reduce 
inventory and the expense of car- 
rying the size parts stock they 


object today that at that time 
33 percent of the dealers had failed | 
l the previous year, that you could 
almost count on your fingers the 


PITTSBURGH.—An action of libel | 
seeking more than $2,500 in dam- 
ages has been filed by two members| 


in the suit of “falsely stating that 
the plaintiffs were operating a 
hoary chain letter gimmick” and 
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Gazette, based on the BBB release, 
did not mention the dealer’s name. 

The suit arose out of BBB press 
releases which criticized a “cus- 
tomer referral” plan of selling new 
cars. The bureau said customers are 
paid $100 for each “prospect” who 
buys a new car and $50 for each car 
sold through the second customer's 
referral. 

The defendants were accused 


What is the status of Studebaker-Packard dealers 
under the new financial setup with Curtiss-Wright? 
At the moment, we in the trade don’t know, but 
we've had a couple of not-so-good signs to date. 
First, so far as we know, there’s been no direct 
communication between C-W’s President Roy Hur- 
ley and S-P dealers, who have been sitting on pins 
and needles for many months. 

Secondly, the answer Hurley gave to a question 
on dealer morale at the recent C-W press confer- 
ence in Quehanna, Pa., seemed iv indicate lack of 
foresight, to say the least. As reported by Bob 
Lienert, Automotive News associate editor, who 
popped the question, Hurley replied: “That (jack- 
ing up of S-P dealer morale) is something we'll have to get together 
on with S8S-P and work out. I can’t talk about it now.” .. . 

We all hope C-W officials don’t delay further on this vital matter. 
S-P dealer morale is unquestionably at the lowest ebb possible under 
the rigors of the past year. The need for quick, positive action to save 
these dealers is imperative, before the remaining dealers give up the 
ghost or defect to some other make. After all, these dealers have 
more money invested than the factory. If C-W is sincere about keep- 
ing S-P in the auto business, the remaining S-P dealers—most of 
whom other makers would give an eye tooth to get—must be kept 
in the C-W camp. No promise “to get together on . . . and work out” 
will keep them in line for long. 


the independent used-car dealer. 
In fact he will think so much of 
developing his own territory that 
if he has additional cars he will 
market them at the lower prices 
in his locality to at least get 
another service customer and build 
up his own registrations. 

I don’t think it will take long 
for the manufacturers to adjust 
themselves to this law. Surely 
this nation and this world should 
be ruled no longer by force, 
fear and coercion. The manufac- 
turers, themselves, will eventu- 
ally be much better off utilizing 
the fine American art of persua- 
sion. 

They will sell more cars in the 
long run because more customers 
will be satisfied with their cars. 
The protection of the law will 
strengthen the legitimate dealer, 
who serves the owner not only by 
making new cars available but 
who can in good judgment set up 
an adequate plant to maintain 
them promptly, economically and 
efficiently. 


Advertising News 
Auto Market Reports 
Auto World in Brief 
Bulletin Board 

Case Histories 
Coming Events 
Court Decisions 
Dealer Ad Ideas 
Editorial 

Financial 

Highway and Safety News 
Jordan (Ned) 
Legislative News 
Letterbox 

New Products 
Obituaries 

Personnel (Factory) 
Prices, New-Car 
Production by Makes 
Registrations, Cars, Trucks 
Service Briefs 
Service Highlights 
Turnings 

Used-Car Auctions 
Used-Car Notes 
Washington Column 











Wemhoff 


Space Drawing Set 
For Chicago Show 


CHICAGO. — Drawing for car 
space for the 49th annual Chicago 
Automobile Show will be held Aug. 
30 at a luncheon meeting in the 
Drake Hotel, according to Don C. 
Mullery, chairman. 

Other plans are under way for 
the show, which will be held Jan. 
5-13 in the International Amphi- 
theater. The new exposition hall 
adjoining the south end of the am- 
phitheater again will be used for 
the passenger-car display. 





Pete WEMHorr, Editor, 
Automotive News 
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‘Be-Backs’ Tell 
How Salesmen 


Drove "Em Off 


Ignorance, Insults 
And Intimidation 
_ Add Up to Lost Sales 


By L. H. Houck 

Staff Correspondent 
ANSAS CITY.—One of the more 
or less derisive terms applied by 
auto dealers to one particular type 
of customer is the “Be-Back” and 
to hear most auto salesmen tell it, 
the “Be-Back,” the time-wasting, 
no-good son-of-a-gun, is one of the 
main flies in the auto selling soup. 


So this intrepid reporter decided 
to track one of these fugitives- 
from-a-sales-contract to its lair 
and in so doing, he got on the 
trail of several. 

It was discovered that the “Be- 
Back” is even a worse creature than 
he has been painted since besides 
being a “Be-Back” he is also master 
of more disguises than Sherlock 
Holmes. 

I found one in a restaurant wait- 
ing for a hamburger. He didn’t com- 
plain when the order was slow and 
the onion was left off. 

“I never complain,” he told 
AvtTomotive News. “Make it a policy 

to mouse around without shooting 
off my mouth. Guy tells me that a 
blue car’s green, OK, it’s green. No 
skin off my nose. 

“But I ain’t exactly pushed around 
because I get what I want. I just 
don’t let ’em get me all excited and 
you’d be surprised how much you 
can learn and how much you can 
hear when your own mouth ain’t 
flappin.” 

* ab 
I FOUND another one at home. 

He was a typical “Be-Back” be- 
cause he stated his policy plain. “I 
never nag, I never kick, and I don’t 
make scenes in public places and 
I never argue. I was taught to be 

polite and reserved under all cir- 
cumstances.” 

I asked him a simple question. 

“What's that?” He came nearest 
to a growl. “Indeed not. I do not 
kick tires. I'm not a moron. I 
want sensible selling arguments 
advanced in answer to my interest 
in a car. I’m in the market for 
a car but I'm a nice customer. 

“I visited a dealer recently and 

told the salesman I was mildly 
interested in his car. ‘Watta ya 
got to trade?’ the salesman asked. 
He spoke in a loud voice and ap- 
peared antagonistic. When I men- 
tioned my modest car and its age, 
he said he had a lot full of them 
and he couldn’t sell them and con- 
tinued to discuss my car. 

“I wasn’t nearly so much inter- 
ested in my car as he was. After all, 
I knew more about it. I went in to 

(Continued on Page 62, Col. 1) 
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Sales Reach 4 Million; 





Hudson's "Dealer of the Year’— 


Armstrong Motors, Inc., Washington, has been named Hudson's 1955 “dealer of the 
year.” Taking part in the presentation of the award are, from left, Herald T. Sheehan, 
vice-president and treasurer, Armstrong Motors; Floyd G. Sease, AMC Washington 
zone manager; G. Eden Peterson, Armstrong secretary, and C. W. Margetts, Hudson 
Washington sales manager. The award is presented to the dealership which has won 
the “dealer of the month” award the greatest number of times during the year. 





McGaughey Heads Group 
For ’56 National Show 


DETROIT. — A permanent Show 
Committee has been appointed to 
manage the National Automobile 
Show, according to the Automobile 
Manufacturers Assn. 

The show, being reestablished 
this year after a 16-year inter- 
val, was last held in 1940 at New 
York City’s old Grand Central 
Palace. 

The 1956 show will occupy New 
York’s new Coliseum exhibition 
building on Columbus Circle, Dec. 
8-16. 

The committee includes: William 
F. Hufstader, General Motors 
Corp.; €. L. Jacobson, Chrysler 
Corp.; William H. McGaughey, 
American Motors Corp.; Frank W. 
Noble, Studebaker; M, F. Peckels, 
International Harvester Co., and E. 
E. Rothman, Ford Motor Co. 

McGaughey will serve as chair- 
man. 

In addition, two show subcom- 





Green Mountain Mercury 


Wins Bid for Police Cars 

BURLINGTON, Vt. — (UTPS) — 
Green Mountain Motors, Inc. (Mer- 
cury), has been awarded a contract 
to supply three new cruisers to the 
police department. 

The firm, whose bid was $4,292, 
will take in trade two 1955 Mer- 
curys and a 1952 Plymouth. There 
were two other bidders, Brewer 
Bros., Inc., offering three new 
Plymouths for $2,350 or three new 
DeSotos for $5,250, and the C. H. 
Goss Co., offering three Dodges for 
$4,800. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Aug. 15 
(Buying has not been as free as 


has been. Sold 112 out of 175 offer- 


ings.) 

BUICK—’'55 Century Hardtop, $1,830*; 
4-dr., $1,815*; Special Hardtop, $1,- 
800°; 4-dr., $1,660°, $1,510°; Hardtop, 
$1,515. ‘54 Super Hardtop, $1,425*; 
Century Hardtop, $1,400*; 
dr., $1,325*; Hardtop, $1,290*; RM 

4-dr., $1,310°. '53 Special 4-dr., $800. 

"51 Special 2-dr., $350°. 

CADILLAC—'56 (62) conv., $4,300° 
(ps); coupe, $3,970° (ps). ‘55 (62) 
4-dr., $2,930° (ps). °53 (62) 4-dr., 
$1,530* (ps). 

CHEVROLET—’'5S6 Bel Air (6) 4-dr., 
$2,010°; (8) 4-dr., $1,855. '55 Bel Air 
(8) Hardtop, $1,670*; conv., $1,510; 
4-dr., $1,375; (6) 2-dr., $1,360°; One- 
fifty (6) 2-dr., $935. 54 Bel Air sta- 
etion wagon, $1,270, $1,100° (ps); 
Two-ten 4-dr., $1,210; 2-dr., $790; 
Bel Air 2-dr., $915, $900, $875; One- 
fifty 2-dr., $630. '53 Corvette, $1,500; 
Bel Air Hardtop $900°* (ps); conv., 
$810; 4-dr., $750; Two-ten 2-dr., $820, 
| —4 Hardtop, $600°. ‘49 SL 2-dr., 


CHRYSLER—’ 56 Imperial 4-dr., $3,625*° 
(ps). '55 NY 4-dr., $2,040*, '54 NY 
Hardtop, $1,405* (ps). °53 Windsor 
4-dr., $720*. 

DeSOTO—'53 Fire Dome Hardtop, $815*; 
2-dr., $625°. 

DODGE—’'56 Custom Royal 4-dr., $2,- 
450° (ps); Hardtop, $1,780° (ps); 
Coronet (6) 4-dr., $1,960° Royal 
Lancer Hardtop, $1,815* (ps); conv., 
$1,740. °53 Coronet 4-dr., $650*; 
Meadowbrook 2-dr., $420. 


FORD—'56 Custom (8) 4-dr., $2,275°; 
2-dr., $2,100*, $1,575; Fairlane (8) 
Victoria, $1,960*; Ranch wagon, $1,- 
900°. ’°55 Country sedan (6) $1,650; 
Victoria (6), $1,650%; Custom (8) 
2-dr., $1,345; (6) 2-dr., $1,270°. "54 
Country sedan (8), $1,250; Ranch 
wagon, (6), $1,080; Fairlane (6) 
conv., $1,140*. '53 Custom (8) 2-dr., 
$740; Main (8) 2-dr.. $585. °51 Main 
(8) 4-dr., $360*, °26 Model T (4), 
$350. 


HUDSON — °54 Hornet 4-dr., $700°; 
Wasp 2-dr., $615. 

KAISER—’53 Henry J 2-dr., $215. 

LINCOLN—’53 Capri Hardtop, $1,160° 


(ps). 

MERCURY — '55 Montclair Hardtop, 
$1,935* (ps); Monterey 4-dr., $1,630°; 
2-dr., $1,260. '54 Monterey Hardtop, 
$1,330*, $1,320*, $1,280°; 4-dr., $1,- 
185*, $915. '53 Monterey Hardtop, $1,- 
005* (ps). '52 Monterey Hardtop, $580. 
‘51 2-dr., $170. '49 club coupe, $200. 

NASH — ‘'53 Rambler Ranch wagon, 
$725; Hardtop, $605. 

OLDSMOBILE—'54 (88) 2-dr., $1,430*. 
’53 (88) 4-dr., $1,040* (ps), $1,000°; 
2-dr., $975°. 

PLYMOUTH—’56 Belvedere (6) Hard- 
top, $2,000*. '55 Belvedere Hardtop, 
$1,400°. °54 Savoy 4-dr., $785. ‘53 
Cranbrook 4-dr., $595. 

PONTIAC—’56 Star Chief Hardtop, $2,- 
415°. '55 Star Chief Hardtop, $1,910° 
(ps); Catalina (8) Hardtop, $1,900°; 
Chieftain (8) station wagon, $1,750*; 
(6) 4-dr., $1,520°. '53 Chieftain (8) 
4-dr., $865* (ps), $725*; 2-dr., $665°. 
—, (6), $580. '50 (8) 2-dr., 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 48, 49, 50 and 51 





mittees were named, Exhibits 
subcommittee: Fred W. Adams, 
American Motors Corp.; Mott B. 
Heath, Ford Motor Co.; William 
Hughes, Chrysler Corp.; L. E. 
Kiefer, General Motors Corp.; M. 
E. Nink, International Harvester 
Co., and Fred Watson, Stude- 
baker-Packard Corp. 

Promotion subcommittee: R. E. 
Forbes, Chrysler Corp.; Howard 
Hallas, American Motors Corp.; W. 
E. Hamilton, General Motors Corp.; 
Thomas King, Studebaker-Packard 
Corp., and John E. Sattler, Ford 
Motor Co. 


Kiefer and Hamilton are respec- 
tive chairmen of the two subcom- 
mittees. 


GM Stops Selling 
Cars to Local 


Governments 


DETROIT. — General Motors has 
announced that it has stopped sel- 
ling cars to cities and other local 
governmental units. 

A GM spokesman said last week, 
“Local dealers will handle the busi- 
ness on the local level. We will 
continue to do some business on 
the state level.” 

This change in the GM fleet sales 
policy came to light in Richmond, 
Va., where City Purchasing Agent 
J. W. Huffman reported that Gen- 
eral Motors, which had been getting 
the “lion’s share of the City’s car 
business,” had refused to bid on 
the City’s recent proposal to buy 
86 cars. 

Meanwhile, Huffman said the city 
urgently needed 25 to 30 cars—14 
of them for the police department— 
but, apparently was unable to get 
them. 

He said that two Richmond Ford 
dealers submitted bids but they 
could promise delivery only within 
“60 to 90 days, production permit- 





09 Margin 


Grows 


(Continued from Page 1) 


later in 1956 than it did in record- 
splintering 1955, when No. 4,000,000 
was chalked up on July 23. (In 
terms of sales days, 1956 is running 
only 29 days behind 1955.) 

Actually, however, 1956 is falling 
farther and farther behind 1955 in 
terms of sales volume. That is 
because this year has seen a 
tapering-off at midyear which is 
more or less normal. 


A year ago, sales exceeded 600,000 
per month throughout the spring 
and summer. 

A recap of other million-sales 
milestones of this year shows how 
the sales gap between 1956 and 1955 
has widened. 

Sale No. 3,000,000 of 1956 was 
wrapped up June 26, 15 days later 
than in 1955 (a difference of 13 
sales days). 

« > = 
MAY 1, the 2,000,000th new-car 
sale of 1956 was registered, 
some 10 days (eight sales days) 
later than in-1955, when that mile- 
stone was passed on Apr. 21. 

The final unit of the first million 
new-car sales of the current year 
was registered March 7, trailing 
1955 by only three days, when 
No. 1,000,000 was recorded on 
March 4. 

Thus, the gap has grown from 
three days, to 10 days, to 15 days, 
to 33 days at present. 

This year’s 4,000,000th registra- 
tion, while trailing 1955, came far 
sooner than it did in 1954, when 
that milestone was not reached until 
Sept. 16. 

a > ” 
i THE used-car marketplaces 

last week, the tempo picked up a 
bit after the drastic realignment 
of the previous week. Auction opera- 
tors, however, reported that whole- 
sale activity was, by and large, still 
depressed. 

Overall average prices of used 
cars sold at wholesale auction 
last week rebounded by $17 to 
level off at $826. The resurge fol- 
lowed a $41 loss in the previous 
week (the year’s worst setback), 


W.Va. Dealers 
To Hear Crowley 


CHARLESTON, W. Va. — Pat- 
rick J. Crowley, administrative as- 
sistant to General Motors’ dealer- 
relations executive vice-president, 
will be the keynote speaker at the 
23rd annual convention of the 
Automobile Dealers Assn. of West 
Virginia. 

The convention opens Sunday 
(Aug. 26) at the Greenbrier Hotel, 
Whit. Suiphur Springs. Crowley, 
an attorney, formerly was a Chev- 
rolet dealer in Providence. 

Other speakers will be Walter B. 
Cooper, chairman of NADA’s pub- 
lic relations committee; N. L. Wat- 
lington, Magic City Motor Co. 
(Ford), Roanoke, Va., and Francis 
P, Lowery, assistant director, Inter- 
Industry Highway Safety Commit- 


ting.” He added that no GM dealers| tee 


had submitted bids for the City’s 
offer to buy 86 cars in September. 


Mobilgas Holds 
To Two Grades 


NEW YORK. — Socony Mobil 
Oil Co. will continue to market two 
grades of gasoline, according to 
Herbert Willetts, vice-president of 
domestic marketing. 


Willetts said, “Studies by Socony 
Mobil research scientists indicate 
that the needs of motorists are 
being and can continue to be 
served by the company’s Mobilgas 
Special and Mobilgas R.” 


Declaring that the octane of 
Mobilgas Special meets the re- 
quirements of every make and 
model now being manufactured, he 
said the company had also con- 
sidered the fact that adoption of 
three grades of gas would have 
caused distributors and many 
dealers to make large expenditures 
for equipment to handle another 
grade. 





Ford Builds New Wind Tunnel— 


which carried the average price 
down to $809 from $850. 

“The market,” said one leading 
wholesale operator last week, “ap- 
pears to be drying up at prevailing 
prices.” 

Despite his appraisal, all indi- 
vidual prices last week showed in- 
creases—with the exception of '49s, 
which held unchanged at $172. 


The advances were: '55s, up $46 
to $1,509; ’54s, up $41 to $1,077; ’52s, 
up $16 to $472; ’51s, up $16 to $315; 
"56s, up $12 to $2,117; 53s, up $5 to 
$720, and ’50s, up $1 to $230. 


* > . 


Used-Car Shortage 


Still Plagues Chicago 

CHICAGO. —A shortage of good 
used cars is still prevalent in the 
Chicago area. 


Many dealers report that a lot of 
old models and junk cars are being 
traded in but that clean used cars 
are scarce. One dealer reported that 
buyers are becoming more selective 
in buying used cars and another 
dealer said that he could use twice 
as many cars as he has. 


Bowers Battery 
Control Goes 


To Shea Group 


READING, Pa. — Bowers Battery 
& Spark Plug Co. here has under- 
gone a change in management. 

Control of the firm and its sub- 
sidiaries has been acquired by a 
group headed by William A. Shea, 
New York attorney; Alexander J. 
MacRae, former Bowers vice-presi- 
dent, and Harry P. Noznesky, former 
vice-president and: sales manager 
of Price Battery Corp. 

Noznesky succeeds Clarence P. 
Bowers, founder of the firm, as 
president. Noznesky will serve as 
general sales manager. 

MacRae has been named execu- 
tive vice-president and general man- 
ager. The new slate of officers also 
includes Ingrid Y. Graul, treasurer; 
Charles F.. Knoll, vice-president, and 
Irvin C. Montz, assistant secretary- 
treasurer. 

Bowers, 54, will remain active 
with the firm in the newly-created 
position of board chairman. Also 
serving on the board of directors, 
in addition to Bowers, MacRae, 
Noznesky and Shea, will be George 
B. Balmer, Reading attorney. 


Minnesota Dealers 


Invite Monroney 


ST. PAUL.—Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
will address the 37th annual con- 
vention of the Minnesota Automo- 
bile Dealers Assn. here Sept. 17-18. 

As chairman of the Senate Com- 
mittee on Auto Marketing Prac- 
tices, the senator received more 


than 20,000 questionnaire replies 
from franchised dealers. 





Ford Motor Co. is building a new automotive wind tunnel at its research and engi- 
neering center in Dearborn. The tunnel will produce air speeds up to 125 miles 
an hour, and engineers will be able to maintain temperatures at any level between 
zero and 150 degrees Fahrenheit. The one-story, 28,000-square-foot installation wil! 


be completed next spring. 
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“Commercial Credit 
7-Point Plan is 
our best salesman” 


says DeSoto-Plymouth dealer SHERWOOD H. SHEEHAN, President, 
Sheehan Motor Sales, Inc.,* Buffalo, N.Y. 


*Winner of 1953 Sales Achievement Award in 
DeSoto Sales. In 1955, among top ten out of 330 
dealers in Syracuse region in Plymouth sales. 


““We could no more operate without COMMERCIAL 
Crepit Pitan than we could without our 
Service Department or salesmen. Its benefits 
dre well known by the public anyway and our 
salesmen keep bringing its features into their 
selling talk. As a result, over 50% of our vol- 
ume are time plan sales. The local COMMERCIAL 
Crepit office gives our problems personal 
attention and their fast, courteous service to 
our customers and us means more and more 
repeat sales. All in all, I'd say CoMMERCIAL 
Crepit’s 7-Point Plan is our best salesman.” 





Commercial Credit dealers 
are successful dealers 














Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it today? 









Sy = COMMERCIAL CREDIT CORPORATION 


SL ay 3 A service offered through subsidiaries of the 
CREDIT PLAN Commercial Credit Company, Baltimore . . . Capital 

and Surplus over $190,000,000 ... offices in principal 
cities of the United States and Canada. 
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But Colorado Ruling Permits ‘Persuasion’... 





States Can Bar Factory Coercion 


(Continued from Page 1) 

upheld two aspects of it which are 
part of f ctory-dealer laws in 15 
other states. Judge Breitenstein de- 
clared that states could require fac- 
tories and dealers to obtain licenses 
and could regulate “coercion,” as 
contrasted with “inducement.” 

The fact that the entire law was 
overturned, however, may be of sig- 
nificance in the event that other 
state laws are contested on the 
basis of the Colorado case. 

Judge Breitenstein ruled that 
parts of the statute not ruled 
upon by the court were “essen- 
tially and inseparably connected 
with” clauses found unconstitu- 
tional, 

Phraseology in other state laws 
is so similar to the Colorado law 
that attorneys were convinced last 
week that, barring reversal of the 
court verdict by the Supreme Court, 
all other state enactments would 
have to be amended if they are to 
remain operative. 

For example, an anti-coercion law 
passed this year in Kentucky also 
bars inducement or efforts to induce 
dealers to accept unordered vehicles 
and parts. 

* + * 
oe Kentucky law also makes 
it a violation for a factory 
“unfairly, without due regard to the 
dealer’s equities and without just 
provocation,” to cancel or terminate 
a franchise. 

Forbidding inducement, declared 
the Colorado decision, “creates an 
oppressive and unreasonable burden 
on interstate commerce which 
clearly violates the commerce 
clause” of the Constitution. 

“While it may be conceded that, 


under its police power, a state 


Hillard Replaces 
Smalley as Head 
Of Rental Group 


ST. LOUIS. — Charlie Hillard, 
president, Hillard’s National Car 
Rental, Fort Worth, has been 
elected president of National Car 
Rental System, Inc., succeeding H. 
Earl Smalley jr., who has resigned. 

Hillard, Ford dealer, is succeeded 
as vice-president by Robert W. 
Miller, manager, Mission National 
Car Rental, San Antonio. 

Frank J. Bell, president, National 
Rent-A-Car Co., Columbus, O., has 
been elected to 
the executive 
committee, filling 
the vacancy left 
by Smalley’s 
resignation. 

Hillard has 
announced that 
eight new car 
rental companies 
have become 
members of the 
nine year old 





organization he Charlie Hillard 
now heads. 
He said, the addition of these 


members bring the total number 
of new cities added to Nationalcar’s 
roster in the past year to 44. He 
predicted that future expansion 
would be rapid. 


Dinner Honors 


Ford’s Roberts 


DEARBORN. — J. P. Roberts, 
Ford division’s midwest regional 
sales manager was honored last 
week at a dinner marking his com- 
pletion of 35 years 
with Ford Motor 
Co. 

The company’s 
35-year award 
was presented by 
Charles R. 
Beacham, general 
sales manager. 

Roberts started 
with Ford at 
Chicago in 1921 as 
a traveling repre- 

J. P. Roberts sentative. In 1932 
he became assistant manager of the 
company’s Washington (D. C.) 
branch. During the next 12 years 
he was assistant manager in 
Cleveland and Chicago, until 1944 
when he became manager at St. 
Louis. In 1946 he was transferred 
to Long Beach, Calif., as district 
sales manager. 





may protect its people against 
coercion, inducement is another 
thing,” stated the court. “We 
agree with General Motors that 
there is nothing evil or wrong 
about inducing. It is simply the 
process of salesmanship.” 

The new O’Mahoney-Celler “good- 
faith law was amended on this 
very point in late hearings in Con- 
gress. The Federal law strikes at 
“coercion” and “intimidation” but 
adds the following condition: 

“Provided, that recommendation, 
endorsement, expasition, persuasion, 
urging or argument shall not be 
deemed to constitute a lack of good 
faith.” 


* * * 

. Denver court’s conclusion 
about the legality of inducement 

was applied to another portion of 

the Colorado law designed to pre- 

vent pressure on dealers to con- 

tribute to advertising funds. 

On the cancellation issue, the 
court upheld GM because it found 
that the state law was too vague 
and denied the corporation due 
process of law. 

Two other cases on similar laws 
were cited by the U. S. judges to 
invalidate this clause, which pro- 
vided penalties for cancellations 
or terminations ordered “unfairly, 
without due regard to the equities 
of said dealer and without just 
provocation.” 

Colorado officials, defending this 
provision, told the court that the 
legislative intent was to let the ad- 
ministrator of the law decide what 
was done “unfairly” and what was 
not. The court rejected this argu- 
ment with these statements: 

“A legislature may authorize an 
executive officer or body to make 
rules and regulations for the pur- 
pose of carrying out the objects of 
a statute and may make the viola- 
tion of such rules a criminal 
offense. However ... the power 
to prescribe rules and regulations 
is not the power to make law for 
that may not be delegated by the 
legislature. 

“The defect in the 1955 law can- 
not be cured by any act of the ad- 
ministrator. Even if it could be, 
there is no showing that any admin- 
istrative regulations ever have been 
adopted or that the administrator 
has any intent of making any such 
regulations. 

“We must decide the case on the 
record now before us and not specu- 
late on what may or may not be 
done.” 

Also repudiated by the court was 
a clause requiring a factory to obey 
the wishes of dealers on methods 
of shipping cars to Colorado. The 
court found that this restriction 
served no “public benefit” or “legiti- 
mate end.” 


* 
NACTMENT 


- * 
of an anti-coercion 


law in Kentucky this year cli- 
maxed an intensive period of legis- 
lative successes by state associa- 
tions in every section of the country. 
Laws similar to that in Kentucky 








New ‘Look’ in Tires— 


How the 14-inch tire will help give 
1957 car models the stylish longer, lower 
look is shown by W. F. Billingsley, acting 
technical director, B. F. Goodrich Tire Co. 
The fact that the 14-inch size, right, is one 
inch smaller in overall diameter than the 
present 15-inch tire, left, is illustrated by 
the amount of white space between the 
tires and the top black bar. The narrower 
whitewall of the 14-inch size helps give 
it the appearance of being a smaller tire. 








—forbidding inducement and “un- 
fair” cancellations—were passed last 
year by Arkansas, Minnesota, North 
Carolina and Tennessee after Colo- 
rado adopted what was the most 
severe law of all. 

The Arkansas law subsequently 
was ruled invalid by that state’s 
supreme court on the ground that 
it failed to require compliance 
by used-car dealers. 


States which had passed factory-| 
dealer legislation prior to 1955 were | 


Iowa, Louisiana, Mississippi, 
Nebraska, Oklahoma, Rhode Island, 
South Dakota, Virginia and Wiscon- 
sin, 

Ohio has a law requiring dealers 
and salesmen to be licensed but not 
factory personnel. The Wisconsin 
supreme court upheld the cancella- 
tion clause in that state’s law by a 
4-to-3 vote several months ago. 


Expands in 
By E. C. Bash 


Staff Correspondent 

ATLANTA. — “Some pessimists 
in the industry ought to be crepe 
hangers instead of new-car dealers,” 
said Tom Mitchell, president, Tom 
Mitchell Buick here. 

“Some dealers are always crying 
the blues instead of examining their 
own shortcomings and profiting by 
past mistakes. The new-car indus- 
try for some time has received un- 
fortunate publicity in the newspa-| 
pers, which has made the public | 
believe all dealers and factories are} 
out to make tremendous profits at| 
the expense of the public,” he added. 


“Most of this bad publicity is a 


Dealer or Crepe Artist? 


Mitchell Believes Dealers Sing Too Many Blues; 





result of our own poor public re- | 
lations. I think it is time all deal- | 
ers took a new look at their own | 
assets and sales potentials and 
started giving out with the opti- 
mistic viewpoint,” said Mitchell. 
Mitchell calls himself a first-class 
optimist. 


“If I were not optimistic | 





Sales Leader— 
A. R. Marzelli, left, 


Packard-Clipper 
Eastern regional sales manager, congratu- 
lates R. W. Casey, Boston zone manager, | 
whose zone posted the highest sales per- 
centage in the Eastern division during the 


June-July period. Casey and his wife 
received an expense-paid trip to New 
York. 


Confidence 


tion about the first of the year, he 
expects to increase his staff from 
the present 52 to 125. 

Tom Mitchell Buick has been 
one of the top ranking sales pro- 
ducers in the state, often holding 
second selling position. “Our pres- 
ent limited facilities do not per- 
mit us to obtain first place,” he 
said. 

Mitchell attributes his success to 
the following: A belief that the cus- 
tomer is usually right. Fair treat- 
ment for everybody. Hard work 
and “stick-to-itiveness.” Good or- 
ganization. Good product. Never 


|minimize the competition—his or- 


ganization or product. 
Mitchell, who believes there still 


|is dignity in the automobile busi- 
| ness, has this to say to other deal- 
| ers: 


“We must expand with the 
times. We must prove our faith in 


the continued growth and prosperity | 


about the future of the new-car|°f our country regardless of poli- 
industry, would I be putting up a) tics. 


new half-million-dollar building?” | 


he asked. 


Now underway is Mitchell Buick’s | 
new building which is of masonry,| 
glass and aluminum construction. | 
Situated on a 3%-acre tract at} 
Peachtree and Piedmont, the air-| 


Savannah Dealers 


Choose Donkar 


SAVANNAH, Ga. — Jack E. Don- 


conditioned structure will contain| kar has been elected president of 
37,000 square feet, plus 63,000 square| the Savannah Automobile Dealers 


feet of outdoor facilities. 


Landscaped areas will surround 
an outdoor new-car display area. 
Speaking with pride of his new 
building and his success in the new- 
car business, Mitchell says his is 
the typical Horatio Alger story 
which couldn’t take place except in 
America. 

He speaks humbly of his North 
Carolina farm background. He man- 
aged a college education during the 
depression years by paying part of 
his own expenses. 

In 1934 he came to Atlanta to 
work as a used-car salesman for 

his brother, Arnold Mitchell, who 
was establishing himself as an up 
and coming Oldsmobile dealer. 

In 1942, Tom Mitchell went into 
the used-car business for himself, 
and in 1950 opened a Buick outlet, 
the first new-car dealership to ap- 
pear on the North Side. 

In about a year’s time, he out- 
grew this building and went into his 
present facility on Roswell Road. 
Business increased here to such a 
point, Mitchell says, that larger 
quarters again are necessary. 

When he moves into his new loca- 


Michigan Spending 
Gains 3 Pet. in July 

CHICAGO. — Consumer and busi- 
ness spending in Michigan during 
July, as measured by the dollar vol- 
ume of checks drawn on local 
banks, was 3 percent ahead of July, 
1955, according to the Federal Re- 
serve Bank of Chicago. 

Kalamazoo made the greatest gain 
among Michigan cities with a 21 
percent increase over July of last 
year in checkbook spending. Flint 
was off 10 percent and Lansing 
dipped 5 percent. These were the 
sharpest declines in the Seventh 
Federal Reserve District. 


Assn. He is president of Donkar 
Motors. 

Other new officers are Ray Clan- 
ton, vice-president, and F. A. Dur- 
den, secretary-treasurer. Directors 
are J. C. Lewis jr., Melvin Karp, 


A. K. Dearing sr. and Bob Coleman.| Kott & Smolar Ford. 
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$2 Million Truck Order— 





Texas Adopts 
New Form of 


Auto Transfer 


FORT WORTH, Tex.—The Texas 
Highway Department, working with 
the Texas Independent Automobile 
Dealers Assn., has adopted a new 
form for the assignment of a car 
from one dealer to another. 


The new form helps to strengthen 
the Texas Certificate of Title Act 
by maintaining a continuity of 
ownership. The form helps dealers 
by eliminating considerable paper 
work and by eliminating the 75- 
cent Certificate of Title transfer 
fee. The following rules govern the 
use of the forms: 


1. No dealer may use this form 
unless he holds a current dealer’s 
license plate at the time he executes 
the assignment and such dealer’s 
number is shown in the space pro- 
vided. 

2. A Transfer Registration Receipt 
must be issued for each reassign- 
ment. 


3. This form may also be used in 
connection with out-of-state titles 
and registration receipts from non- 
title states. 

4. This form will be furnished to 
the dealers by the Department 
through the Tax Assessor-Collectors 
office. Dealers should be advised not 
to have their own form printed. 

5. When this form is assigned to 
an individual, the vehicle must be 
titled. In other words, the individual 
cannot use an assigned applica- 
tion for transfer to another dealer. 

6. If the first assignment on the 
title is to a dealer and the next 
assignment is to a retail purchaser, 
the assignment of title is good, but 
the retail purchaser cannot use the 
form for further assignmet. 


Frisco Push 
Studebaker Dealers Plan 


Ad Campaign 


SAN FRANCISCO. — An “allout” 
Studebaker newspaper advertising 
campaign here has been disclosed 
by Phil Begier, president, San Fran- 
cisco Studebaker Dealers’ Advertis- 
ing Assn. 

Begier described dealers as being 
optimistic over sales prospects in 
the San Francisco zone for the re- 
mainder of the year due to the fact 
that Studebaker sales for the first 
half of the year have maintained 
the same strong pace. as in 1955. 

Trustees at the meeting were: 
Ansel J. Schloss, San Francisco; 
Forrest Hughes, Ukiah; Morris 
Pritchard, Woodland; G. A. Mesick, 
Vallejo; Robert A. McAuley, Mer- 
ced, and Phil Begier, San Leandro. 





40-Year Salesman 
WILMINGTON, Calif. — H. R. 
West, 75, has completed 40 years as 
a Ford salesman. He now sells for 








W. Stanhaus, second from left, president, Spector Freight System, Inc., Chicago, 
accepts delivery from Bert Madigan, International truck salesman, of diesel-powered 
International model DCO-205 road tractor as part of a $2 million truck fleet purchase. 
Looking on are Spector executives C.'L. Hunt, left, operations vice-president, and R. G. 
Baumhofer, maintenance director. Of cab-over-engine design, the trucks comprise 
one of the larger diesel truck sales in the history of International's motor truck 


division. 
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= When was Easy Glitter Car Wax 
| (THE ORIGINAL PASTE WAX WITH 
- THE BUILT-IN CLEANER) first made? 
7 | Research and development was started in September, 1938, 
te by Hal Fulenwider, Jr. Development and testing was completed 
a | in October, 1949. 
he | 
When was Easy Glitter Car Wax first marketed? 
- | Easy Glitter Car Wax was put on the market in December, 1949. 
Have any imitations been made of Easy Glitter Car Wax? 
After 2% years small companies began to make imitations. 6 years later 
. some of the larger companies began making imitations. 
ed 
s- is Easy Glitter Car Wax patented? 
in Easy Glitter Car Wax is patented (42,214,263) in the United States 
2 Patent Office and cannot be duplicated . . . only imitated. 
rst 
ed 
e: How is Easy Glitter Car Wax marketed? 
is Easy Glitter Car Wax is not sold through Drug Stores and Grocery Stores at 
_ various cut-rate prices. It is sold through Service Stations and Automobile 
Dealers at one established and maintained price. 
R. 
- What is the difference between Easy Glitter 
- Car Wax and the imitations? 
As one Service Manager pointed out ( *PATENTED 
“Just make the Thumb Test. Take the IN THE 
lid off any of the imitations. Push your UNITED STATES 
thumb down-into the wax and see PATENT OFFICE 
how soft and mushy it is, then open a - 
can of Easy Glitter Car Wax and make = ee oe 
the same test. Then you'll know how - ere “a 
| hard real genuine 100% pure imported 
P) CLEAN, WAX AND WEATHERSEAL 
5 Carnauba wax feels.” gees S 
~ Fone, LW 42 THE TAM fo 
(GENUINE 100% PURE IMPORTED 
CARNAUBA WAX GIVES YOUR CAR THE 
LONGEST LASTING, MOST BEAUTIFUL AND 
HARDEST FINISH KNOWN TO SCIENCE.) 
EASY GLITTER WAX CO., WEST PALM BEACH, FLORIDA 
39, 
ed 
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ins Study of Need for Curbs... 





Dealers Get Queries 


(Continued from Page 2) 
has made a tremendous contribu- 
tion to the nation’s standard of 
living — that many persons own 
things they couldn’t possibly pos- 
sess without it. 

Arguments of the pro-regulation- 
ists were summarized as follows: 

1, It is desirable to have controls 
on a standby basis to use when 
the monetary market calls for 
them, 

& + * 
TOO-RAPID expansion of con- 

* sumer credit could pose a 
threat to the nation’s overall eco- 
nomic stability. 

3. Unrestricted business compe- 
tition needs some addition] re- 
straints to prevent it from _ be- 
coming unsound and a threat to 
the solvency of firms in this field. 

4. To prevent excesses in a 
specific area of credit like this, 
it might be necessary to use the 
more general, traditional mone- 
tary measures to such an extent 
they would be harmful to other 












areas of credit business. 

Here are some of the arguments 
which the data sheet said are pre- 
sented by opponents of regulations: 

1. A basic objection to govern- 
ment interference with competition. 

2. Self-correcting influences in 
the installment-credit area become 
operative before any excesses 
reach serious proportions, 

+ + + 
THE influence of consumer 
* credit is not sufficiently per- 





Indiana to Open 


Second Pike Section 


INDIANAPOLIS. — Opening of 
the 60-mile section of the North- 
ern Indiana east-west turnpike 
between South Bend and Gary 
has been scheduled for Sept. 16. 

It will be the second section of 
the 156-mile highway to be 


opened. The first section—80 miles | 


between the Ohio line and South 
Bend—was opened Aug. 16. 





saves you 15% 


EXTRA POWER! 


Prove it yourself—and profit! This 
new, improved Alemite Versatal Un- 
derbody pump is so efficient it actu- 
ally pays for itself in a few days! Its 
all-new advanced design reduces op- 
erating costs, speeds operations, 


costs on every undercoating job that 
comes into your shop! 

A complete Versatal package of- 
fers you all the advantages you 


on Credit 


vasive to require that field to be 
regulated specifically. 


4, Benefits of regulation would 
not be sufficient to offset inter- 
ference with normal business 

tion. 

5. Difficulty of administering and 
enforcing such regulations equit- 
ably. 

6. It is difficult to determine the 
proper timing and degree of re- 
straint necessary to make such 
regulation effective. 

The communication also men- 
tioned the following “related is- 
sues” involved: 

1. Designation of a _ specific 
agency to regulate credit. 

2. The amount of discretion that 
should be given to the administra- 
tive agency to vary conditions of 
regulation with changing condi- 


tions. 
| + + . 


SCOPE — should all kinds of 
|e consumer eredit be regulated, 
|}or only installment credit? 

4. If standby authority is given, 











Paltz, N. Ve 


| 
| under what conditions should it be 
exercised ? 
5. Nature of the regulation it- 


self—should it follow the lines | 
of Regulation W, or can some | 





NOW! THE MOST PROFITABLE SERVICE IN YOUR SHOP 
BRINGS YOU EVEN BIGGER PROFITS! 


RE ag OTN OTE 


VERSATAL 
DERBODY 

















EXTRA OUTPUT! 


ice, Alemite 


in time and labor 


full details! 











EXTRA PERFORMANCE! 


need to modernize your undercoating 
installation and increase profits. Or, if 
you aren’t already getting your share 
of business from this well-paying serv- 


Versatal equipment will 


give you a head start. More than 
14,000 car dealers say that underbody 
coating is the most profitable service 
in the shop. Make the most of it—now! 
See your Alemite representative for 


PAYS FOR ITSELF WITH 
FIRST 2 DRUMS... 


earns "‘extra’’ profits 
day after day, at the rate of 


$2.47 per job 


ol] ALEMITE 


REG. U. 5. PAT. OFF. 


182/, Diversey Parkway, Chicago 14, Illinois 





Dodge Officials, Dealer Personnel Meet— 


Dodge dealer personnel “get their heads together’ with E. P. Letscher, fourth from — 
left, Dodge field sales manager, during Retail Dealership Management Conference in 
Detroit. From left are Don Pollack, Mainline Motors, Joliet, Ill.; Andy Anderson, con- 
| ference leader; James Holley, Holley Motors, Beaumont, Tex.; Letscher; Donald Raf- 
| fensperger, New Bloomfield Auto, New Bloomfield, Pa.; Earl Orr, Hodges Auto Sales, 
| Detroit; Wayne Noel, Holley Motors, Beaumont, and Clark Ede, C & S Motors, New 




















other approach be found that 
would be more acceptable to 
businessmen generally? 
(Eprror’s Note: Regulation W, 
which died May 8, 1952, required 
downpayments of one-third in in- 
stallment sales with the balance 
to be paid in 18 months or less.) 
6. Timing — if regulation had 
existed in 1955, would the $5 bil- 
lion growth in consumer install- 
ment credit have justified the use 
of such power at that time? 

Bailey said in his letter that the 
expressions of opinion received 
may be used as a factual report in 
themselves and will form the basis 
of his final report. 


9 
Canada’s Automen 
* 
Seen Spendin 
. * * 8 
$86 Million in °56 

OTTAWA, — Canada’s automo- 
tive industry will spend $86.5 mil- 
lion on new construction, machin- 
ery and equipment and repairs 
during 1956, Government sources 
estimate. Such spending totalled 
$71 million in 1955. 

The Government had estimated 
earlier that these expenditures 
would reach $88.7 million this year. 
Reasons for the revision were 
shortages of labor, materials and 
investment funds, unfavorable 
weather and slow deliveries of 
equipment. 

Construction work is expected to 
total $51.7 million with $43.8 million 
going for new facilities and $7.9 
for repairs. 

Machinery and equipment expen- 
ditures are estimated at $34.8 mil- 
lion with $26.8 million being spent 
on new items and $8 million in the 
repair field. 


‘Six’ Still Claims 
Loyalty of Many, 
Dodge Reports 


DETROIT. — The six-cylinder en- 
gine still is doing quite well for 
itself against the V-8, according to 
M. C. Patterson, Dodge president. 

Last week Dodge produced its 
four - millionth six-cylinder engine 
since 1927. Patterson pointed out 
that the six represents a substantial 
part of the total Dodge market. 

The majority are sold in the east. 
In the New York metropolitan area 
alone, sixes represent 26.7 percent of 
the total number of cars sold, 
Patterson said. 

In Philadelphia, Boston, and Chi- 
cago, sixes have maintained 10 per- 
cent of sales. Other cities, such as 
Cincinnati, Cleveland, Pittsburgh, 
Detroit and Syracuse, approximate 
6 percent. 

In areas apart from the major 
metropolitan markets, about 2 per- 
cent of car buyers still prefer the 
six, Patterson said. 


AC’s Automotive Sales 


Set 2 Monthly Marks 


FLINT. — Automotive sales of 
AC Spark Plug division of General 
Motors during July were highest 
in history for that month as well 
as best of any month in 1956. 

The increase was attributed to 
the improved new-car sales picture 
together with AC’s broadened sales 
efforts in the replacement market. 
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AUTOMOTIVE WASHINGTON 


Sigh of Relief Echoes 
Signing of Dealer Bill 


By William Ullman 

Washington Correspondent 
_ VIRTUALLY every automobile manufacturer and 
dealer in the U. S. knew at the time, Wednesday, Aug. 8, 
was the last day President Eisenhouwer had to sign the 
O’Mahoney-Celler-NADA “good-faith” bill—if he intended 
to sign it. Doubtless, there was plenty waiting and watching 


for the news in the far cor-®— 


ners of the land, but here in 


Washington, among those 
specially interested, it was a day of 
anxiety, cold chills, perspiration, 
goose pimples and nerves gone 
haywire, particularly after it was 
learned Ike had left the White 
House early in the afternoon for 
a game of golf. 

That looked like the end of 
8.3879! 

As it developed, the President 
had signed the bill and dictated 


his statement about 1 o'clock, but 





Would you 
describe your 


parts department as 
“Operation Scramble’? 


REPUBLIC’S FLEXI-BILT PARTS BINS 





| releasing the 

: news was delayed 
some _ consider- 
able time by cus- 
tomary official 
procedure so that 
all matters he 
had left behind 
could be “proc- 
essed” before 
calling in re- 
porters. 

When the fa- 
vorable action 





William Uliman 





can help eliminate 


the problem of misplaced parts 


Here’s the sure cure for a scrambled stockroom. Simply replace 
your inflexible shelving units with Republic’s Flexi-Bilt Parts Bins. 
Then, no matter how often stocks change over the years, you can 
rearrange shelves to maintain a permanently efficient system. Change- 


overs can be made as needed—Z#m seconds. Just lift the 
shelf, pull and relocate. No tools, bolts or clamps are 


required. 


Get full information on steel Flexi-Bilt Parts Bins, 
today. Can be used singly or bolted in combination. 
Send coupon for illustrated literature. 


REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 






LET BERGER “PLAN-O-GRAPH” 
' YOUR PARTS DEPARTMENT 


Our representative will scientifically !ay out your de- 
partment to utilize every inch of floor space--and bring 
all parts into true sequence with your factory stock list. 
Send coupon for details. 


was spread on the news tickers, 
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the long-distance telephone system 
then took a beating, as for ex- 
ample, passing the story from 
Automotive News’ Washington of- 
fice to headquarters in Detroit. 


In no time chills and goose 
pimples disappeared and the pic- 
ture seemed more like that of 
those good Southern folks dancing 
in jubilation on the levee as they 
spotted the old Robert E. Lee, for 
which they had been waiting, 
coming ’round the bend. 

A bit later Senator OMahoney’s 
Washington office notified the 
press that the Senator was pre- 
paring a statement in Chicago. 
Meanwhile NADA had prepared 
a statement, and a supply of the 
President’s comments on signing 
the bill were available at the 
White House. It was relief for 
many of us at the 11th hour. 

After which we all talked it over 
and declared “I told you so” at the 
Press Club bar. 
And you’d be surprised to know 


| “who all” was there! 


* * ad 


'Tax Aid Recommended 


Se Special Cabinet Committee 
on Small Business, set up last 
May with Dr. Arthur Burns, chair- 
|man of the President’s Council of 
| Economic Advisers, as its head, last 





week unanimously recommended a 
14-point program of Government 
legislative and executive actions to 
aid small business, including a tax 
cut of $600,000,000. 


President Eisenhower promised 
“prompt and favorable considera- 
tion” of the proposals. 


The major tax recommenda- 
tion was that the rate on business 
corporations be reduced from 30 
to 20 percent on incomes up to 
$25,000. 

Of the 14 recommendations, four 
of them are for changes in the 
tax law, three relate to Federal 
procurement policy in aid to small 
business, three are for financing 
and technical aids, two are in re- 
lation to improved enforcement of 
the antitrust laws, and two urge a 
reduction of the burden of paper 
work on corporations. 

Dr. Burns, who announced the 
program, emphasized that the rec- 
ommendations, hinge upon the re- 
cent improved budgetary outlook 
remaining “favorable.” 

One of the recommendations was 
that the Small Business Adminis- 
tration, now scheduled to expire in 
1957, be extended at the earliest op- 
portunity. 

Another was that wage reporting 
by employers for purposes of Social 
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Security records and income tax 
withholding should be simplified tg 
reduce the burden of paper work 
on business. 
* * * 

gong of highway safety at 

a series of regional meetings 
this year, President Robert B, 
Baillie of the American Assn. of 
Motor Vehicle Administrators told 
his hearers: 

“Highway safety may sound 
somewhat more personal if I break 
it down into three parts, thus: 

Driver Licensing: Surely no 
driver should receive a driver’s 
license who has not qualified 
with respect to knowledge, vision, 
and skills, in accordance with the 
standards of the AAMVA. 

“Driver Improvement: Surely no 
driver should be permitted to re- 
peat and repeat accident and con- 
viction violations indefinitely with- 
out intelligent efforts being made 
by the administrator to find the 
cause and, if possible, effect a cure, 


“Driver Control: Surely no driver 
who fails to cooperate should be 
permitted to continue to use the 
roads with impunity.” 

* * a2 


A Place to Park 


. parking problem can be 
solved if the public and local 
governments can be made aware 
that parking is a service which 
must be paid for and that, given 
the right climate, free enterprise 
will do the job. 

That is a conclusion reached in 
a recent U. S. Chamber of Com- 
merce publication entitled “Parking 
—A Businessman’s Approach.” 


Four steps to ease the parking 
problem are suggested by the 
study: 

1. Selection and enforcement of 
proper time limits on both 
metered and unmetered curb 
space. 

2. Progressive rate schedules in 
place of fixed charges in car parks 
and garages. 

3. Dressing up car parks and 
garages. Paved and _ well-lighted 
parking areas attract motorists. 

4. Educating parkers about 
available space. Recent surveys 
show that many prospective busi- 
ness district customers do not 
know whete car parks and garages 


are located. 
> 


Excise-Tax Hearings 


EARINGS on overall Federal 

excise tax matters have been 
scheduled to begin Nov. 26, accord- 
ing to Rep. Aime Forand, Rhode 
Island Democrat, named chairman 
of a House Ways and Means sub- 
committee to conduct the study. 


Besides technical and rate mat- 
ters, the group will consider 
whether excises account for too 
much or too little of Federal 
revenues as a matter of policy, 
Forand said. 

Revision of tax rates generally 
will be a principal aim of the sub- 
committee and the views of in- 
dustry will be sought as well as 
those of the Treasury Department, 


the chairman stated. 
= * 


Ike Likes Butler 


ENATOR JOHN MARSHALL 

BUTLER, of Maryland, whose 
“day-in-court” bill antedated that 
of Senator O’Mahoney, is up for re- 
election this year. Last week his 
campaign was given the indorse- 
ment of President Eisenhower in a 
warm, personal letter. 


While Butler pressed his auto bill 
vigorously at first, he later, follow- 
ing the extended hearings, with- 
drew in favor of the O’Mahoney 
measure, graciously joining in @ 
general movement to round out the 
latter in keeping with the needs 
evidenced by the hearings before 
the Senate Antitrust and Monopoly 
subcommittee. 


Pacific °57 Show 


Mails Invitations 


LOS ANGELES. — Sponsoring 
wholesaler enrollment forms have 
been mailed from the Pacific Auto 
Show headquarters here for the 
show to be held at Seattle, March 
7-10, 1957, according to Ray H. Ger- 
lach, president. 

Invitations will be extended to 
wholesalers in the 11 western states, 
Canada, Alaska, Hawaii and Mexico. 
Gerlach said invitations will be 
mailed later to manufacturers. 
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E ALL PREFER Meguiar’s 
MIRROR GLAZE because it 
has proven through the years that 
it can outperform any other 
glaze, wax or polish on the market! 


Chorus of acclaim (I to r) car 
dealer, customer, polisher, service 
manager, accessory salesman! 


MIRROR BRIGHT POLISH CO, 


365 No. Foothill Blvd., Pasadena, California 


Eastern Division: Mirror Glaze Distributors, P.O. Box 6263, Washington, D.C 
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PRODUCERS OF FINE AUTOMOTIVE, FURNITURE & AIRCRAFT GLAZES SINCE 1901 
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AUTOMOTIVE NEWS PLATFORM 

4 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicies, parts and accessories; 

7 2. Every doliar of gasoline and oi! taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A._ 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 





NEWS 





Better Competitive Climate 
Seen for Days Ahead 


gt agestere from auto dealers are taking on a more optimis- 
tic look. 


The production lines are starting to run out the ’56s, the 
cleanup looks good, the '57s will be along soon, and auto) 
dealers may well have won a significant victory in the field 
- a nlenmanual relations through the O’Mahoney good- 

ai w. 


There is one thing to remember, however. No one has 
repealed the law of competition in the auto business. 


It is likely that more people will be in the market for the 
"57s as they finally run out the payments on their ’55s. And 
the 57s themselves may well stir up more interest in new 
cars. 


But the hot new stuff will be battling against other hot 
new stuff, and the lines of competition will broaden, rather 
than contract. Several of the makers will widen their product 
base in moves to cover more of the market. 


As a result, there will be plenty of opportunities for effi- 
cient auto dealers to profit through effort, while fat upon 
which the inefficient dealer exists will be hard to find. 


Perhaps the brightest sign on the horizon is the fact 
that auto makers have come to realize that the science of 


ee relations applies to auto dealers as well as anyone 

Inspiration and cooperation are beginning to replace dic- 
tatorial drive in the field of dealer relations. And the results 
are beginning to show up. 

The factories who promoted stimulators, blitz boys and 
deceptive gimmick operators have found that a demoralized 
retail industry hurts them as well as it hurts the dealer try- 
rae to perform an honest service to the public at an honest | 
profit. 

And so, while competition will be strong in the days 
ahead, it may be free of much of the deceptive foolishness 
that wrecked the morale of dealers in the past few year. 


ee 








Coming 
Events 


Dealer Conventions 


Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
9g Marshall House, York Harbor, 

e. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 

ealers Assn. Mitchell, S. D. 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc?*33rd Annual Conven- 
tion, The Concord, Kiamesha Leke, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel Rich 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel. Oklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc. Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

= Fort Harrison Hotel, Clearwater, 
4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn.. Hotel New Yorker, New York City. 

Oct. 30-3) — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Agee. Sheraton-Seelbach Hotel, Louis- 
ville, 

Nov. 13—Connecticut Automotive Trades 
Assn. Hotel Statler, Hertford 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 


Auto Shows 


Oct. 62i—Dallas Auto Show, State Fair 
Automobile Bidg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. &-16—National Automobile Show, 
Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenve Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
uae National werd Armory, Pitts- 
urgh. 


Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-%—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bidg.. State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-i6—Milwaukee Auto Show. 

* 8s « 


General 


March 7-10—Pacific Automotive Show, 
Seattle Civic Auditorium, Seattle. 
~~ 26-28—Automotive Trade Association 

anagers Meeting, Benjamin Franklin 
Hotel, Seattle W 
a2. _ 19-24—10th annual convention of 
ational Congress of Petroleum Re- 
ctor, Shoreham Hotel, Washington, 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earis Court, 
London, England. 

Oct. 1-3 — National 
ference, Hotel 

Oct. 414 — 
Palais, Paris. 


(See CALENDAR, Page 52, Col. 4) 


Interna- 


Electronics Con- 
Sherman, Chicago. 
Paris Auto Show, Grand 


30 Years Ago... 
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Automotive Cartoon 


SALES 
MANAGER 





Of the Week 


“Tact is the lubricating oil of good customer relations. 
Remember that, men... any ole tact, just so they buy.” 


readers, and your letters are 


used, 


the Automotive New 
of an ad about a firm in Seattle that 
| was holding out against the tenacle- 
like grasp of the Teamster Union. 
| This company, Wockner Pontiac, 
jis still alive and strong, doing a 
good business in spite of all the 
vicious union techniques and a 
picket line. Enclosed is another 
ad from the Seattle Times and my 
salute to a man with guts and the 
courage of his convictions. 
| Capitalizing on his pickets, Wock- 
| ner is this week having a birthday 
|party for the pickets. He is pro- 
claiming it high, wide and hand- 
some by newspaper and radio. 
In the front window of Wockner 
Pontiac is a huge sign which reads, 
|\“Happy Birthday, Dear Pickets, 
Eight Years of Fine Service.” Just 





below it another larger sign reads, 

“Our Friendly Pickets are OK. 

If they smile or speak, they 
mean no harm. 

Just a welcome to Wockner 
Pontiac, 

With ‘Exclusive Picket Charm.’” 
Evidently eight years of free en- 


‘Friendly Pickets . .. . 


This is an open forum for the discussion of any subject of interest to our 

welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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lus a reprint; Reaper. 


Some years ago I pi a letter in|the Teamster locals. — Sgarrie 


* * * 


| Not Enough Peanuts 


| 


| 


About two weeks ago the San 


Francisco Examiner carried a short 
resume of a criticism an oil com- 
pany engineer has made of an ex- 
periment General Motors and Ford 
are now carrying on on what is 
called a free-piston engine. It is 
stated that this engine can operate 
on peanut oil, or any other kind of 
vegetable oil. That might be true 
since it is working on a diesel prin- 
ciple. 


I have operated diesel engines 
in Africa on oil taken from sun- 
flowers but the idea to run them 
on vegetable oil is utter rot. There 
are not enough peanuts in the 
world to run our traffic in Amer- 
ica for one single day. 

I speak with a bit of authority on 


a free-piston engine. A company I 
was associated with in Ohio spent 
many thousands of dollars and had 
to give up. On paper the thermal 
efficiency showed very well with the 
exhaust gases driving a turbine. In 
actual tests the thermal efficiency 


terprise has paid off. Here’s proof | WS less than half as was calcu- 


it can be done. 
Please do not print my name as 
I am a.captive member of one of 





The Big Stories 


A 50 percent stock dividend on the common stock of General Motors 
Corp. was declared by the board of directors. 

Retail deliveries of Buicks for the fiscal year ended July 31 were 
240,424 cars, surpassing the best previous yearly record by 69,375 cars, 
E. T. Strong, general sales manager, announced. Production for the 
same period was 240,512 cars, only 88 cars above the sales record. 

Goats have a tradein value of $20 each on auto row in Seattle. R. H. 
Stevens, salesman, Withers Motor Co. (Chevrolet), took in a pair of 
them in lieu of the usual worn out auto. He found that goats have 
distinct advantages over used cars in that they keep the weeds from 
growing on the used-car lot, give milk every day, and need no recondi- 


tioning and renewal of worn parts. 








! 


lated, which is, of course, under- 
standable, due to the heat losses 
suffered from the transfer from the 
exhaust gases to the turbine and 
the additional losses there. 


What is stated about low temper- 


{atures is, of course, true, because 





the exhaust gases seldom exceed 
600 degrees Fahrenheit and that 
makes the turbine that much more 
inefficient. 


The other objection we found to 


a free-piston engine was the fact 
it depends upon an air compression 
on the end of each piston to bring 
the piston back together again to 
| get ready for another injection of 
fuel. 


If a piston ring got stuck or 
dirt got in there, one piston would 
be slow or both of them would 
be and the whole cycle would be 
interrupted. 

I have seen a tentative design 

(Continued on Page 52, Col. 3) 








'... Yep... that’s what we said . . . You've 
seen our claims for the fabulous Du Mont 
EnginScope in the automotive trade press. But 


if youre still not convinced on how the 
exclusive TV-type SuperScan display makes the 


engine fault show up like a sore thumb, how 
the EnginScope can multiply your parts income, 





how the EnginScope guarantees customer 











satisfaction, fill in and mail the coupon 
; printed below and we'll call you to set up a 
: date for an actual demonstration of what 
; the EnginScope can do for you. 
NO OBLIGATION, of course. | 
q FILL IN COUPON FOR 
; 
: thy YOUR ont er PROOF 
ay F “ vy * 
gin cope Allen B. Du Mont Laboratories, Inc. Dept. A-8 
*Trade Mark 760 Bloomfield Ave., Clifton, N. J. 
| by 
Name.......... pNalt, Tedelsdeauen PEii siindgtacdeietie 
® 
| pu aie i a oF cocanisekodubaxdviatgetitvabast oom cdasealeeaa 
IND > 555s sins can shacivhas ceskasebndaite ch manasa eae 


Allen B. Du Mont Laboratories, Inc. 
t 760 Bloomfield Ave., Clifton, N. J. 
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A st Sales Buoy Dealers... 


Orderly °56 Cleanup 
Seen in New York 


By Ed Brown 

Staff Correspondent 

NEW YORK. — The 1956 clean-| With factory shutdowns immi- 

up, contrary to earlier thinking,| nent, these dealers are searching 

gives promise here of being orderly | for enough new cars to tide them 

without too many headaches to|°Ver what appears to be a dry 
dealers |period ahead. 

ie s matter of fact, seme Many dealers, aware of the 


| shortage trend, have pushed their 
dealers have reported serious | grosses to a higher level. 

shortages in their lines. This is One Chevrolet ‘dealer said: “I 
said to be particularly true with | nave upped my minimum gross 
Chevrolet, Ford, Plymouth, De- | 4, $159 and have lost several 
Sete and Chrysler. sales as a result. But I know 

Some dealers, fearful of a serious! that as we get closer to the ’57 
cleanup problem, a month or two! models and these ’56s get tighter 
ago began to unload cars to cus- 
tomers and other dealers as fast | 
as they could, 

Today, it is reported, they find 
themselves without sufficient cars| stealing deals from me now.” 
to do the volume of business that; The prevailing attitude appears 
— contrary to July and August|to be that a generally complete 





(tradition — continues at a fair 
| pace. 


will — I'll come out of this situ- 
| ation far ahead of my competi- 
tors who think they are cleverly 





—which I am certain that they | 
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Four-Wheel-Drive Pickup— 

The GMC pickup truck is one of six basic models offered with factory-installed 
four-wheel drive. Others include panels, suburban station wagons and stake trucks 
| in the half through one-ton weight range. 


} 
| 





| cleanup will be effected without 
the worry and work of post- 
announcement sales with resultant 
bad publicity. 

However, different interpretations 


of this attitude can be found 
among dealers. 

Some have gone out to buy ’56s 
because they say they have found 
that previous models sell better, at 











C 624’s 


i M 
Red D Mix, Kansas City, Mo., uses G 


IN NEW JERSEY... 





Sam Braen’s Sons, Hawthorne, N. J., 
has 132 GMC’s 


—these GMC'’s 
are piling up profits 
for contractors and 


OU’LL find them on the biggest, fastest- moving 
jobs all over America—these rugged new GMC’s 
engineered for construction work. 


And little wonder. They’re hauling the biggest loads. 
They’re making the most trips per day. They’re 
going as much as doud/e the usual mileage between 
overhauls. And their rock-bottom running costs leave 
a greater margin for profit. 


What’s more, contractors are getting all this in just 
the working combination they want: 6-cylinder, V8 





IN CALIFORNIA... 





Asbury Transportation, Long Beach, Cal. 
uses GMC W630 tractors 





Sugden & Sivi 
er, Detroit Mich 
, +» USes GMC Dwe 
23's 


dealers alike 


or Diesel power. Single or tandem axles. Dual- 
purpose or conventional cabs, Hydra-Matic* or 
manual shift. And this big selection blankets the field 
up to 63,000 GVW-90,000 GCW. 


So it’s easy to see why GMC is getting a rapidly 
growing slice of the booming construction market. 
And that’s one more reason why it’s great to be a 
GMC dealer! 
*Hydra-Matic standard on some models; optional at extra cost on others 
GMC TRUCK & COACH 

A General Motors Division 


The better you know GMC...the better the truck business looks 


a higher gross, after announcement 
than before. 

Others look forward to enter- 
ing the ’57 model year “clean” 
and are willing to trade on that 
basis. 

Reports are circulating that one 
dealer has sent a letter, apparently 
to a general mailing list, announc- 
ing that he is taking orders on ’57s 
at a discount. 

This letter fell into the hands of 
another dealer of the same line 
who, through his line group, has 
reported the matter to zone office, 
The group is said to be anxiously 
awaiting factory action in this 
matter. 

Many dealers have reported a 
good June and, to their surprise, 
have found that July — both in 


profit and volume — was even 
better. 
Used cars have _ continued 


strong here with demand rising 

for 1950 and 1951 cars which 
has resulted in price boosts as 
much as $200, 

Service has continued at a satis- 
factory level through the summer 
which has added to the general air 
of optimism. Another important 
fact that buoys dealers as the new 
model year approaches is that 
August sales, so far, have kept 
pace with the strong July business, 


Cleveland Group 
Hails Blaushild, 
35-Year Dealer 









CLEVELAND.—Lester Blaushild, 
who arrived in the United States 
47 years ago as a penniless 20- 


year-old immigrant from Latvia, 
has been honored by his fellow 
Cleveland auto dealers a humani- 
tarian and civil leader. 

Blaushild has been a dealer since 
1921 when with his savings and 
borrowed funds he opened a Star- 
Durant outlet. He later switched to 
| Hudson-Essex and then to Chrys- 
| ler in 1931. 
| His son, David, now heads Blau- 
|shild Motor Co. (Chrysler- 
| Plymouth). Lester Blaushild and 
a son-in-law, Philip Sills, operate 
Sills Chevrolet Co. in suburban 
Shaker Heights. 
| For the last 10 years he has been 
a tireless worker for the Cleveland 
affiliate of the National Committee 
|for Israel. In 1955, he raised 8 
| percent of the total collected. 
| The Blaushild family heads three 
other Cleveland-area dealerships. A 
brother, B. W. Blaushild, is a 
Dodge-Plymouth dealer, and another 
son-in-law, A. D. Pelunis, operates 
DeSoto-Plymouth outlets in Cleve- 
land Heights and Lakewood, 


‘Tire Shipments 


Increase 3.5% 


NEW YORK. — Manufacturers’ 
shipments of car tires during June, 
1956, amounted to 7,884,512 — an 
increase of 3.52 percent over May 
when 7,616,521 tires were shipped. 
Replacement shipments increased 
| 8.77 percent in June over May, more 
| than offsetting a reduction in origi- 
nal equipment shipments, accord- 
ing to the Rubber Manufacturers 
Assn. 

Production of 6,600,146 car tires 
in June was 13.48 percent lower 
than the 7,628,428 produced in May. 
Inventories in the hands of manu- 
facturers at the end of June were 
16,443,402 tires, 7.17 percent below 
the end of May when stocks 
amounted to 17,714,007. 

Shipments of truck and bus tires 
for June amounted to 1,404,135 
tires, 11.11 percent above May when 
1,263,694 tires were shipped. Pro- 
duction for June was 1,328,881 units 
as compared with 1,358,035 units in 
May or a decrease of 2.15 percent. 
Inventories at the end of June 
were 3,503,463 tires, 2.2 percent 
below the 3,582,091 tires on hand at 
May 31. 


| 
| 


Syncro Appoints Agency 

OXFORD, Mich. — Lyons-Stewart 
& Associates, East Point, Ga. 
manufacturer’s representative, has 
been named to represent Syncro 
tool division of Syncro Corp. in 
Alabama, Florida, Georgia, Tennes- 
see and Mississippi. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
| MOTIVE NEWS gives you the entire story 
| every week throughout the year. 
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ent 1 4 Ti plied with the latest financial data | discuss the impact of the union pro- 
Experts Tip Dealers on Union Bargaining . . . about the dealer’s company by the | posals in their department. 
r- research eee the inter- * #*° # 
” national union. For these reasons, 
- How to Conduct Contract Talks | iisiinicsctrccirt rion Your Own Demands 
adequately informed and prepared. ae plan your own demands. 
] ee ; ; fom 
ne (Eprror’s Note: A number of | agement spokesman is designated,| shouldn’t hesitate to call a recess oe SS ieae da, ie eae dele ane "a gears : * Sa 
tly sources report that this fall, at | because frequently management} —even for five minutes. knows about their business, The| changes or to back these up with 
nc- new-car introduction time, there | works at cross-purposes in contract! “Another thing, dealers should be| unionists have access to credit re-| logical reasoning and_ pertinent 
578 will be an allout push to organize negotiations when several persons | very careful about agreeing that the| ports, Dunn and Bradstreet and| facts that prove your case.” 
the nation’s auto dealerships. To | talk without previous consultation. | ternis of the contract will be retro-| many other sources. Because of this| Fritz said that usually dealers 
of help dealers prepare for this | Fritz said the labor consultant|active because this destroys the| it’s easy for a dealer to be caught] do not pay their employes who 
ine AFL-CIO push, Automotive News | ysually acts as spokesman although | need for the union to come to an| in alie. And once the union catches| are on the bargaining committee 
as has prepared a seven-part series | the dealer shouldn't hesitate to take| agreement and the dealer is saddled | the dealer in a lie, the whole negoti-| while they are bargaining because 
ce, on some of the problems and sit- |the lead on internal matters, be-| with an indeterminant cost factor.” | ation relationship is damaged. | this usually leads to demands that 
sly uations that will confront deal- | cause he is obviously the best in-| Sometimes, he added, an agree- * * * chairmen of the grievance, social 
1is ers. Material for the series has | formed on these. Among the “inter-| ment providing retroactivity is per-| ,, . and safety committees also be 
been supplied by Arthur Stringari | nal matters” he listed were quality | missable during an old contract re- I IS recommended that every) 1314 for union work. 
and Richard Fritz, labor consult- | of mechanical work, availability of | opening when a settlement is near. management negotiator request | + ‘ . , 
: ants for 400 Michigan dealers | work, productivity and wage inequi- * *# 8 from the union their demands or) In Detroit, he said the unions 
4 and editors of the AvTo DEALERS | ties. . = suggested contract changes at least| either pay their negotiators or they 
a Lasor Retations Guie, a publi- | ,, : i ; Trained Negotiators Needed | two weeks prior to any face to face} have men who are already over 
“nels = cation issued bi-weekly in Detroit | ,, Many times,” he continued, AGAIN referring to need for pre-| >@rgaining.” | their guarantee. 
for dealers across the country by | “the service or sales managers liminary work by the dealer, He then urged dealers to as- | switching to a discussion of the 
d Management Labor Relations | will be better informed than any- | Fritz said the foremost mistake of semble all available data and |timing of negotiating sessions, he 
5 Service, Inc.) one and they should be encouraged | dealers in industrial relations is| i™formation from their dealers’ | .,iq “It's best if they don’t come too 
h * * * to speak up. Sometimes these men | to sit down at the bargaining table | association, wr local Chamber of | close together. But, after a four or 
. By Joseph M. Callahan are hesitant about talking because | without adequate preparation and ey . tae wa | five-hour meeting, it’s best to let 
Staff Writer they work closer to the men and | Without experienced negotiators. | “7 pearunens Of Aa0Cr and | things cool off a bit. 
™ ‘ . ent other sources. . 6 2 
Ss oo is far more to bargaining| they feel they have to get along. | At every meeting, he added, He continued, “Analyze all of the 
a than playing a good poker) Whenever there’s a question | there will be at least one highly- union demands carefully. Take each | “{/ERY often, the union will con- 
. hand,” says Richard yop a Detroit! whether some subject should be | skilled, experienced and informed | of these demands apart step by step. tinually introduce new argu- 
w labor consultant who has negotiated discussed, the management team | union negotiator who will be sup- | Call in your department heads to (Continued on Page 56, Col. 1) 
scores of contracts for auto dealers. iene ineciidithiadianeteaiae aie <i santana 
at Fritz said that bargaining with a 
pt union is far differ- 


s. ent from the ordi-| 
nary negotiations | 
of the business} 
world where, if 
the parties do not 
see eye to eye, 

each can seek other suppliers or | 

customers. | 
“Experience shows,” he con- 
tinued, “that a union once certi- 

Ss fied as the bargaining agent for 

employes will generally be around 

for a long while. If management | 
does not agree with the union, 
there is seldom an opportunity to 
seek out another union or to junk | 
the troublesome union; most often 
it’s a question of getting together 
on the best possible terms for 
both sides. 

“Employers in bargaining have an 
opportunity to build sound relation- 
ships and sound collective bargain- 
ing agreements. This opportunity is 
often squandered by lack of plan- 
ning, timidity, leaving it for some- 
one else, or plain lack of knowing 
what to do and what to avoid 
doing.” 





~~ het 


Bargaining Technique Traced 


= DEMONSTRATE good bar- 
gaining techniques for dealers, 
Fritz then traced the negotiation 
of a contract from beginning to end. 

He said that a dealer’s negoti- 
ating committee usually includes 
the dealer, his labor counsel and 
either the service manager or the | 
sales manager, depending on 
whether it’s a sales or service de- 
partment matter. 

Discussing pre-meeting prepara- 
tions, Fritz said, “We usually spend 
as much time with the dealer before 
; the talks begin and before each 

. meeting as we do at the negotia- 

tions. 
r “We discuss such things as items! 
likely to come up, what we're pre- 
pared to give, how long we'll meet, 
> when we'll meet again and our| 
arguments for saying ‘no.’ When-| 
' | ever we say ‘no,’ we always try to 
have some reasons for saying it.” 
* * 2 

E ASSERTED that a dealer 
should make sure that a man- 
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Only Texaco Sky Chief gasoline is supercharged with 
PETROX... the exclusive petroleum-bose element... 
to keep your engine younger longer, to give you. all 
the knock-free power your engine can deliver... 

and greater gasoline mileage. = 


Only Texaco Sky Chief gives you I: 2*3 power! TEX ACO 
FOP OCTANE H.grest octane DEALERS 


tows costing for engne parts Texaco Sky Chie! gesotine of 1 Ate 26 SvaTES 
protects rings, plugs. valves. ait time...for added power — ; = ~ 
pistons. Cuts power joss trom harmiul smooth, effortiess knock-tree pow up states! Enjoy treedo 2 
engine deposits end wear! or you can feel every mile y ‘ performance everywne 
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: Licensed Drivers 
: Match Population 
Gain, C.1.T. Says 


NEW YORK. — The number of 
licensed drivers in the United 
States is increasing just about as 
fast as the population, according 
to Universal C.I.T. Credit Corp. 

The finance reported that both 
are increasing by about 2.5 million 
a year. 

By 1965, C.1.T. said, nearly half 
the people in the country will hold 
driver’s licenses—about 96 million 
compared with an estimated popu- 
lation of 190 million. 

There now are about 75 million 
licensed drivers, the company said. 
It attributed the expected gain to 
the increasing number of two-car 
families in which wives and teen- 
agers drive, and to the fact that 
more young persons are obtaining 
licenses as soon as they reach the 
minimum age. 





THE big push for Sky Chief is on—with a new and 
powerful selling slogan! The magazine ad, above, in full 
color, will be seen by more than 40-million readers. 9,000 
poster boards will reach millions of motorists on the 
road every day. Big newspaper ads all over the U. S. 
telling many more millions. Hard and steady selling on the 
ABC Weekend Broadcasts, plus many other local news and 
sportscasts. And at the stations — banners, banjo-pole 
signs, special pump globe hoods, flying pennants! 






THE 
TEXAS 
COMPANY 
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Coats Emphasizes 
New Tire Changer 
After Patent Suit 


FORT DODGE, Ia. — Coats Co., 
manufacturer of tire-changing 
equipment, has announced that 
their D-D model Tireman has ac- 
counted for 100 percent of the com- 
pany’s output of regular car tire- 
changers since the first half of this 


year. 
The D-D, first 


months ago as the answer to the) 
tubeless tire-changing problem, was 
originally designed to supersede the 
model 1-C Iron Tireman, the model 


introduced 18} 
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patent infringement suit. The new 
D-D operates on an entirely differ- 
ent principle that is exclusive with | 
Coats. 

In addition to the new D-D 
(double-duty) Tireman, Coats has 
introduced the model 101 Tireman 
Junior, an economical tire-changer 
for car and light truck tires; the 
model TTT truck changer, which is 
|manually operated; the model 200 
| Motorized Truck Tireman, an auto- 
|matic truck tire changer, and the 
|new Coats Wheel Balancer, an in- 
lexpensive balancer using the 
| bubble principle. 








Wondering how new-car and truck pro- | 
duction and sales are making out? AUTO- | 
MOTIVE NEWS gives you the entire story 


which was recently involved in a! every week throughout the year. 


Meeting the Practical Problems .. . 











Case Histories of a Salesman 


Eprtor’s Notre: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a 
veteran salesman, Bert Simons, 
who is active in today’s market. 

oe * * 


Dear Ed: 
ECAUSE of summer vacation 
schedules at my place, I found 


myself filling in on the used-car 
lot. As I remember it, selling used 


cars was much easier than sell- 
ing new ones. 


The biggest reason being that 


| you sit and wait for the used- 


car buyer while you seek out 
the new-car buyer, With this sort 
of thinking, I looked forward to 
a comparatively restful week. I 
even brought a good book to 
read to keep me busy between 
“ups.” 

Well, Ed, that’s the way we 





SOUTHBRIDGE VINALON 
GUARANTEES TOP PROFITS 


on clear plastic seat covers! 





‘keeps car seats like new... 
lets beauty shine through! 








VINALON . 


or jobber today ! 


maladie 
window clear’ 


heavy-duty... 
HTT a TSC 


va ee eS 
A a TLD 


SELL MORE, NET MORE—with “picture window clear" 
-hottest seller in the clear plastic 
seat cover field ! Customers love seat covers made 
of VINALON — the only road-tested, laboratory- 
tested clear vinyl plastic that guarantees trouble- 
free satisfaction for the life of the car. And they 
look better, fit better, too ! 


SENSATIONAL SALES HELPS READY_GeT yours NOW! 
Big, hard-selling window banner ! Set of 6 eye- 
catching window posters! Powerful 
mat ads ! Guarantee Folders . . 
customers more profitable seat covers of ‘‘picture- 
window clear ““VINALON". 


Plus exclusive Southbridge 
VINALON ‘“Patchbook"'! 
Supplied with each set of seat 
covers made of VINALON. 
Permits instant, invisible 
repairs of accidental cuts, 
punctures, burns. New, nothing 
like it ever before to keep customers sold ! 


newspaper 
. help sell more 





Call, wire, write your seat cover supplier 


SOUTHBRIDGE -@tcg 


Division of Golding Bros. Company, Inc. « 


241 Church Street, New York 13, N. Y. 


Telephone: CAnal 6-5432 


| 
| 


| 





sold used cars 10 years ago. But 
this is 1956 and people aren’t 
fighting to pay the high dollar 
for anything 
that runs like 
they used to. 
Isoon found 
out that I could 
leave the book 
home and real- 
ized I would 
have to do lots 
of things we do 
when selling 





new cars. 
* * ¢ 
HE first cus- Bert Simons 


tomer I 
waited on wanted a model we 
didn’t have. The second guy 
wanted 30 months on a ’50 model, 
The third wanted a ’55 model we 
had with $5 down. 


After the first day, and no 
sales, I took inventory of what 
I had and what I was doing 
with it and found out I would 
do much better if I got off my 
seat and went to work selling 
just like we sell the new ones. 

Here’s what I did. I got a list 
of the owners who just purchased 
new cars and called them. After’a 
few calls I got hold of Tom Silver 
who just traded a ’54 model that 
needed new tires, had a banged- 
in fender, had been crying for a 
wax job for two years, and had 
shabby covers. 

* « + 

q OM,” I said, “you should see 

your old car. So help me, 
Tom, when we got through recon- 
ditioning it I didn’t think it was 
the same car. I'll bet there are a 
dozen friends of yours that rode 
with you in that old car that 
would grab it now that it has its 
new look.” 

When I got through talking to 
Tom Silver, he visualized his old 
car to look just like new. He 
was curious and also he had a 
couple of minor complaints on his 
new car, so he stopped in on the 
way home from work with his 
four riders. 

Ed, when the gang gathered 
around the old car and saw how 
clean the car looked it didn’t 
take much for me to wrap up 
a deal with one of those riders. 

After all, Ed, these fellows rode 
in it every day and knew the 

performance of the car. Before it 
ran good. Now it looked good and 
ran good. This was one sale I 
couldn’t have made if I hadn't 
used my new-car sales methods. 
—Bert Simons. 


‘Clean Up Ads,’ 
Belfie Urges 
Buick Dealers 


FLINT.—Albert H. Belfie, Buick 
general sales manager, has written 
all Buick dealers urging them to 
clean up their advertising immedi- 
ately. 

Belfie wrote, “We would like to 
emphasize once again we deplore 
all advertising that contains ag- 
gressive or untruthful claims of 
alleged savings based on sales at 
so-called dealer costs, at cut-rate 
prices, excessive discounts, ridicu- 
lous overallowances or with free 
giveaways.” 

He said that such advertising 
gives the public the impression that 
the product is distress merchandise, 
that dealers must make unreason- 
able profits on sales at regular 
prices, that dealers normal selling 
prices contain substantial tax and 
that giveaways are necessary be- 
cause the car is not worth the 
stated price. 

Belfie recommended that all deal- 
ers review their own ads in the light 
of the above and immediately dis- 
continue such advertising in order 
to return the auto business to its 
true stature. 

Commenting on the increasing in- 
terest of all the factories in dealer 
advertising, L. L. Austin, executive 
director of the Atlanta Automobile 


| Assn., said, “This is the most hope- 


ful sign of all.” 
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@ If you want a woman to have a clear, unobstructed view of 
your idea, tell her about it in her own language. Masculine 

talk simiply fogs her mental windshield. Feminine 

talk convinces her you understand her. 


Mj The best place to talk her language is in Ladies’ Home 
Journal. Because, in the Journal, she expects to hear her 
language spoken from cover to cover. So your idea seems 
right to her. It belongs. 


@ This accounts for the Journal’s success*—why everything 

a woman sees in the Journal seems personal and important 

to her. And it means that if you talk to her 

about a new car in the Journal, she’ll practically see herself looking 
along the shiny sweep of hood. 


*Among all magazines edited for women, the Journal is: 
No. 1 in circulation 


No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


JOURNAL —— 
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Sales Conditions in Various Areas... 


Auto Market Reports 





Columbus 

A total of 2,321 new cars were 
registered in Franklin County 
(Columbus), O., during July, com- 
pared with 2,432 in June. : 

New-truck registrations also de- 
clined, from 297 to 203. 

Tax-paid used-car transactions 
amounted to 5,690, compared with 
5,935 in June. Used-truck deals 
totalled 336 in July, compared with 
296 in June, to comprise the only 
vehicular category showing an in- 
crease. 

Car registrations in July by 
makes were: Ford, 668; Chevro- 
let, 493 (in June, Chevrolet led, 
672 to 634); Buick, 209; Pontiae, 
185; Plymouth, 183; Oldsmobile, 
182; Dodge, 113; Mercury, 93; 
DeSoto, 38; Chrysler, 37; Cadillac, 
31; Studebaker, 19; Nash, 17; 
Volkswagen, 14; Lincoln, 12; 
Clipper, 10; Hudson, 6; Imperial, 


4; Packard, 4; MG, 2 and 
Willys, 1. 

Truck registrations were: Ford, 
67; International, 51; Chevrolet, 


46; Dodge, 19; GMC, 9; White, 7; 
Autocar, 1; Mack, 1; Reo, 1, and 
Volkswagen, 1.—(Bert Strang.) 

od > 


+ 
Boise, Id. 

New-car registrations climbed 12 
percent in Ada County (Boise), Id., 
during July to total 288, compared 
with 257 in the previous month. 

A breakdown showed: Chevro- 
let, 68; Ford, 60; Oldsmobile, 20; 
Plymouth, 20; Pontiac, 18; Buick, 
15; Nash, 14; Hudson, 13; Cadillac, 
12; Dodge, 12; Mercury, 9; DeSoto, 
6; Studebaker, 5; Chrysler, 3; Lin- 
coln, 2; Packard, 2; Imperial, 1; 
Willys, 1, and miscellaneous, 7. 

July truck registrations amounted 
to 54, compared with 76 in June. 
July shares by make were: Chev- 


rolet, 17; Ford, 15; International, 11; | 


Studebaker, 4; Willys, 4; White, 2, 
and miscellaneous, 1. 


Pittsburgh 


New-car registrations in the| 
Pittsburgh area during the week} 


ended Aug. 4 were the highest in 
five weeks, according to the Bureau 
of Business Research of the Univer- 
sity of Pittsburgh. 

The bureau's seasonally adjusted 


index of general business activity | 
stood at 95.4 percent of the 1935-39) 


average. It had been 85.4 a month 
earlier and 208.8 at the start of 
June. 

Steel mills are expanding opera- 
tions, but it will take at least an- 
other week to restore the rate to 
the prestrike level. — (Leon M. 
Leffingwell.) 

> - « 
Cincinnati 

New-car registrations in Hamil- 
ton County, (Cincinnati) O., during 
July totalled 2,894 units, a decline 
of 9 percent from the 3,187 regis- 
tered in June. Total registrations 
during the first seven months 
amounted to 22,177, compared with 
28,370 in the like period of 1955. 

New-car registrations by 
make were: Chevrolet, 762; Ford, 
530; Oldsmobile, 293; Buick, 293; 
Plymouth, 297; Dodge, 195; Pon- 
tiac, 137; Mercury, 129; Chrysler, 
64; Cadillac, 49; Nash, 45; De- 
Soto, 33; Studebaker, 21; Volks- 
wagen, 11; Packard, 10; Hudson, 
9; Lincoln, 8; MG, 2; Continental, 
2; Imperial, 1; Triumph, 1; 
Willys, 1, and Porsche, 1. 

New-truck registrations in July 
totalled 248, compared with 292 in 
June. Registrations by makes 
were: Ford, 88; Chevrolet, 65; In- 
ternational, 25; General Motors, 22; 
White, 14; Dodge, 11; Mack, 11; 
Studebaker, 8; Willys, 3, and Reo, 
3.—(Frank Kappel). 

* * * 


Detroit 

A dip of 12 percent from the 
previous month marked new-car 
registrations during July in Wayne 
County (Detroit). 

The July total was 10,362, com- 
pared with 11,741 in June. 

Truck registrations also declined, 
from 961 to 747, for a loss of 22 
percent. 

General Motors’ share of the 
market dropped from 53.05 per- 
cent in June to 50.69 in July. 
Chrysler Corp.’s share rose from 
14.68 percent to 15.62 percent, and 
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Ford Motor Co.’s penetration was 
deepened from 28.87 percent to 
an even 30 percent. All other 
makes, which accounted for 3.40 
percent in June, took 3.69 percent 
of the July market. 


Car registrations (with market 
penetration percentages in paren-| 4,712 units during July, compared 


theses) by makes were: 


(1.20); Diveo, 6 (0.80); Mack, 6 
(0.80); Diamond T, 5 (0.67); Willys, 
4 (0.54), and miscellaneous, 7 (0.94). 
—(Robert M. Lienert.) 
* * + 
Houston 
Houston new-car dealers delivered | 


with 4,113 in June. 


10; White, 5; Bluebird Bus, 3; 
Diamond T, 3; Volkswagen, 2; Stu- 
debaker, 1, and Willys, 1.—(Ruby 
Fenoglio.) 


* * 


Dayton, O. 

Ford took the lead in new-car 
sales during July in Montgomery 
County (Dayton), O., by edging 
Chevrolet, 431 to 422. Buick was 
third with 224. 

Other July registrations were: 
Plymouth, 157; Pontiac, 146; Olds- 
mobile, 125; Mercury, 63; Chrysler, 


54; Dodge, 43; Cadillac, 37; DeSoto, | 


27; Volkswagen, 17; Lincoln, 14; 
Studebaker, 11; Packard, 8; Nash, 
7; Hudson, 5; MG, 5; Clipper, 4; 


makes were: Chevrolet, 577; Ford, 
375; Plymouth, 217; Oldsmobile, 
137; Buick, 133; Pontiac, 106; Mer- 
cury, 82; Dodge, 69; Cadillac, 51; 
Chrysler, 46; DeSoto, 37; Nash, 
15; Lincoln, 14; Packard, 11; Stu- 
| debaker, 9; Hudson, 6; Imperial, 
6, and miscellaneous, 45. 
| Truck registrations were: Chev- 
rolet, 63; Ford, 32; GMC, 31; Inter. 
national, 16; Dodge, 11; Mack, 3; 
| Reo, 2; Willys, 2; Divco, 1, and mis. 
cellaneous, 1.—(William Ullman.) 
* az * 


Manhattan, Kans. 
New-car sales during July in 
Riley County (Manhattan), Kans, 








Chevrolet, 3,049 (28.35); Ford, 2,422| The month’s new-truck total was) 
(22.51); Buick, 892 (8.29); Plymouth, | 618, compared with 534 in the pre-| 
881 (8.19); Oldsmobile, 819 (7.61);' vious month. 
Mercury, 647 (6.01); Pontiac, 430 New-car sales by make were: | 
(4.00); Dodge, 409 (3.80); Cadillac,| Ford, 1,413; Chevrolet, 1,379; | 
263 (2.44); DeSoto, 224 (2.08); Nash,| Buick, 400; Oldsmobile, 345; Plym- 
164 (1.52); Chrysler, 159 (1.48); Lin-| outh, 263; Pontiac, 226; Mercury, 
coln, 159 (1.48); Studebaker, 69| 225; Dodge, 117; Cadillac, 68; 
(0.64); Hudson, 43 (0.40); Packard,| Chrysler, 56; DeSoto, 48; Stude- 
34 (0.32); Clipper, 15 (0.14); Im-| baker, 37; Lincoln, 35; Nash, 32; 
perial, 8 (0.07); Willys, 4 (0.04), and| Packard, 22; Hudson, 13; Imperial, 
miscellaneous, 68 (0.63). | 6; Willys, 5; Continental, 2, and 

Truck registrations were: Ford,| miscellaneous, 20. 

303 (40.56); Chevrolet, 232 (31.06);| Truck sales were: Chevrolet, 256; 
Dodge, 108 (14.46); GMC, 49 (6.56);| Ford, 214; International, 58; GMC, 





International, 18 (2.41); White, 9/38; Dodge, 15; Mack, 12; Ford Bus, 








Triumph, 1; Imperial, 1; Jaguar, 1,| were more numerous than during 
and Mercedes, 1.—(E. F. Barker.) | the previous month, according to 
* ¢ | the monthly report from the county 
° | treasurer’s office. 
Washington, D.C. | There were 132 new units regis- 
A total of 1,936 new cars were) tered in July, compared with 109 in 
registered in the District of Colum-| June. 
bia during July, a decline of 8 per- 
cent from the June total of 2,099. | 
Except for February, the July} . 
total was the lowest monthly count| 54 the previous month. 
for 1956. | Sales in the new-truck depart- 
Truck registrations dropped 19|™ent expanded somewhat, with 8 
percent, from 201 in June to 162 in| units registered in July; 5 in June. 
July. | Used-truck sales held about 
July new-car registrations by | (Continued on Page 19, Col. 1) 


Used-car sales also took an up- 
swing, with 409 registered in July; 
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RAMBLER CUSTOM CROSS COUNTRY 
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METROPOLITAN— Newest car concept from 


Metropolitan now ranks second in sales volume among all imported 


cars. With~the Metropolitan you can cash in on the rapidly 


American Motors. the 


% Fuel Economy of Up To 40 M.P.G. 


growing market for imported cars without headaches. Here’s another 


example of the plus profit opportunities of an American Motors 


Franchise. Make it a point today to get 


other advantages. Just a call or letter will bring you all the facts. 


% The Perfect Second Car For Families. 
all the details on its 


For Full Information About An American Motors Franchise— 


Call or Write Dealer Development Department, 
American Motors Corporation, 14250 Plymouth Rd., Detroit 32, Michigan 


AMERICAN MOTO 


RS CORPORATION 


American Motors Means 4, More For Americans 


% Sports Car Styling and Handling Ease. 


% Foreign Car Fun, American Car Comfort. 
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| Phelps-Bowles-Cocke Motor Co., nation in the same period was 
bile, |Inc., which handles new and used around 26 percent, 
Mer- | automobiles, gave this explanation, The Buffalo auto dealers group 
, 51; | with which the used-car dealers lists sales in the first half of this 
‘ash, agreed: year in Erie County at 25,158, 
Stu- To push sales of new cars, against 27,601 in the January-June 
Trial (Continued from Page 18) dealers have been giving long period of 1955. 
: trades on used cars turned in on Sales of five makes were ahead 
- steady. The score, 31 in July; 29/215; Plymouth, 186; Pontiac, 184;| purchases of new vehicles. That of their showings in 1955’s first 
ee during the previous month.—| Dodge, 118; Mercury, 72; Cadillac,| cuts the dealer’s profit. As a half. They were Chevrolet, Ford, 
nter- (George M. Hunholz.) |51; DeSoto, 43; Chrysler, 37; Stude-| result, the new-car dealer must DeSoto, Cadillac and Lincoln. 
k, 3; * * & baker, 25; Nash, 24; Hudson, 19;| sell the used cars at retail in- O - hon okt Otel psa’! 
mis. . ° Lincoln, 15; Packard, 10; Willys, 1,| stead of wholesale to realize a 81 ae . 7 . 4 ot the 4 * he if 
1.) on _ |and miscellaneous, 29. — see whe dike’ duane = — = os a Souat — 
Sales o new cars in ennepin : . at makes e situation toug , 
| County (Minneapolis) in July were| compared Gith 208 in July, 1908 = for the used-car man who has been ae yret a for only 1 percent of 
. 31 percent behind the same month a make, they were: International, 62.|Puying cars at wholesale auctions. otal sales. 
y im year ago, Finance and Commerce, Chevrolet. 56: Ford 36: Dodge. 11:| Three used car men, Thomas Gibbs, Chevrolet led in the county in 
an : s s ’ ’ ’ , ’ ’ ® 3 
— Minneapolis business newspaper, re-| white 3: Studebaker, 2; Willys, 2;| Johnny Gibson and J. O. Taylor, first-half sales and chalked up the 
sa. d ert i 1 “'|\ say they're paying more than| IBM on Wheels— largest volume increase above the 
+ to ported. Diamond T, 1, and Mack, 1.—| 58Y y pay fon a the of 1985. Accordin 
ae For the first seven months of 1956! (Donald M. Lyons.) usual for good used models. IBM machines are being put on wheels | first six months o . Acco ~ . 
y sales are 15 percent behind a year - es os Seam & ie po Pn in mobile units in a series of engineered ime te 3. ponent. (Gena 
eg 1, ago, the newspaper said. . according to the Richmon &M-/| business services for the convenience of — 
- as The July total of deliveries was | Richmond, Va. ber of Commerce, have been run- automobile dealers by Ruth Ormsby, E. Toles.) i 
2,222 cars, compared with 3,231 a|_Used-car dealers in Richmond,|ning behind last year’s sales, president, Nu Orms Plans, Los Angeles. 
year ago. So far this year 21,608 cars| Va., are paying more for the cars| dealers weren't complaining. The innovation combines machines-plus- New Orleans 
up- | have been delivered in the county,|they buy and are having a hard|Spokesmen for four new-car firmS| personnel, handles accounting systems, in-| New-car sales in New Orleans for 
uly; compared with 25,473 last year. |time finding enough good, late| said their used models were MOviNg | yentories, payrolls and direct mail cus- July amounted to 2,051, which was 
Chevrolet took the lead in July | models. | well but there was no shortage.—| omer contact. 89 more than the previous month 
a deliveries with 575 cars registered. New-car dealers reported no/| (L. D. Bray.) and 319 less than the corresponding 
th 8 Ford was second with 379 cars shortage of used cars and said ie Py in the first six months this year in | period of last year. 
une. registered and Oldsmobile, third | sales of old and new models were Buffalo Erie County dropped only 8.9 per- Truck sales for July totalled 249 
bout with 239. going well. | The Buffalo Automobile Dealers| cent from the first half of 1955. ; , 


Other registrations were: Buick, | 





Stuart M. Proffitt, president of 





| Assn. reported that new-car sales 





DTIORS OFFERS TWO CARS 
DFOR TODAY’S MARKET... 
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American-made car. 


highest resale value. 


The drop in new-car sales in the 


politan! 


RAMBLER— Never before has a car been taken to the hearts of 
American motorists like the Rambler! In just six short years 
since its introduction, Rambler sales have zoomed to more than 
300,000! And the trend to Rambler is becoming more pro- 


Rambler is Number One in the low-priced field in resale value. 
W ouldn’t you like to sell a car that can boast a record like that? 


% Rambler holds the all-time record for American-built 
cars for fuel economy—32.09 miles per gallon from 
Los Angeles to New York. 


% Rambler offers full six-passenger room with the greatest 
handling ease and the shortest turning radius of any 


% Rambler costs less to buy--less to operate—and brings 





compared with 237 in June and 255 
for the like period of last year. 

Car sales by individual makes 
were: Chevrolet, 707; Ford, 514; 
Pontiac, 182; Oldsmobile, 171; 
Buick, 130; Mercury, 129; Plym- 
outh, 56; Chrysler, 36; Cadillac, 
32; Studebaker, 17; Nash, 13; 
Packard, 13; Lincoln, 11; Dodge, 
9; Volkswagen, 9; DeSoto, 7; Hud- 
son, 6; Hillman-Minx, 1; Jaguar, 
1; Austin, 1; Anglia, 1, and MG, 1. 
Truck sales by individual makes 

were: Ford, 103; Chevrolet, 86; In- 
ternational, 34; GMC, 11; Mack, 5; 
Dodge, 4; Studebaker, 2; White, 2; 
Diamond T, 1, and Reo, 1.—(Gordon 
Hebert.) 
* * * 
Clevelan 

Sales of new automobiles continue 
strong in the Cleveland area, with 
| turnover of 1,854 for the first week 
|of August, surpassing the same 
week a year ago. 
|  Used-car sales. however, were 
| down, 1,903 compared with 2,022. 
In commercial turnover, new units 
were 126, compared with 149 a 
| year ago, and 61 used, compared 
| to 62. 

Used cars continued scarce, with 
late-model clean vehicles at a pre- 
mium.—(Sanford Markey.) 

= > * 
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‘ ; Toledo 
nounced every day. Proof of Rambler's popularity can be found | New cars registered in Lucas 
in the fact that today. as well as for the past nine months, County (Toledo) in July totalled 
: 1,795, a gain of 47 over June, ac- 


cording to the Toledo Automobile 
| Dealers Assn. 

Every make but two— Cadillac 
|}and Chrysler—had fewer sales this 
| year in July than in the same month 
of 1955. 

July registrations this year 
| were: Chevrolet, 509; Ford, 431; 
| Buick, 167; Plymouth, 161; Olds- 
mobile, 118; Pontiac, 118; Mer- 
cury, 69; Chrysler, 64; Dodge, 56; 
Cadillac, 36; DeSoto, 18; Nash, 
16; Hudson, 6; Lincoln, 6; Pack- 
ard, 3; Studebaker, 3; Willys, 3; 
Kaiser, 1, and miscellaneous, 8. 
July sales pushed the total for 
| the year to 12,807, some 2,885 fewer 
than were registered in the same 
period of 1955.—(George E. Toles.) 

= + = 





Louisville 

New-car sales registered in Louis- 
ville during July totalled 1,606, a 
decline of more than 4 percent from 
the June count of 1,682. 

For the seven months through 
July 31, Louisville new-car regis- 
trations totalled 12,863, a drop of 14 
percent from the 14,898 new cars 
sold in the same period of 1955. 

New-car registrations by make 
in July were divided as follows: 
Ford, 464; Chevrolet, 446 (in June, 
Chevrolet led, 575 to 476); Olds- 
mobile, 157; Buick, 145; Plymouth, 
94; Mercury, 87; Pontiac, 65; 
Dodge, 30; Cadillac, 23; Chrysler, 
18; Lincoln, 16; Nash, 11; Pack- 
ard, 11; Hudson, 10; Studebaker, 
9; DeSoto, 7; Volkswagen, 6; 
Willys, 5; Jaguar, 1, and MG, 1. 

New-truck sales have held up 
surprisingly well, totalling 200 in 
July, compared with 195 in June. 
For the seven-month period, the 
total is 1,455, compared with 1,462 a 
year ago. 

Truck registrations by makes in 
July were: Ford, 94; Chevrolet, 57; 
International, 21; GMC, 12; Dodge, 
6; Diamond T, 4; White, 3; Mack, 
2; Willys, 2; Reo, 1; Autocar, 1, and 





miscellaneous, 1.—(A, W. Williams.) 





Peange rine. 


News to Note... 
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Auto World in Brief 





DENVER.—Cash receipts of the 
Colorado motor vehicle department 


same period of 1956 were 3,003 as 
compared to 1,953 in the 1955 five 


amounted to $4,320,252 during the;months. However, May imports 


first half of 1956, according to 


|showed a drop from May of 1955, 


Maldon V. Adcock, director of the | 2,327 this year as compared to 2,663 


department. This was a 4 percent 
increase over the comparable period 
last year. * * * 


Canada Boosts Imports 


Of Vehicles from U. S. 


OTTAWA.—Imports of U. S. pas- 
senger cars for the first five months 
of 1956 were 31,292, a sharp increase 
from 10,008 for the first five months 
of 1955, according to the Canadian 
government. Vehicle imports totalled 
34,325 for the period. 


Commercial car imports for the | 


in May, 1955. Commercial car im- 
ports for May, 1956, were 713 as 
compared to 445 in May, 1955. 

+ 


New Goodyear Warehouse 


Slated for Fall Completion 


AKRON, 0.—Work on Goodyear 
Tire & Rubber Co.’s new multi- 
million-dollar distribution center 
at Brook Park, near Cleveland 
Airport, is scheduled for com- 
pletion in November. 

When completed, the building 


will have nearly 15 acres of ware- 

house space under one roof. Total | 
cost of constructing the facility | 
is estimated at more than $5 mil- | 


lion. 
+ ad oa 


Viking Sloane Opens Plant 

SADDLE BROOK, N. J.—Viking 
Sloane Corp., maker of cleaning 
and polishing cloths, has begun 
operations in a new 22,000-square- 


according to A. M, Hoover, presi- 
dent. 

The agreement provides for acqui- 
sition by Ranco over a three year 
period of a 40 percent interest in 
the Australian company for approx- 
imately $320,000. 


* * * 


Canada’s 1980 Market 


OTTAWA.—The Royal Commis- 
sion on Canada’s Economic Pros- 


foot plant here. 
* * * 


Dealer Float Wins 


LAPORTE, Ind.—The new-car 
dealers association float has been 
named sweepstakes winner in the 
LaPorte Jaycee Fourth of July 


celebration. 
* * * 


Ranco Signs Agreement 
With Australian Firm 


pects has predicted that by 1980 
there will be a potential market in 
Canada for 913,000 cars, 190,000 
trucks and 15.4 million tires. 

. * * * 


Farina-Bodied Lancia 


Wins Beauty Award 

GENEVA, Switzerland. — For 
the fifth year in a row, the Rose 
d’Or award of the International 
Concours d'Elegance here has been 


COLUMBUS, O.—Ranco Inc. has #warded to a car with a body built 
entered into an agreement for man- by Pinin Farina, of Turin, Italy. 


ufacture and sale of its pressure 


This year’s winner was the 


and temperature controls in Aus-| Lancia Florida. 


tralia by Wilcolator (Australia) Ltd 


” 





The Grand Prix de l’'Automobile — 


Club Suisse, awarded by publie 
vote, was won by a Farina-bodied 
Ferrari coupe. 





Clarify ‘Time Price,’ 


Car Dealers Warned 

WASHINGTON. — The Ameri- 
can Finance Conference has 
warned auto dealers that recent 
court decisions make it urgent 
that there be a definite agree- 
ment with credit buyers on the 
amount of the “time price” at the 
time of a credit sale. 

The time price is the difference 
between the price a cash buyer 
pays and the price a credit buyer 
pays. While it is perfectly legal 
to charge this difference to cover 
the increased cost of the credit 
sale, it must be a bona fide price 
agreed upon by both the seller 
and the buyer at the time of the 
sale and clearly understood by 
both of them to be a time price 
and not an interest charge. 





New Passenger Car Registrations, Six Months Total, 1956-1955 























































































































































































































































































































Car registrations by states 
are released here weekly, as Chrys-| Impe- De- LER Cadil- Pack- | Stude-| $-P 
compiled by R. L. Polk rep- rial Soto | Dodge| outh | 7OTaL| Ford |Lincoin TOTAL | Buick | tac ard | baker |TOTAL 
resentatives in state capitals. | 
Alabama "56! 180 260; 440! 584| 48; 377| 954; 2974| 4937; 9952 213, 1865 8} 12038; 4162 660; 15165! 3058) 2464; 25509 ' 452 56! 206) 43691 
55) 231 387} 618] = 752| 43 554) 1522} 4780; 7651; 12828 172) 2115 | 15115| 4358} —_—«603|_:11983| 3043) 3561; 23548 189 562 75! 129 47812 
Arizona "56 70 214 284 237 20 159 428; 1052; 1896 3556 117 610 12; 4295; 1255 398 «4012 836 915-7416 85 247 332 299, 14522 
‘55 137 225 362 359 33 225 655| 1555) 2827) «3638 82 722 | 4442; 1620 366| 3609) 110! 1147) 7843 152 238 390 146; 16010 
Arkansas "56 116; 206 322 301 19 224 808, 2245; 3597, 6531 135, 1462 1) 8129) 1745 427; 7583; (1931; 1489, 13175 57 375 432 52| 25707 
55 156} 170 326 378 | i8 289 921] 2511} 4117|__—«6782 93; 1172 8047, 18% 339; 6278) 1945) 1816 12274 88 330 418 48 25230 
California "56 1520; 4096; 5616, 4922 704; 4242; 9025; 21058, 39951; 55220; 2826, 16794 194, 75034, 26077; 8986, 67830| 18258, 17450| 13860! 1371, 4160, 553) 1481! 279544 
‘55| 2270| _4723| 6993 _—aI5 888) 4974) 12169) 24915) 49061; 62764) 1981 22420 87165| 40831; 9203; 64388) 25814) 23837, 164073, 2342, 6070| 8412) 8190! 323894 
Colorado "56 284 556 840 502 54 376} 1137) 2072; «4141; 6187 2 1345 8 7813, 2339 658, 7738; 1950; 1566, 14251 157 41 618 179\ 27842 
‘55 287 519 806| _ 840 70 462| 1143) 2405, 4920) ~—-6900 179|__ lel! 8690, 2362 677, 6827; 2288; 2140 14394 208 464, 672 156, 29638 
Connecticut "56 388 98 1369; 1250 100 813 2349, 4053) 8565, 9686 290, 2133 13) 12122; 4140) 1130) 10864) 4003; 3139, 23276 465 777, (1242;—=«1147,—« 47721 
55 507; 1120; 1627) 1613 118 912; 2259; 5520) 10422) 10310 246| 2510 13066; 548) 1212} 9946) 4339) 4025) 25003 524 917, 1441 1008 52567 
Delaware "56 - 83 89 137 12 131 387 990 «1657, 2192 68 462 2722 920 210, 2576 677 672, 5055 33 152 185 8 = «9794 
55 5 82 90 174 10 171 446, 1125 _—1926| _2708 5 517 3276 «1235 213; 26% 742 759° 5645 57 133 190 65 11192 
District of Columbia "56 62 7 159 317 rT 257, 509, +1916, 3040, 2493 93, «489 3; 3078; «1255 431, «3966, 1075S 1036, = 7763 122 9 ~~ «221 266 14527 
‘55 75 188 263 370 48 353 635| 2384) 3790 301! 65 767 3843) 1628 457; 3772, __1535| _1475| 8867 127 178 305 166 17234 
te. Le 56 500, 795) 1295, 1241 239; «1154; «2705, «5129, + 10468) 19654 920, 3687 58, 24319, 8012 2820 24405, 6505, 4769; 46511 421 990 «1411 ~=«1780 ~=«—«85784 
SS 55! 820! 1371; 1687 290' 1246, 2986) 7820; 14029| 21365 530, 4564 26459, 8621 2303, 21922) 7347, 6360 46553 551 1263, —s«1814 913 91139 
Georgia "56 55 256 311 516 56 442. «1423, «3354, «5791, +=«11428 208' «1960 13, 13609, 3529 716| 13798, 3156; 3170, 24369 121 57! 692 171 44943 
55 126 546 672; «1118 82 812} 2817; 6530) 11359} 19395 225| 3698 23318, 6858; 106!' 19646; 5317 6471 39353 342, 1176) = 1518 250 76470 
Idaho "56 229 255 434 221 23 181; 465 806 «—«169%6,Si«1 989 98 568 1) 2636, 1097 245, 2636 755 713, (5446 68 300 368 68 (10698 
55 146 246 392 346 4\ 245 646 984) 2262) 2214 71 630 | 2915} 1362 258; 2580! 1009) 1037 6246 101 345 446 54 12315 
illinois ze 1859, 3611, 5470, 4378 410; +3808; 6947, 17326) 32869) 44193; 1777, 1058! 74, 56625 21885; 6103, 56305 18347, 13892 116532, 1328, 3387 4715  Jti0i 217312 
5 3320) 4015} 7335) 5690 512} 4142} 9340) 25037) 44721) 44047) (1172) (12633 | 57852) 28431| 6180 48844; 23301) 16803) 123559) 2152) 3369, ‘552! 837 239825 
Indiana "56 622; 1335, «1957, ~=—«:1888) = 169) 1894) = 3703) 7921; +=15575, 21071 683, 4894 19 26667| 10274) 2237 24878) 8281, 6317 51987 601 2857 3458 462, 100106 
55 776| _1576| 2352) ~—-2591| ~—-200)_— 2483) 5090) 10946| 21310) 2357! 442, 50% 29109} 12541| _2093| 23628! 8739) Bil 55612, 853, ~—-3532| 4385 328 1130% 
iowa "56 326 617,94 726 50, 551; 1494; 3189; 6010) 9619 255, «1978 it 11863) 3853 763, 11915, 2839 2408 21778 199 691 890 253 41737 
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AS IT ROLLS! 


301 nails 


eee no 


air loss 


There’s a world of difference between tires that are merely 
puncture “‘resistant” and The General Nygen Tubeless Tire 
which seals as it rolls. And you can withdraw the puncturing 
object without losing a single pound of air! 


This is priceless protection in traffic and at night. And a 
wonderful convenience anytime. Call on your General Tire 
Dealer for a demonstration. 
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Miami Group Changes 


Name; Seeks Members 


MIAMI.—Miami used-car dealers, 
with a membership goal of 250, have 
changed the name of their organiza- 
tion to Miami Independent Auto- 
mobile Dealers Assn., and elected | 
an executive secretary with a per- 
manent office. 

Stacy Rowell, president of the 
national group, also is head of the 
Miami association. 

The membership drive is aimed| 


not only at used-car dealers them-| 
selves, but affiliated industries—)| 
such as finance companies, paint 
and body shops and independent 
garages—as associate members. 
Al T. Lange jr., executive secre- | 
tary, is head of Al Lange Associ- 
ates, a public relations firm. He is) 
a member of the City of Miami pub- | 


| tops the nation in the percentage) 
|}of stolen cars recovered, declared | 


'car racket comes from five states 


years ago, where he attended North- 
western University. 

At the July meeting, where the} 
“new deal” was announced, associa- 
tion members heard from Walter 
E. Headley, Miami police chief and 
president of the International Chiefs 
of Police. 


Headley, who said that Miami 


that the greatest aid to the stolen| 


it is the independent dealer who 
makes the wheels go round. We are 
the ones who buy what we want, 
and we sell what we buy.” 

+ 2 * 


| Atlanta Dealers Elect 


Gill as New President 


ATLANTA. — The Atlanta Used 
Car Dealers Assn. has elevated Otto 
Gill, Gill Motors, Inc., to the presi- 
dency succeeding C. N. Moss, Moss 
Motors. 

Gill served as vice-president this 
year, and was treasurer the year 
before. Other new officers are: Vice- 
president, Carey Paul, Carey Paul 
Motors; secretary, Gene Ownby, 
First National Bank; treasurer, 
Billy Aiken, Aiken-Mitchell Motor 
Co.; chairman of the board, C. N. 
Moss. Directors are R. R. Jaeger, J. 





which have no motor vehicle title) 
law. 

Headley particularly mentioned 
Georgia and Kentucky in the non- | 
title category. 

Rowell urged cooperation of the) 
independent dealers with manufac- 
turers, franchised dealers, banks 





licity and public relations board. | 
He came here from Chicago 10) 


and finance companies. “Those are 
the four segments of the industry,” 
he said, “but I firmly believe that 


A. Cronie, W. T. Thornton and 
Austin Abbott. 


* * * 


Judge Denies Injunction 


| In Prosecution of Dealer 


TALLAHASSEE, Fla. — Judge 
Hugh Taylor has declined to issue a 
temporary injunction restraining 
John D. Marsh, Dade County solici- 
tor, from prosecuting a Miami 
dealer for selling used rental cars 








Sheppard Takes Deal— 


Signing his franchise is Charles H. 
Sheppard (right), president of the newly 
formed Courtesy Dodge-Plymouth Co., 
New Orleans. With him are T. F. Chron- 
ister jr. (left), dealership general manager, 
and E. S. Tierney, Dodge district manager. 


(New Orleans Times-Picayune Photo.) 


without identifying them with a 
windshield sticker. 
Olin’s Autorama, Inc., had asked 





Pete Penn says... 


“COLONEL DRAKE 
would be amazed!” 


When Colonel Drake drilled the world’s 
first successful commercial oil well in 
Pennsylvania back in 1859, he could not 
possibly have realized that he had found 
in abundance a crude oil of such rare 
quality. Many thousands of oil wells have 
been drilled all over the world since then, 
but still no crude oil has been discovered 


ual to that from Pennsylvania oil fields. 


Today, with the exacting needs of modern motors, 
and with the chemical additives that are being 
used to help motor oils meet their special require- 
ments, it is more important than ever to stress 


this plain truth to all your oil customers... 


Today's BEST Oils 


Nature's BEST Crude 
.-.and that means PENNSYL VANIA 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


start with 


rand of Pennsyly anig 











Y Carry 
UI ads tellin 


Why th 


9111, 539,73 
ey should buy a 
Motor oil, 


Oll City, Pennsylvania 


for the injunction and also asked 
the court to rule on the constitu- 
tionality of the law that requires 
“for hire” cars to be identified when 
they are placed on sale. Judge Tay- 
lor’s ruling left the question of the 
law’s validity unsettled, but a court 
official said it was likely the dealer 
will appeal the case, if convicted. 


* * * 


Walker Opens Highway Lot 


CAMBRIDGE, Md. — A used-car 
lot has been opened on US-50 one 
mile south of here by Walker 
Motors, Inc. R R 

x 


Williams Bros. Expands 


To Ft. Lauderdale, Miami 


MIAMI, Williams Brothers, 
which for 12 years has operated in 
Tampa, and a year ago began 
expanding to Orlando, have opened 
lots in Fort Lauderdale and Miami. 
Brothers claims to have one of the 
largest used-car operations in 
Florida. 

The firm is owned by T. C. and 
A. D. Williams. Associated with 
them is their father, A. K. Wil- 
liams. Harvey Catterson jr. is 
general manager. 

+ + * 


|Columbus Dealer Arrested 


‘On Bad-Check Charge 


COLUMBUS, O.—Delmar Steph- 
| enson, operator of Stephenson Mo- 
tor Sales here, has been arrested 
|and placed under $10,000 bond on 
charges that he passed $10,800 in 
bad checks in the Columbus area. 

Detective Lt. Wade Knight said 
the most recent charge against 
Stephenson is that he used a worth- 
less $3,300 check to buy used cars 
from a local dealer. Stephenson has 
pleaded innocent to the charges in 
Municipal Court. 

* * + 





Carsin in Council Race 


AUGUSTA, Ga.—Dealer Quinteen 
E. Carsin has entered the race for 
| the city council seat to be filled in 
| the October election. 


a” ca * 
Rehberg Building 

| MILWAUKEE.—Rehberg Motor 
|Sales plans to build a new service 
and repair shop. Donald Bohmann 
recently joined the firm as a part- 
ner in charge of service. 

* * * 


‘Petrie and Margitan 
Open in Shopping Area 

ALBANY.—A used-car business 
has been opened in the Latham 
shopping center near here by Ron 
Petrie and Cy Margitan. The firm, 
| Petrie Motor Corp., is located at 
| 809 New Loudon Road. 

* cd x 

Baker Sells to Keyes 


GULFPORT, Miss.—Jimmy Baker 
has announced that he has sold his 
| interest in Baker Motors, Inc., lo- 
| cated at 25th Ave. and 17th St., to 

| B. F. Keyes. 
ad an = 


Dealers Dance 


CLEVELAND. — The Cleveland 
Independent Auto Dealers Assn. 
held its annual golf outing and 
dinner-dance at Lake Forest Coun- 
try Club. Co-chairmen of the affair 
were Larry Skall, Manny Weiser 
and Bill Scher. 

x 


* * 


North Side Opens 


DETROIT LAKES, Minn.—Lloyd 
Hendrickson and Cecil Maves have 
opened North Side Motor Sales, a 
used-car and used-truck firm. Hen- 
drickson formerly was with Schram 
Motor Sales (Dodge-Plymouth). 


Buyers Happier 
With U.C. Dealers, 
BBB Reports 


CLEVELAND.—The Better Busi- 
ness Bureau here receives fewer 
complaints from customers of in- 
dependent dealers than from new- 
car dealers, according to Marshall 
Mott, BBB president. 

Mott spoke to a meeting of the 
Cleveland Independent Auto Dealers 
Assn. 

“You are more careful in your 
operations,” Mott told the group. 
“You do not have the problem of 
being pushed and pressured by the 
factory.” 

Mott said the Cleveland bureau 
received “far fewer complaints” 
from .customers of CIADA members 
than “we receive from those who 
buy cars from new-car dealers.” 
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Taxes, Bonds and U. S. Aid... 


States Ponder Road Financing 


$20 million highway bonds|ticipation in the Federal aid »x 
approved by the 1955 Legislature. | gram. 


A developments in taxes, | 
financing and construction of | 
free highway and streets have been | 
reported from various parts of the | 
nation. 

The following is a state-by-state | 
roundup of these activities: 

Colorado: A _ six-year public | 
works program has been re- 
quested by Denver which in- 
cludes $29,100,000 for streets, via- 
ducts and bridges. 

Fiorwa: Marketing plans for $70) 
million in bonds to finance a) 
limited-access highway system| 
near Jacksonville have been an-| 
nounced. New construction will 
take $44 million with the remain- 
ing $26 million covering earlier 
bonds callable in 1960. 

* * * 


N ASSACHUSETTS: A bill pro-| 
posing a $200 million bond 
issue has been redrafted to elimi-| 
nate the need for a one-cent gaso- 
line tax. 

MinNeEsoTa: Gov. Orville L. Free- 
man has announced a highway 
program of $74 million calling for 
167 projects. 

Missouri: The highway com- 
mission has reported a yearly 
program of $121 million for high- 
ways, with part of the money 
coming from the Federal govern- 
ment. 

NEBRASKA: It was reported that 
the state will be about $3 million 
short of the required amount) 
needed to take advantage of the| 
Federal highway aid. 

New Mexico: The state will ask 
for authority to sell more of the 


Jobbers Attend 
Ohio State Course 


In Management 


CHICAGO. — Fifteen wholesaler 
executives from member-firms of 
the National Standard Parts Assn. 
graduated from the 1956 wholesale 
executive management course at 
Ohio State University, Colum- 
bus, O. 

NSPA “students” were part of a 
group of 60 business executives 
from 10 of the major wholesale| 
groups in the country, and at-| 
tended through NSPA’s affiliation 
with the National Assn, of Whole-| 
salers, which sponsored the course. 

The intensive one week seminar 
was held for the fifth consecutive 
year. Those registered came from 
25 states and Canada, and one re- 
search wholesale specialist came) 
from Stockholm, Sweden. 

Wholesaling problems were pin-| 
pointed throughout the course,| 
which covered such subjects as 
personnel administration and opera- | 
tions, financial and sales manage-| 
ment, materials handling, insur-| 
ance, communications, public rela- 
tions and credit management. 

NSPA wholesaler executives who | 
attended the course are: Robert R. 
Guthridge, Humboldt Supply Co.,| 
Eureka, Calif.; Robert L. Penhar- 
low, Pen’s Parts Service, Fredonia, | 
N. Y¥.; George T. Smith jr., George 
Smith & Sons, Inc., Rockville Cen- 
tre, N. Y.; Vernon C. Olcott, Red’s 
Motor Parts, Allegan, Mich.; Wil- 
liam P. Gates, Southern Auto Sup- 
ply Co., Chattanooga, Tenn.; Luther 
N. Davis jr., Central Electric Co., 
Mobile, Ala.; Sam H. Dunson, Dun- 
son Supply Co., Sidney, O.; Stuart 
W. Thoms, Lohse Automotive Serv- 
ice, Rock Island, Ill.; Jack Gold- 
stein, Everett Ave. Auto Parts Co., 
Somerville, Mass.; F. Ray Bryant, 
Paso Robles Auto Parts, Paso Ro- 
bles, Calif.; Raymond G. Lohse, 
Lohse Automotive Service, Rock 
Island, Ill.; Arthur L. Younghans, 
New Kensington Auto Parts Co., 
New Kensington, Pa.; Julius Rubin, 
Everett Ave. Auto Parts Co., Som- 
erville, Mass.; Delbert N. Mikkel- 
sen, Foster Auto Supply, Longview, 
Wash., and Howard Klein, Klein 
Auto Parts Co., Wilkes-Barre, Pa. 





Plymouth Dealers Form 


Association in Dallas 

DALLAS.—The Dallas Plymouth 
Dealers Assn. has been formed 
here with incorporators of record 
being George R. Ranes, David M. 
Bruton and L. T. Verner. 

Offices of the organization were 
given as 2121 Pacific Ave., Dallas. 


* x * 


J perenne DAKOTA: A _ proposed 
constitutional amendment call- 
ing for $54 million in highway 
bonds has been rejected by the 


| voters. 


OKLAHOMA: Gov. Raymond Gary 
has said that it will not be neces- 
sary to increase the gasoline tax 
to meet the funds needed for par- 


Chrysler’s Fargo Wins 
Army Truck Contract 


DETROIT. — The Fargo division 
of Chrysler Corp. has been awarded 
a $2,370,250 contract for production 
of one-and-a-half and two-ton 
trucks for the Army, acording to 
the Ordnance Tank-Automotive 
Command. 

Delivery is scheduled to be com- 
pleted by Nov. 30, 1956, and most 
of the work on the vehicles will be 
done in Detroit. 


South Dakota: A one-cent in- 
crease in the gasoline tax has 
been recommended, if necessary, 
oo new Federal highway 
a 
Texas: The highway commiszion 
announced it would use funds 
available under the Federal high- | 
way aid to buy right-of-way as| 
well as construction, 
This is a major policy change. | 
Heretofore, the state never has 
bought right-of-way leaving this 
to cities and counties, Lack of local 
right-of-way, it was said, has de- 
layed construction in several reas. | 





Bentley Harris Builds 
CONSHOHOCKEN, Pa. — Bent- 
ley, Harris Mfg. Co. here has| 
broken ground for an addition to| 
its main plant that will increase 








floor area approximately 60 per- | team prize. 


cent. Completion is scheduled for | 
late fall, 








Triumph Sweeps Alpine Rally— 

Britain's Standard-Triumph Motor Co. entered five Triumph TR-3s in this year’s 
2,500-mile Alpine Rally and captured the first five places in their class. Triumph 
won five Alpine Cups, a silver cup, the manufacturer's team prize and the foreigner's 
Standing with their cars are (from left) Tommy Wisdom, T. N. Blockley, 
Ann Wisdom, Leslie Griffiths, Philip Kat, Joseph Kat, Paddy Hopkirk, Bill Cave, Ed 


Pennypacker and Maurice Gatsonides. 





Just what 


is an “adjustable” shock absorber? 


In one sense, every first-quality shock absorber 
made today is “‘self-adjusting.”” Because, today, vir- 
tually all shocks incorporate spring-actuated valv- 
ing. Within a pre-calibrated range of control, these 
spring-loaded valves compensate for varying hy- 
draulic demands created by road and load condi- 
tions. In that sense, all Gabriel shock absorbers 
are “adjustable,” and have been for years. 


But it was not until Gabriel perfected and 
marketed the AjustOmatic that you could 
offer your customers adjustable ride control 
—in a choice of three ranges. 


MAKE $30-$40 A DAY! Get a 
new, Gabriel Shock Tester. Tie in 
with powerful national advertising 
featuring AjustOmatics this month. 
Show the need—sell the deal! 


© 1956 The Gabriel Company 


The Gabriel AjustOmatic is different from any 
other shock absorber on the market today. 

You can, in less than a minute, select and set for 
every customer his kind of ride—for his kind of car 
and his kind of driving. You do the adjusting: 
“soft” for ultimate comfort, “medium”’ for greater 
stability than with standard equipment, “firm” for 
utmost stability. 

There is a ready, steady market for adjustable 
shock absorbers today. Don’t be misled inte giving 
your customers something less! Ask your Gabriel 
jobber for new fact folder giving full details. 


AJUSTOMATIC 
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Hig hways and Saf. ety... 







HE materials requirements for 

roadbuildings through 1969 have 
been forecast by the U. S. Bureau 
of Public Roads. 

The bureau predicted all road- 
building — including Federal-aid, 
state and local—will require 49 mil- 
lion tons of steel; 1,399 million bar- 
rels of cement; 128 million tons of 
bituminous material, and 9,170 mil- 
lion tons of aggregate. 

At the peak of the program, the 
Bureau estimated 442,000 would be 
employed directly on highway 
jobs. Normally, as many more 
men are required in the support- 
ing industries, such as equipment 
manufacture and materials pro- 
duction. 

The figures for 1957 through 1969 
represent estimated requirements 
for all highway construction in- 
cluding not only the $33 billion pro- 
gram authorized by the Federal 
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Materials for Roads 
Estimated by Bureau 


Aid Highway Act of 1956 and funds 
remaining from previous authoriza- 
tions, but also the additional 
Federal-aid work contemplated to 
be authorized by future legislation, 
together with state, county, muni- 
cipal and other highway construc- 
tion expected to be performed with- 
out assistance. 
+ * + 
vos total financing of highway 
construction, other than Federal 
funds, considered for these esti- 
mates is based on the premise that 
such expenditure will continue at 
about the 1956 level for each en- 
suing year. Requirements for air- 
ports, private roads and driveways, 
and maintenance are not included. 
In explaining the materials es- 
timates, the bureau said: 
“The quantities required for | 





any highway construction pro- 
gram will vary inversely with 
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ADJUST-A-KIT 


Regulator, Ignition, 
Tool and Gauge Kit 


“NOW... 


It’s tune-up time U.S.A. .. 
ists throughout the 
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that lie ahead. Be 


servicing tools availa 
to give fast, accurate 
customer. 


Check the Allen 
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tool up 
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So...“tool up for fall tune 


ent. Tool up for Allenyzing 
aaa Plan... Allenyzing profits meet the payments. 


ALLEN 


ELECTRIC AND EQUIPMENT COMPANY 
Kalamazoo, Michigan 
Canadian Branch: Walkerville, Ontario 


prices for material, labor and 
equipment and highway construc- 
tion bid prices. The estimates are 
based on prices remaining con- 
stant at current levels. 

“The material quantities are a re- 
flection of material usage factors 
developed from data reported by 
contractors on highway construc- 
tion projects involving Federal 
funds. 

“These factors vary somewhat 
from year to year. For example, if 
in one year there is a nationwide 
predominance of large bridge con- 
struction, the structural steel usage 
factor for that year will be high, 
whereas if surfacing predominates 
the cement, asphalt and aggregate 
factors will become more signifi- 


cant.” 
* * > 


Cleveland’s Family Fair 
Offers Sounding Board 


Firms associated with modern 
road construction and automobile 
travel will be able to explain ex- 
pectations of the Federal highway 


program to an audience of about! 


100,000 people at the Family Fair 
in Cleveland Oct. 21-28. 

Some companies in the Family 
Fair are Ford Motor’s industrial 


| art exhibit, Eastman Kodak, Sabena 
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Belgian World Airlines, Magna 
Power Tool, Reynolds Metals, World 
Publishing, East Ohio Gas, and 


os 


He signed the proclamation to 
| call the attention of the state's 
motorists to President Eisenhower’g 


Modern House Interiors. Offices of| Traffic Safety Crusade which ig 


the fair are at 1849 W. 24th St., 
Cleveland 13, O. 
+ 


a aa 

Gov. Knight Pledges Use 
Of Road Tax for Highways 

California will lead in freeway de- 
velopment as long as highway-use 
taxes are spent for what they are 
intended, according to Gov. Good- 
win J. Knight, speaking at the open- 
ing of a new stretch of freeway. 

He told of attempted raids on the 
gasoline tax fund and expressed his 
determination to see that the con- 
stitutional prohibition against such 
raids remains. “I wish to stress the 
fact,” he said, “that highway funds 
collected through taxes for the past 
40 years have been used for exactly 
that purpose.” 


Safety Every Day 
That’s McKeldin’s Aim; 


Goodrich Lauded 


Maryland Gov. Theodore McKel- 
din jr., in a proclamation, has desig- 
nated every day of the year as 
“Safe Driving Day” in Maryland. 


"% 


ARMTRU 


Armature Lathe 
and Undercutter 





CELL-CHEK 


State of Charge Battery 
Indicator 


MIGHTI-MITE 
TIMING LIGHT 


being backed at state and local 
|levels by public officials, service 
| clubs and civic organizations. 
McKeldin also praised B. F. Good- 
rich Co.’s sponsorship of a nation- 
wide Safe Driving League in which 
motorists sign safe-driving pledzes 
and receive reflectorized emblems to 
display on their cars. He noted that 
Maryland’s Traffic Safety Commis- 
sion was the first such body to lend 
official endorsement to the league. 


Traffic Safety 
Needs a ‘Kinsey,’ 


Declares Motley 


“What Kinsey has done for sex, 
the traffic psychologist should do 
for safety,” Arthur H. Motley, presi- 
dent, Parade Publications, has told 
the midwest regional conference of 
the President’s Committee for Traf- 
fic Safety. 

He proposed a “king-sized” pro- 
gram for motivation research to 
— why drivers do what they 

oO. 

“We can lose this battle in just 
one way, by refusing to accept new 
proposals,” he said. 

Motley also advocated the use of 
highway “suggestion boxes” so that 
the driver himself might offer his 
thoughts on how safety could be 
promoted. He said industry had 
found this a most successful way 
for self-improvement. Rewards 
could be offered for usable sugges- 
tions, he said. 

He also suggested that states give 
driver's licenses free after a speci- 
fied period of accident-free driving. 
Lapel buttons, auto emblems or 
other public recognition should be 
given to people with long accident- 
free driving records, Motley said. 

* 7 * 


Williams Replaces Baldock 


As Oregon Chief Engineer 
W. C. Williams, chief deputy 
highway engineer, has been ap- 
pointed Oregon’s chief engineer. 
He succeeds R. H. Baldock, 
who retired July 15 to head a 
highway commission to Iraq. The 
Commission also voted to name 
the Portland-Salem Expressway 
after Baldock, who served the 
commission for 41 years, 24 as 
chief engineer. 
. 





* * 


‘Speed Did This’ 

A badly smashed car is being 
exhibited by Blatz Brewing Co., 
Milwaukee, to emphasize the 
results of speed and carelessness 





on the highway. The car is 


|}mounted on a truck and carries 
| safety messages. 


Principal mes- 


| Sage is “Speed Did This.” 
x * x 


Toll Study Postponed 
West Virginia's Turnpike Com- 


| mission has decided to hold for 





ARMATURE 
GROWLER 


study until September any pro- 
posed toll changes. 
= * 


1,000 Expected to Attend 
Road Builders Parley 


Approximately 1,000 delegates are 
expected to attend the fourth an- 
nual National Highway Conference 
for County Engineers and officials 
of the American Road Builders’ 
Assn. at Mackinac Island, Mich. 
Sept. 17-19. 

Among the speakers will be Mi- 
chigan’s Gov. G. Mennen Williams: 
Charles M. Ziegler, Michigan high- 
way commissioner; Rep. George A. 
Dondero, Michigan Republican and 
ranking minority member of the 
Public Works Committee, and J. 
N. Robertson, president of the 
American Road Builders Assn. 

* 


New Traffic Plan 
Offered to N. Y. 


A 24-point plan aimed at relieving 


| New York City’s major traffic prob- 


lems speedily and at minimum cost 
has been presented recently to the 
mayor and traffic commissioner by 
the Automobile Club of New York. 

The recommendations call for 
making better use of existing 
thoroughfares and vehicular facili- 
ties, modifying parking and traffic 
regulations, increasing off-street 
parking facilities, building under- 
ground garages, establishing more 
one-way avenues, regulating the 
(Continued on Page 45, Col. 1) 
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ervice Management 


{ Regular Monthly Section for Those Who Maintain 


..- by Jack Weed 


perp service managers are 

again attempting to help 

dealers solve one of their gravest 

problems — the mechanic short- 
e 


It is well known that few dealers | 


can make money year after year 
unless they are doing a better than 


22 Jobber Items 
60% of Volume 


Motor, Chassis Parts 
Lead NSPA 55 List 


RACTICALLY three out of every 
five dollars taken in by automo- 
tive jobbers last year came from the 
sale of 22 “fast selling” items that 
represented 1 percent or more of 
total sales in each category, accord- 
ing to the 1956 Leading Lines Sur- 
vey published by National Standard 
Parts Assn. 

Motor and chassis parts led the 
list for all jobbers with tires and 
tubes low on the “volume” totem 
pole with but 1 percent of total 
sales. Motor and chassis parts 
represented 4.7 percent of total. 

These 22 items represented 59.79 
percent of jobber sales while the 30 
top items represented but 65.26 per- 
cent of total business, indicating 
that a small percentage of jobber 
volume is represented by the myriad 
of items sold and stocked out the 
“top 20.” 

Also indicating the great change) 
that has come in after-market sales | 


|average job of providing service 
|for their customers. 


Many dealers realize that there 
| has been a growing shortage 
of good mechanics for a number 
| of years. Yet, the majority go 
blithely along doing nothing 
| about it, depending upon their 
luck and ability to hire a man 
away from a brother dealer when 
the need becomes acute. 

The grave problem 


}men who like to work with tools 
and their hands no longer are com- 
ing into the industry in sufficient 
numbers to keep the mechanic 
force adequately supplied. 

For over ten years now, the 
service managers’ committee of the 
Automobile Manufacturers Assn, 
has been working with the voca- 
tional officers of our public school 
system to get better automotive 


that con-| 
fronts this industry is that young} 


{merica’s Motor Vehicles 





7 110 million gallons of 
antifreeze solutions were sold 


million cars, trucks and buses, ac- 


But big as this is, it is but the 
|“leader” attraction or focal point 
for a dealer service that should re- 
turn many times that amount in 
service profits and customer protec- 
tion. 

Down through the years it has 
been customary, especially in the 
northern states, to feature “win- 
terizing” services just prior to the 
time when freezing weather can 
be expected. 

During and shortly following 
World War II dealers made this 
event an opportunity to give the 
vehicle a thorough inspection, not 
only to prevent trouble during the 
tougher driving months but also to 
boost the “take” in the service de- 
partment following what normally 
can be considered slow months. 


last year to protect America’s 60) 


|cording to the most recent report} 
from the Chemical Specialties Mfg. | 
Assn. The antifreeze business alone | 


t t t least $280 million.| 
a, oe a 2 | ough diagnosis of the vehicle. Mod- 








(Continued on Page 29, Col, 1) Currently there is more need for 


Will New Warranty Plan 
Lead to Price Boost? 


Most factory service managers are worried by the con- 
tinued rise of warranty costs under the policy that re- 
turns to the dealer 100 percent of labor costs. 

Many have misgivings that factory quality controls will 
not become operative soon enough, and strong enough, 
to forestall these costs being made the basis for increases in 
vehicle prices. 





during the past 30 years, the first) 
report (June 9, 1925) brought out by 
NSPA gave the two leading lines as| 
roller bearings and piston rings. 

* = * 


no year’s report shows that 
anti-friction bearings have fal- 
len completely outside the top 20, 
being 2ist, and piston ring volume 
has dropped to 9th. 

A study of the report also in- | 
dicates a wide variance of first | 
places among the three jobber | 
classes designated by this year’s 
survey. 

While chassis and motor parts 
represented the number one volume 
item sold by all jobbers, these parts | 
were listed as number one only by) 
jobbers selling less than $250,000) 
per year. 

Motor and chassis parts was the 
third highest item of jobbers selling 
from $250,000 to $500,000 each year 
and fifth with jobbers doing more 
than a half million dollar business. 

* - 7 


PARK PLUGS, number two on 
the complete jobber list, was 
fourth with the number one group, 
first with the medium-sized jobbers 
and fourth with the big jobbers. 


They are not worried too much about the dealer “taking” 
the factory on the warranty and policy adjustments. It is 
generally believed that far less than 10 percent of the 
dealers are “loading” claims. 

Many seem to be worried, however, over whether they can 
get the full cooperation of dealers in making out the claims 
properly soon enough for the evidence to conclusively show 
that the problem lies not in service but in manufacture. 

Many feel that if each dealer, service manager or dealer 
employe to whom the task of making out the claims is dele- 
gated would adopt the following ‘“‘golden rule” the customer 
would be taken care of properly and the stigma for the in- 
creased cost would rest where it belongs. 

* 


TS would be happy if each dealer or dealer employe 
would certify to himself as he makes out each claim: 

1. That something was truly defective about the product. 

2. That the defect did not result from customer abuse, 
careless work within the dealership or prolonged storage of 
the vehicle without adequate protection before sale. 

3. That the correction of the defect was necessary to 
assure or recover customer satisfaction. 

4. That the repair procedure and parts used represented 
the minimum which had to be done to overcome the defect. 

5. That the work was actually performed, that a mechanic 


* * 





Ignition parts, which held the 
number one spot in total business, 
was third with group one, second 
with group two and sixth with 
group three. Antifreeze, fourth on 
the overall list, ran sixth, sixth and 
second. Batteries ran fifth, eighth 
and third. 

Mufflers and tail pipes, sixth on 
the total list, ran second, fifth and 

ninth. Oil filters and cartridges 
ran seventh, seventh and eighth. 
Shop equipment, eighth on the 
total list was 18th with smaller 
jobbers, fourth with medium-sized 
outlets, but was number one with 
the largest wholesalers. 

Piston rings, second in volume 30 

(Continued on Page 30, Col. 5) 


was paid and that work was of such a quality that the cus- 
tomer will be satisfied with the correction. 

6. That the money requested from the manufacturer is en- 
tirely consistent with proper retail hourly labor rate and the 
operation actually performed. 

7. That the owner did not pay for any of the charges 
shown on the claim, or that any partial owner payment has 
been indicated on the claim. 

8. That the information on the claim is accurate for the 
manufacturer’s purposes in quality analysis, and that all 
other information on the claim is true. 

9. That the defect did not result in any personal injury or 
property damage for which a greater liability might poten- 
tially exist. 
| en PALER en ag SAIIR TR ER a A SEALE IER NN ERD SEI AREA EAE I I PEE ENRON CES 





emphasis on doing a more thorough 
job than has been customary during 
the past few years. 


* * * 


Owner Willing to Pay 


_—o battery alone should justify 
paying more attention to a thor- 


ern 12-volt batteries need more fre- 
quent checking on testers than do 
the six-volt types. The 12-volt bat- 
tery has the characteristic of work- 
ing right up to the point of failure 
without giving the driver much in- 
dication that it is nearing the end 
of its useful life. 

Thus the only protection that 
can be given the customer against 
being stalled in some highly in- 
convenient spot on a cold wintry 
night is for the dealer’s mechanic 
to test each cell of the battery to 
make certain that it is in perfect 
condition. 

That customers will be willing to 
pay for this more careful and 


Dealer Should Sell More Than Antifreeze ... 


Winter Means Profit 


| gallon cans.and 20 percent in quart 
cans. 

It is estimated that more of the 
lower-priced product would have 
|; been sold in bulk except for the 
fact that the smaller cans are much 
easier to handle. 

Conversely, the high percentage 
of quart and gallon-can sales of 
the higher-priced solution is at- 
tributed to the fact that the cus- 
tomer wants to be sure he’s get- 
ting just what he’s paying for. 

The need for a complete and 
thorough electrical check in- 
cluding battery — is emphasized by 

(Continued on Page 26, Col, 1) 





thorough inspection of their vehicles | . 


and have the necessary corrections 

made can be found in the sale of 

antifreeze during the 1955 season. 
The survey of the Chemical Spe- 


cialties Mfg. Assn. shows that}. 


nearly three out of every four 
quarts of antifreeze sold last year 
(or 79 million gallons) were of the 
more expensive ethylene glycol type 
indicating without question that 
owners are willing to pay for more 
complete protection if it is properly 
sold to them. 
* * * 


Cadillac Emphasizes Check 


NOTHER indication of the same 

fact is that fully 80 percent of 
the sale of this higher-priced prod- 
uct was in gallon cans, 18 percent in 
quarts and only 2 percent in the 
54-gallon drums. On the other hand, 
34 percent of the methanol product 
was sold in drums, 46 percent in 


Items Per R.O. 


Give the Guy a Break— 


Olin Mathieson Chemical Corp. will 
bring the auto mechanic's plea to the 
motorist this fall. This poster is part of 
a national advertising campaign that will 
urge the nation's motorists to winterize 
early. 


Increase 


5 Categories Boost Ratio 


cvs major departments in the 
average franchised dealer’s serv- 
ice shop increased their ratio of 
work each month for the first six 
months of this year, two lost ground 
and one remained static, according 
to the monthly breakdown of over 
a million and one half repair orders 
made by the John E. Wolf organiza- 
tion. 


From the dealer profit stand- 


MEMA Reports 
°55 Aftermarket 
Worth $3 Billion 


NEW YORK.— The Motor and 
Equipment Manufacturers Assn., 
in a credit bulletin, has reported a 
1955 aftermarket of $3 billion in 
its annual financial survey of 
jobbers. It showed a 9.3 percent 
increase in annual sales for the 
year, 

However, it was shown that 
the net profit on sales dropped, 
for the average jobber, from 2.5 
percent in 1954 to 2 percent in 
1955. 

This, MEMA noted, reflected 
“pressure on prices as greater 
supply of goods continued to in- 
tensify competition.” The figures, 
MEMA said, “give forceful 


creased efficiency. 
Figured on a base of 410 whole- 
salers, the “average jobber” in 
(Continued on Page 28, Col. 1) 


ex- | 
pression” to the necessity of in-| 


point, the most encouraging in- 
crease indicated in the six-month 
summary was the constant in- 
crease in the number of items re- 
corded on the average repair 
order. This jumped from 1.59 
items in January to 1.75 in June. 

Lubrication showed a steady in- 
crease from 28.44 percent in Janu- 
ary to 32.38 percent in June, practi- 
cally a 4 percent increase. 

Oil changes showed approxi- 
mately the same increase, from 21.72 
percent in January to 25.61 percent 
in June. 

* 7 * 


BRAKE work also showed a 4 per- 
cent increase in the period and 

was noted each month. In January, 
11.88 percent of the service orders 
written called for brake work, in 
June it rose to 15.83 percent. 

Chassis and front end showed 
an even greater increase. In Janu- 
ary 19.05 percent of orders called 
for this work and in June it had 
| risen to 25.22 percent. 

Body and paint rose from 12.11 
percent to 14.11 percent in June. 

May was the only month that 
did not show a steady gain in this 
profitable work when body work 
| appearing on dealer shop orders 
| dropped from April’s 13.33 percent 
(Continued on Page 28, Col. 1) 
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Winter Means Service Profit 


(Continued from Page 25) 


calls which showed that battery and 
electrical troubles caused more than 
12 million calls, a close second to 
tire complaints. Battery and electri- 


|on the engine or the electrical cir- | 
the American Automobile Assn.’s| 
breakdown of last year’s service) 


cuit in but three minutes, according 


| in the same time. 


| However most factory service 
managers and promotion managers 


cal was followed by ignition failure are not keen about dealers pro- 


with more than six million calls and 
many of these may have stemmed 
from faulty batteries. 


Cadillac is so keenly aware of the| - 


need for thorough electrical checks 
that it is putting great emphasis on 
selling its Thoro-Check program as 
part of its winterizing service of- 
fering to Cadillac customers. 
Cadillac service heads feel that 
only through the complete engine 
check will the customer get what 
his vehicle really needs. 
* + * 


Cooling-System Guides 
TH the newer “area-checking” 
electrical testers, it now is pos- 


sible for a mechanic to spot any 
faulty adjustments or work needed 





When you send 
Drums out to be 
machined—you 
are paying for 
some other shop’s 
Drum Lathe 


Example: 

Average 
5 jobs per week 

4 Drums per car— 
20 per week 


Dealer Relines 


moting electrical check service as a 
part of a winterizing “package.” 


They feel that far too often the 


Firestone Issues Charts 


Of Tubeless Tire Methods 


AKRON. Firestone Tire & 
Rubber Co. has published two new 
wall charts showing methods recom- 
mended on mounting and repairing 
tubeless tires. 


The chart on repairing tubeless 
tires includes instructions on using 
the new Firestone tubeless tire re- 
pair kit, Firestone said. It shows 
how to make repairs without re- 
moving the tire from the wheel of 
the car. 


Garrett -bshe: 
W MANY DRUM 


SEND OUT FOR MACHINING 


HO 


to the makers of these testers. A} 
| thorough battery test can be made | 


tendency is to hurry through the 
“laundry list” specials and not 
give the car the thorough and 
careful analysis that a proper 
winterizing service calls for. 

In addition to the great need for 
battery and electrical checks before 
antifreeze is added, the cooling sys- 
tem should be flushed and care- 
fully checked for condition of hoses, 
leaks in both vehicle and heater 
radiators and the working condition 
of both the thermostats and radia- 
tor filler caps. 

It is well for the mechanic to 





remember in checking the cooling 
system that the water pump often} 
is the cause of much winter trouble 
and to check it thoroughly. All 
hoses, fan belts and other parts 
upon which proper circulation of 
the coolant depends should be 
checked for replacement if needed. 
* e * 


Other Vital Check Points 


A™ of course, the safety items— 
windshield wipers and washer 














DuPont Schedules 'Anti-Freeze Week'— 


“Anti-Freeze Week" 


is duPont’s way of urging motorists to winterize early. Climatic 
conditions throughout the country determine the time of the promotion. 


Holding the 


map is Betty Oakes, who hopes to be chosen Miss Anti-Freeze of 1956-57. 
.  - t-2 ~  @ 


containers and fittings—should be 
checked and hoses and blades 
should be replaced if necessary. 
Mufflers and tail pipes should be 


§ DID YOU 
LAST MONTH? 


This is Your Most Profitable Shop Operation 





Average Customer Charge 


$6.00 to $8.00 Per Set 


5 sets @ $6.00 = $30.00 
or 
5 sets @ $8.00 = $40.00 


DRUM MACHINING is | 
92% Gross Profit! 


EXPERIENCE PROVES THAT SHOPS 
HAVING A DRUM LATHE=MACHINE 90% 
OF ALL DRUMS ON A RELINE JOB 





There is no comparison—the Drum Dokter is the Great- 
est of all PROFIT MAKERS. It is the ONE piece of 





This 
to 


10% 


PROFIT belongs 
You! 


The Additional 
Take-Home Pay 


belongs to YOUR 


MECHANICS 


Yours for as low as 


down with 36 


months to pay 
Approximately — 
Per day......$ 
Per week.... 
Per month... 
Also available 
through New Lease 


70 
5.00 
21.70 


Sale Plan 
ra Prove Profit Possibili- 
; - ties before purchase 
~ = -. 
B-500 UP—For 


Universal Passenger Car and 


Light Truck Service Illustrated 


equipment that rings the cash register. 


UIA dls ee 


iy & Cass 


Louis 6 





Please Send 


Ave 
ate) 


See Your 
Jobber or 
Mail Coupon 
for Details 


SSSSSSeSSeeseseseseseeecaeseesesa 
BARRETT EQUIPMENT. CO. 
21st & Cass Ave., St. Lovis 6, Mo. 


(-] Your Representative 
(_] Details on Lease Sale Plan 
(_] Literature on B-500 Drum Dokters 
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checked closely to make certain 
they have not become potential 
killers. 

Brakes should be inspected thor- 
oughly—not only the shoes to make 
certain that they have plenty of 
lining and are properly fitted but 
the master and wheel cylinders for 
leaks. The owner should be sold on 
the advisability of having his brake 
fluid changed to make certain that 
he does not have a failure when 
driving conditions call for the best 
of brakes. 

And in that connection, every 
winterizing procedure should in- 
clude a careful tire inspection, in- 
cluding the spare. Nothing is so 
treacherous in the early fall as 
wet leaves on the pavement and it 
takes tires with good tread to in- 
sure safe stopping under these 
conditions. 

Nearly all factories are furnish- 
ing their dealers with promotion 
matter to help them emphasize the 
need for winterizing service. One 
of the large anti-freeze makers has 
brought out a cartoon that carries 
a lesson for the dealer’s shop as 
well as for the owner. 

oa * 7 


Cartoon Is Reminder 


7s cartoon, put out by Olin 

Mathieson Chemical Corp. in 
poster form, shows_a mechanic ly- 
ing on his back in the snow drain- 
ing a car radiator. The caption 
reads “Have a heart—get your anti- 
freeze early!” 

Of course the earlier the dealer 
and his shop get about the job 
of selling winterizing service the 
more cars they can take care of 
in an orderly manner and the 
fewer cars they will have to rush 
through without making the in- 
spections that are so vital to 
satisfactory winter driving. 

Talking winter service prepara- 
tion to customers also affords a very 
good opportunity to talk prepara- 
tion of the finish of the car to 
withstand the rigors of winter 
weather. 


Many a refinish job, wax job and 
chrome protection job has been sold 
by calling an owner's attention to 
what these services will do for the 
appearance of the car and the pres- 
ervation of the finish. 


Gals Are Safer 


Women ‘Car Jockeys’ 
Cut Accidents 

TORONTO. — Men appear to be 
losing out to the weaker sex on the 
car jockey front. A dozen major 
garages in Toronto report that in 
the past number of years male car 
jockeys have all but disappeared. 

The garages, all ramp type build- 
ings with parking facilities on four, 
five and sometimes six stories, 
use girls “almost exclusively” 
drive customers’ cars up and ae 
the narrow circular ramps. 

In the language of the trade, the 
girls are called “rampers” and their 
employers, who include almost all 
the garages in the city, aren’t hesi- 
tant about why they prefer girls. 

“They’re much more careful than 
men,” says Dick Gardiner, service 
manager of the Bay-Adelaide gar- 
age. “We've cut our accident rate 
in half since we started using gir! 
rampers. And they’ re more courte- 
ous to our customers.” 
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HERE IT IS...the newest, 


most powerful sales assist to help you 


SELL MORE NEW CARS 


~ 





It’s so easy a child can 
lubricate a car in seconds 





ulti-Luber 


POWER 
LUBRICATION 







COMPLETE KITS FOR 
LATE MODEL CHEVROLETS 
AND FORDS! 








*Registered Trade Name 


The most “carefree” car in the ALL THESE SELLING HELPS FREE! 
world is the car equipped with — 
MULTI-LUBER Power Lubrication. 
Once a day or, at most, every fifty 6 FT. TAFFETA SILK BANNER 
miles, the driver simply presses a LASK US ABOUT | 
button on the dashboard. Instantly, 
every chassis grease-fitting receives a 
fresh supply of clean, pure lubricant. 


Gone are the days of waiting “in 
line” for regular 1000-mile “grease 
jobs.”” Now Mutt1-LuBeErR provides 
continuous, year-around driving pleasure, summed up in easier steering, 
a much smoother ride, and freedom from fear of mechanical breakdowns. 
All this costs the driver less than half-a-cent for each complete chassis 





CN is 8 cestompinscediocesnstindensieaiigi cine State 
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lubricant-application! ' 1 
: : e - 

No wonder so many motorists consider Mutti1-LuBER the most im- i UNCOLN ENGINEERING COMPANY 1 
portant and the most desirable of all Power Assists. And no wonder the : 5701 Natural Bridge Bivd., St. Lovis 20, Missouri : 
Mutt1-LuBeEer Kits mentioned above are helping Ford and Chevrolet § Send me full details on how | can cash in on MULTI-LUBER. : 
dealers sell more new cars! ‘ i 
; Name ; 

: Company : 

E Address t 

t i 

4 4 
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es Increase... 





Items Per R.O. Gain; 
5 Categories Climb 


(Continued from Page 25) 


to 12.44 percent which still was 
ahead of the January average. 
* * * 


XPERTS seem to think that the 

spasm of battery trouble experi- 
enced during January and Febru- 
ary might be one of the principal 
causes for minor motor work fall- 
ing off from the high of 47.83 and 
47.16 percent attained in January 
and February to 44.22 percent in 
March and the drop to 41.66 percent 
in June. 

There is every reason to believe 
that the decrease in wash and 
polish jobs, from 9 percent in 
January to 7.33 percent in June, 
might be seasonal as the appear- 
ance of this item on the average 
ticket dropped in February, rose 
in March and April and dropped 
again in May and June. 

Major motor work, while it rose 
slightly from January to June, re- 


Merger Proposal 
Favored, Says 
MEWA’s Ruark 


CHICAGO. — B. W. Ruark, gen- 
eral manager, Motor and Equip- 
ment Wholesalers Assn., has re- 
ported that he has received a “tre- 
mendous response” to his proposal 
for a merger of the three after- 
market associations with 98 percent 
being favorable. 

He noted the reactions of the 
other two groups—National Stand- 
ard Parts Assn. and Motor and 
Equipment Manufacturers Assn. 

NSPA rejected the proposal and 
MEMA restated its “traditional pol- 
icy” in favor of two associations— 
manufacturers and wholesalers— 
with qualified joint committee to 
study and report on specific sub- 
jects. 


Ruark said he did not regard 
MEMA’s stand “as being inconsist- 
ent with my proposal.” In regard to 
NSPA’s rejection, Ruark said that 
he emphasized that “my proposal 
in no way attempted to tear down 
one organization. 

“I made it (the merger proposal) 
for the sole purpose of presenting 
a workable solution to the indus- 
try’s problems,” said Ruark. “The 
net result of NSPA’s rejection is 
that we’re back where we were, in- 
sofar as that association is con- 
cerned.” 

However, he added, there is a 
“solid basis of cooperation between 
MEWA ... and MEMA.” Ruark 
said MEWA will invite MEMA to 
join “on specific matters of mutual 
importance to both wholesalers and 
manufacturers.” 


MEMA Reports 
On Aftermarket 


(Continued from Page 25) 


1955 sold $356,743 worth of goods 
at a cost of $259,213. 

This mythical. jobber, then, 
showed a gross profit of $97,530 
and expenses of $90,145 which left 
a net profit, after taxes, of $6,967. 
With a 27.3 percent gross profit 
on sales and a 25.3 percent ratio 
of expenses to sales, leaving a 2 
percent net profit. 

This average jobber turned 
over his stock 3.2 times in 1955 

and had a collection period of 
39 days, up one day from 1954. 
His net profit on net worth was 
5.5 percent and his increase in net 
worth was 2.1 percent. His ratio 
of worth to debt was 2.9 percent. 
In comparing 1955 to 1954 it was 
found that although sales slipped 
by 1 percent in 1954, he was able 
to garner a net profit of 2.5 percent, 

However, it was seen that this 
jobber did increase his efficiency 

in 1955 by cutting his expense 
to sales ratio from 26.7 percent 
in 1954 to 25.3 percent in 1955. 
The average jobber also _in- 
creased his inventory turnover 
from 3 times in 1954 to 3.2 in 1955. 








mained quite static during the 
period never varying by more than 
1 percent in any month and show- 
ing but a .16 percent gain during 
the six months. 

Miscellaneous repairs remained 
about the same, increasing 1 percent 
from January to June. 


All in all, service authorities feel 
that the substantial gains in lube 
and oil change indicate a greater 
dealer interest in selling these “fre- 
quent call” services. 

They also feel that greater em- 
phasis is being put on the safety 
appeal of brake and chassis work. 

To those who study dealer opera- 
tions, these increases seem to indi- 
cate that again the average dealer 
is taking an interest in his service 
department and taking care of his 


Dealer Service Work—First Half 


February March April 
28.61% 30.22% 30.94% 
22.28% 24.11% 

1.83% 8.33% 
47.16% 42.22% 

9.00% 8.77% 
12.55% 14.16% 
19.61% 23.05% 
12.94% 13.33% 
10.22% 12.44% 


1.66% 


June 
32.38% 
25.61% 

71.33% 
41.66% 
9.38% 

15.83% 
25.22% 
14.11% 
12.05% 


May 
31.88% 


January 
Lubrications 
Oil Changes 
Wash— Polish % 
Minor Motor Work 47.83% 
Major Motor Work 9.22% 


Body 
Miscellaneous 


Average Operation 
Per Repair Order .... 


12.44% 


1.07% 1.75% 1.15% 
—Courtesy John E. Wolfe Co. 


32 Youths Win Ford Awards 


DEARBORN. — Winners of 32 | standing ingenuity award or an 
top awards — best among more | outstanding creative design award. 
than 40,000 entries — in Ford Mo- | The winners and their teachers 
tor Co.’s tenth annual Industrial| will receive three-day, expense- 
Arts Awards and Student Crafts-| paid trips to Detroit and Dearborn 
man’s Fair competition were an-|in September. Thirty-one of the 
nounced last week. | 32 top projects also won $100 first 

| place awards in various age groups 

ic ale cei epresent| and divisions of the competition. 
schools across the country, Proj- 

ects they made in regular school ‘ bagged now are ane =e 

uction n saies are makin out? - 

classes were selected for outstand- | MOTIVE NEWS gives you the entire story 











‘Research Group 


OKs 400 Fluids 


For Transmissions 


CHICAGO. — If the transmission 
fluid you sell bears the label “AQ. 
ATF,” you can be certain it will 
give you first class performance, 
according to the Armour Research 
Foundation of the Illinois Institute 
of Technology, an independent in- 
vestigation agency. 

The letters stand for “Armour 
Qualification — Automatic Trans- 
mission Fluid,” and they give as- 
surance that continued use of the 
fluid will protect a car’s automatic 
transmission. 

The Armour Foundation began 
evaluating formulas submitted by 
petroleum refiners seven years ago 
and now lists Type “A” transmis- 
sion fluids marketed under more 
than 400 names in the U. S. and 
foreign countries. 

The label plan was implemented 
shortly after the first automatic 
transmission was introduced. It was 
determined that a _ special fluid 





customers. 


ing achievement awards, an out-| every week throughout the year. 


would be needed. 





Now-Road Testing goes INSIDE 





for the ENTIRE POWER TRAIN 


Road-Test RIGHT INSIDE YOUR SHOP 
using the New Bear Autorol! 


Realize at last, the Full Profit Potential 
of your service operation! 





Check, adjust everything on the Power Train 
in the shop, at actual road speeds! 





Locate, correct Stubborn Troubles quickly, 
using the car’s own power! 


Simplify work on Automatic Transmissions, 
Carburetion, Ignition Systems, Differential, 
and many more! 
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Unique “Wedging Action” simulates road loads. Sofety- 
Gard shields (supplied but not shown) protect mechanic 
under car while wheels are spinning. Foot-operated Locking 
Broke holds traction rolfs while car is driven on and off the Autorol. 


With this new, inexpensive Bear Equipment you can 
radically cut costs and increase service profits over old- 
fashioned methods. With the Bear Autorol you virtually 
bring the highway inside .. . you “road test” cars and 
light trucks at actual driving speeds right in your shop. 


It’s the simplest, fastest, most versatile trouble shooter 
you've ever had in your shop. For checking automatic 
transmissions alone, Autorol is worth its weight in gold! 
Yet, you can use it to “road test” the entire power train. 


Think of the labor conserved by eliminating “once 
around the block” interruptions. Count the hours saved 
by doing away with time-consuming road tests. Imagine 
the increased accuracy and effectiveness of your service 
work, now that you can duplicate “‘on the spot,” the 
driving speed at which customers first notice the need 
for service! 


There are so many ways in which the Autorol can help 
you realize the full profit potential of your service oper- 







Available for 3 types 
of installations: 


1. Recessed model. 


2. Surface model with 


drive-on rack. 


3. Surface model with 
drive-on ramps. ® ® 
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take advantage of the available | which are making more than aver-| better rubber built into the Dual 
manpower is being mailed to every | age profit. 90 combined with the dual curva- 
B k h J k Weed dealer in the nation. He has built up his working | ture and more uniform distribution 
ac s op @ ac ee Some dealers — those who are| force with young men he has | of the load as result of its unique 
in the business for the long pull| trained over the years and nearly “two-tread” design have resulted in 
is and have the proper attitude| every department head in the | a tire that will last far longer. 
ion (Continued from Page 25) toward their business will read| three operations was one of those + * *& 
this booklet and do something) Young men he took in and | Neil's Misgivings 
\Q- courses in the schools, to make the | sticking in the business after only about it. trained. ILL O'Neil ident of Gen- 
will courses more closely related to the a few weeks’ try, I can’t be aS; But far too many will not aa If you are a dealer, at least take al ta ’ , can wa a 
ice, actual need in the dealer shops charitable as these men. \take the trouble to read the book-| time to read thoroughly, “What id =" th ebb > oe 
rch and to channel a higher type stu-| Much as I hate to say it, I am/ let through. Some will send it out TCE a a said "that = actually hed talento 
ute dent into the classes. becoming more and more con-|to their service manager without | 2 aati ln ings that they were bulidiug the 
in- This committee has done a/vinced that the dealers as a body|comment, and if he isn’t vitally | t a a atwer Qe jes Pagel tire too good — that it might actu- 
remarkably good job from its end. are doing an awfully poor job, and | interested in the future of the busi- pow pe the ‘oubtie sebedt hinhds ally outlive the car it was put on. 
cur | BM Penobscot Building I'am at lgging’ what’ may ‘tome Gy bee acti “il 4° nothing about it And see what you can do for your-| O'Neil is not going to like having 
ye odds with many of the leaders in| come the grave of the auto dealer : Se selves at the local level. it's vm. me pin this label on him for he 
as- : savor Merle St. we tel as certain as “death and taxes” | is anything but old in spirit, action 
this endeavor, such as erle as we Know him today. Heeded by Some that if ll will se look th s he has 
the Aubin, of General Motors; Ernie One of the main reasons that | i we FOR We Soe Woe ee eee ee vee oug . 
tice | Harrig, of Chevrolet, and Phil Hop- - : ET hundreds of dealers who are|that it will pay you individually | passed the famed three score and 
’ ’ the factories hav stuck | 
: ’ & e looked up to as the best dealers | and as a dealer group to do some-/ten. But to me he is one of. the 
kins, of Chrysler, who feel that the staunchly to the present method | ; ; hi bout the terrifi kabl in th b 
any dealers also have done a pretty 7 : : in their area have taken to heart thing about the terrific manpower/| most remarkable men in the rub- 
by & eed ich of merchandising their vehicles (the things recommended in this | problem. | ber industry. 
is- . have preceded it, and have built down to New York wi e Gen-| just after he had built his first 
= | Boys Discouraged dealerships. That is why one of yp a "loyal, well-trained crew of eral Tire gang to see the presenta- | stant in Akron and he had his 
na | HEN I see large classes of the major requirements of an | service men and other employes.|tion of their newest deluxe tire,| omice on the top floor. Ad sales- 
well-trained, ambitious young) #Utomotive franchise is that ade- | Por instance, I know one dealer | the Dual 90. This tire is reportedly| men, like myself had to come 
- men, graduated from our voca-| @uate service facilities be pro- | who was so broke in the early |the safest tire built today. General | up the freight elevator that ran 
tic tional schools each year, go beg-| Vided. thirties that he had to have the Tire says this tire is built so well| past the compounding room to 
an ging for jobs in dealership shops, But enough of this sermon.) factory finance division step into that no one knows how many safe | see him. If you had on a blue 
iid and when I see dealers and dealer- | These comments are a prelude to|his business to save him from /miles are being built into the car-| guit when you started up, it 


ship service managers do things 
to discourage these boys from 





effective, more useful tha 
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Make all your testing equipment more 


reporting that a new booklet tell- | 
ing dealers what they can do to 


nm ever! 


bankruptcy. But today he oper- 
ates three large outlets, all of 


Qmaric TRANSMISSIONS! 


cass, 
General engineers said that the 





| would be nearly white with chalk 
dust by the time you reached 
his floor. 

At that time his father owned 
and operated the largest depart- 
ment store in Akron, the M. O’Neil 
Co. Bill got his education in the 
rubber business by being one of the 
industry’s outstanding salesmen. 

This leads up to a squib that 
epitomizes a characteristic of Bill 
O'Neil that has stamped him as 
one of the business wizards of the 
industry. 

It seems that years ago there 
was a little flurry in Washington 
when the legal boys wanted to 
know if there hadn’t been a little 
collusion among the biggies in the 

* > 
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ation! You just cannot afford not to oan . 
all about this significant new development. 
See your Bear Jobber for an Autorol dem- 
onstration—you’ll hardly believe that it’s 
priced ’way under the $1,000 you’d expect 
to pay for such versatile, invaluable equip- 
ment. Ask for details on your Jobber’s 
pay-out-of-profits plan, too! Get all the exciting Autorol 
facts in a hurry. . . we'll rush this big, handsome Intro- 
ductory Presentation by return mail! It’s yours for the 
asking from Bear Mfg. Co., Dept. A-14, Rock Island, IIl. 


hard-to-find leaks that show up only when car is in motion. 
Trace shift patterns both up or down, on heavy or light throttle. 





PIN POINT IGNITION TROUBLES to an extent never 
before duplicated with road tests! Quickly find shorts in 
leads, troubles in points, condensers, distributors and solve 
many more tricky ignition puzzlers by the use of the Autorol. 





Safety Features Galore— 


The zigzag blocks in each of the dual 
treads of the new General Dual 90 are 
separated from each other and all have 
been ‘‘sliced’ across the tread, giving 
this tire an wuntold number of minute 
gripping edges to hold the road, even 
on very slippery days. The valley in the 
center between the treads is supposed 
to cool the tread and also will prevent 
side slip. 


DIFFERENTIAL HOWL, TORQUE AND REAR AXLE 
TROUBLES, etc. are duck soup on the Autorol. Tests can 
be carried out at various road speeds right in the shop, with 
a man in position to hear the point of trouble. 


Autorol can be an important factor in the PROPER 
APPRAISAL OF USED CARS, too! Helps estimate actual 
amount of repair necessary before resale, and aids in estab- 
lishing fair trade-in price. 


Invaluable for REBUILT ENGINE BREAK-IN. Close- 
tolerance rebuilds can be broken in on the Autorol at pre- 
determined speeds in a short time. Adds thousands of miles 
to life of motor! 


Just “DRIVE IT ON THE AUTOROL,” 
Step on the Accelerator—that’s all there’s to it! 
Solve all these POWER TRAIN PROBLEMS! 


OBSERVE THE BEHAVIOR OF AUTOMATIC TRANS- 
MISSIONS IN ACTION—Now make perfect adjustments 
under conditions that conform to actual road speeds. Works 
equally well with all automatics . . . Dynaflow, Powerflite, 
} Fordomatic, Powerglide, Ultramatic, etc. Easily locate those 


aa 


industry that might be judged as 


“restraint of trade.” 
> m - 


Asked About Prices 


H® WAS asked to appear before 

the investigating committee 
and he was asked if he had at- 
tended a meeting in the Lotus 
Club in New York where a raise 
in prices was discussed. He 
fortunately had not been at this 
meeting and told them so. When 
asked how it was General had 
raised prices on the very same day 
that the big companies in the bus- 
iness did, Bill told them that was 
the nature of the business, 

The rubber companies in 
Akron all watched each other 
with an eagle eye and all had 
their sources of information in 
the other plants so when a price 
change was in the making they 
| knew about it and were able to 
| match it at once. And that 
| happened in this instance. 

But Bill said that if the Lotus 
Club was the place where prices 
were raised, he wanted to belong 
to that club and joined up as fast 
as he could. 


SPOT HIGH-SPEED OIL LEAKS in transmissions, differ- 
ential, etc. by running the vehicle on the Autorol. 





BEAR. 





the much lower cost way to “road test” the entire Power Train! 
Copyright 1956, BEAR MFG. CO., ROCK ISLAND, ILLINOIS 











Grabski Ford Has 3'/2-Acre Site— 


five years. 
; . ee INDIANAPOLIS. — Thor Power 
Aerial view shows the new 3¥2-acre quarters of Leo Grabski Co. (Ford), Cleveland. Dallas Jobbers Elect Tool Co., Aurora, Ill. has started 
; is . construction of a new building to 
Beeler Vice-President 


It has 30,000 square feet of floor space plus a used-car lot, body-shop, used-car 
conditioning building and parking and car-storage areas. Organized 12 years ago 


with a six-man stoff, the firm now employs 53 persons, delivers four times as many ager of Schoellkopf Co.’s automo- 


new cars as in its first year and does eight times as much service work. 


ith 
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Service Briefs 


DETROIT.—Kent-Moore Organi- | president of the Dallas Automotive 
zation, Inc., has announced that it Wholesalers Assn. 
has completed moving into a new Beeler is working with a com- 
$400,000 office building in Warren, mittee of other officers to draw up 
Mich., south of the General Motors suggested modifications of the as- 
Technical Center. sociation’s bylaws. 
The move, the firm said, does advertising and publicity chairman 
not affect the address of the gen- for the Texas Automotive Whole- 
eral accounting and manufacturing salers Assn, open booth conference. 
offices in Jackson, Mich. Kent- * * * 
Moore offices have been in Detroit's Thor Moves Branch 


General Motors Bldg. since 1921. MILWAUKEE. The Milwau- 


* * % 
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CT K; TIMES ‘‘expected” life ! 


Mexican Firm Founded Tool Co., Aurora, IIl., 
MEXICO CITY. — A subsidiary moved to a new building at 3911 
lof American Brake Co. will soon W. Greenfield Ave. 
| begin manufacturing automotive oe 


parts here, following the exemption Thor Starts Building 
of the firm from Federal taxes for 


* 


Indianapolis Branch 


house its Indianapolis branch oper- 
Sam C. Beeler, man- ation. 

The new branch is the 25th in the 
tive division, has been elected vice- company’s chain of sales and serv- 


DALLAS. 
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Leading fleet superintendents specify BCA bearings. 
There's good reason why. BCA bearings stand up 
longer in the clutch! 


P BCA clutch bearings are specifically designed for 
automotive replacement service. They are made to 
original equipment specifications. 


P Precision high-carbon chrome balls, precision- 
ground carburized steel washers, and unique carrier 
assembly form a perfectly balanced design that 
assures correct running and smoother operation 
at all speeds. 


P There's no need for relubrication. The bearing is 
filled with a highly refined lubricant that remains 
stable at high temperatures. Ample lubricant space 
provides a more than adequate reservoir. Lubri- 
cant is accurately metered to each bearing. 


P Special bronze ferrule minimizes friction and wear 
on the carrier nose. 


Next time, put in BCA “Triple-Life’ Clutch Bearings. 
It pays. 


Federal-Mogul Service 


(Division of Federal-Mogul-Bower Bearings, Inc ) 
DETROIT 13, MICHIGAN 





Get the bearings you need WHEN you need them. 
Call your Federal-Mogul Service jobber. 





Beeler also is| 


kee branch office of Thor Power | 
has been | 


ice centers. Service engineers in 
Thor’s Chicago branch will trans- 
fer to the new location. A com- 
plete factory service station is to 
occupy a major portion of the new 
building. 
* * ae 

|Raybestos Introduces 


New Line of Adhesives 


BRIDGEPORT, Conn. — A new 
line of industrial adhesives, protec- 
tive coatings and sealers — com- 
prising both thermosetting and 
thermoplastic types of compounds 
—has been developed by Raybestos- 
Manhattan, Inc., here. 
| It is to be marketed under the 
|name of Ray-Bond. The adhesives 
are recommended for use in in- 
dustries ranging from aircraft to 
| building products where assembly 


|line operations are used. 
* - * 


Warren Mfg. Formed 


|'To Enter Auto Field 


WARREN, Pa. — Formation of 
Warren Mfg. Corp., here for pro- 
duction of new automotive prod- 
ucts used in freight, peroleum 
|and chemical hauling has been 
announced. 

The firm is erecting a factory 
building on a six-acre site west 
;of here. Production is scheduled 
|to begin later this year. Officers 
jare C. R. Betts, board chairman; 
| E. L. Betts, president; R. T. Betts, 
| vice-president; C. J. Kauffman, 
|secretary; and Ralph Gay, treas- 
urer. 





4 Gasoline Pamphlets 


| Published by NFPA 


BOSTON. — Four revised or 
amended standards treating stor- 
age, handling, and use of liquefied 
| petroleum gas have been published 
|by the National Fire Protection 
|Assn., according to Robert S. 
| Moulton, technical secretary. 
| They are: NFPA No. 59, “Stand- 
|ards for the Storage and Handling 
of Liquefied Petroleum Gases at 
Utility Gas Plants” (32 pages — 
35 cents); NFPA No. 58, “Stand- 
ards for the Storage and Handling 
|of Liquefied Petroleum Gases” (80 
| pages—35 cents); NFPA No. 52, 


| (Continued on Page 31, Col. 1) 


22 Jobber Items 
Responsible for 


60% of Volume 


(Continued from Page 25) 


years ago, were tenth, ninth and 
tenth positions respectively. Paint 
and body supplies which were tenth 
on the combined list were eighth, 
eleventh and seventh according to 
size of outlet. 

The current report is based on 
1955 operating figures supplied to 
NSPA’s marketing research com- 
mittee by automotive wholesaler 
members from every section of the 
country and representing all sales 
volume classifications. 

* +. * 

7S 1956 report indicates that 

the best month for automotive 
wholesalers in 1955 was October, 
which accounted for 10.15 percent of 
sales for the year, followed closely 
by November with 9.56 percent and 
September with 9.24 percent. 

Low month was February with 
6.94 percent, then January with 7.04 
percent and March with 7.39 per- 
cent. May, the month of the annual 
Safety Month drive in which most 
parts should be used if the nation 
was doing an outstanding job of 
checking all cars, was eighth high- 
est volume month last year. 

Sales expense amounted to 
47.03 percent of wholesalers’ gross 
profit on merchandise and shop 
sales; general and administrative 
expense took 32.92 percent, and in- 
direct expenses accounted for 7.11 
percent. Annual stock turnover 
was at the rate of 3.48 times per 
year and represents a slight in- 
crease over 1954. 

Three dollars and thirty seven 
cents worth of replacements parts, 
equipment, tools, chemicals, refinish- 
ing materials, supplies, accessories 
and machine shop service were sold 
for every dollar of working capi- 
tal automotive wholesalers had in- 
vested in their business in 1955 as 
compared to $3.40 in 1954 and $3.61 
in 1953. 

Thirty products or product cate- 
gories which contributed '% percent 
or more of automotive wholesalers 
total volume were included in the 
| current report. 
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Service Briefs 





‘Continued from Page 30) 


“Liquefied Petroleum Gas Piping 
and Appliance Installations in 
Buildings” (42 pages--35 cents), 
and NFPA No. 51, “Standards for 
the Installation and Operation of 
Gas Systems for Welding and Cut- 
ting” (28 pages—35 cents), These 
are available in pamphlet form from 
the NFPA, 60 Batterymarch St., 
Boston. They will be included in 
the 1956 edition of the National 
Fire Codes to be published in Sep- 
tember. 


Airtex Offers Exchange 
On Junk Pump Cores 


FAIRFIELD, Ill. — Airtex Prod-| 
ucts, Inc., has announced extension 
of its policy whereby junk fuel 
pump cores can be traded in or 
credited against the purchase of 
new Airtex water pumps. 

Under the plan, any worn out 
fuel pump, regardless of make or 
condition, will be accepted for| 
credit. Single type cores are worth 
25 cents and dual cores are worth 


MEWA Accepts 
59 Applications 
For Membership 


CHICAGO. — The board of direc- | 
tors of the Motor and Equipment} 
Wholesalers Assn. has formally ac-| 
cepted 55 applicants for member-| 
ship. They are: | 

Academy Auto Parts Co., Yonk- 
ers, N. Y.; Accessorios De Tijuana, | 
San Ysidro, Calif.; Alpena Supply) 
Co., Alpena, Mich.; Appalachian | 
Auto Parts Co., Knoxville, Tenn.; 
Auto Tire & Parts, Cape Girardeau, | 
Mo.; Automotive Supply Co., Rex-| 
burg, Id.; Automotive Wholesalers, | 
Inc., Pocatello, Id.; Auto Parts Co., 
Inc., Kingsport, Tenn.; Auto Parts) 
& Supply Co., Inc., Greenville, S. C., 
and Baron Bros. Carburetor & Ig-| 
nition Co., Englewood, N. J. 

Bennington Garage Corp., Ben-| 
nington, Vt.; Berry Bros., Inc., Lake | 
Charles, La.; Bewick Supply &| 
Equipment Co., Kansas City; B & H| 
Auto Supply, Inc., Cape Girardeau, | 
Mo.; Blackfoot Motor Supply Co., 
Inc., Blackfoot, Id.; Blair Motor} 
Supply Co., Clarksburg, W. Va., and| 
W. W. Britton, Inc., Beverly, Mass. 

Central Auto Electric Co., Den- 
ver; Chelsea Auto Parts Co., Har- 
risburg, Pa.; Clark Auto Equipment 
Co., State College, Pa.; Clay Center 
Auto Parts, Clay Center, Kans.; 
Compton Auto Parts Co., Martins- 
ville, Va.; Continental Auto Supply, 
Harrison, Ark.; Cookeville Auto 
Supply Co., Cookeville, Tenn.; W. E. 
Davis Co., Providence; Decatur 
Auto Parts Co., Decatur, Ga., and 
Dent’s Motor Parts, Berwick, Pa. 

East Alabama Auto Parts, Ope- 
lika, Ala.; Electric Service Co., Po- 
catello, Id.; Elkton Auto Parts, Elk- 
ton, Md.; Etowah Welding & Parts, 
Etowah, Tenn.; Fleet Supply & 
Machine Co., St. Paul; Garner Sup- 
ply Co.. Beaumont, Tex., and Gen- 
eral Motor Supply Co., Camden, 
N. J. 

Genuine Parts, Inc., Gastonia, N. 
C.; Groseclose Auto Electrical Serv-| 
ice. Bluefield, W. Va.; Grunberg) 
Auto Supply, Grand Rapids. Mich.; | 
Harrisonburg Wheel & Parts, Inc.,| 
Harrisonburg. Va.; Harwell Auto 
Parts Co., Sikeston, Mo., and Her- 
cules Specialty Co.. Spokane. 

Johnston Auto Supply Co., Dot-| 
han, Ala.; Jones Motor Co., Green 
Bay, Wis.; Kopp & Arnold, Inc., San 
Antonio, Tex.; Mazer Bros. Auto 
Parts & Equipment Co., Baltimore; 
National Parts, Inc., Bluefield, W. 
Va.; North Bend Auto Parts, North 
Bend, Wash., and Nyack Auto 
Parts, Inc.. Nyack, N. Y. 

Petree Brothers, Pensacola, Fla.; 
Reynolds Automotive Supply, Tex- 
arkana, Tex.; Selland Motor Parts, 
Enumclaw, Wash.; Smith Auto 
Parts Co., West Plains, Mo.; Stand- 
ard Unit Parts Co., Minneapolis; 
Stewart Auto Supply, Ogden, Utah; 
George T. Stoicheff, Lewiston, Pa.; 
Suwannee Auto Parts Co., Live Oak, 
Fla.; Taylor Parts & Supply Co., 
Andalusia, Ala., and C. Edgar Tho- 
man Auto Electric, Lewistown, Pa. 

Twin City Auto Parts Co., Inc., 
Bristol, Tenn.; United Auto Sales, 
Ine., Aurora, Ill.; Waynesboro Auto 
Parts, Inc.. Waynesboro, Va.; Wheel 
Service Co., St. Paul, and Yor- 
gason’s, Ogden, Utah. 














| April over $28,991,000 last year and 
| at $169,679,000 for the four months) 


50 cents. Therefore, two single type | 
junk fuel pumps or one dual type| 
junk fuel pump can be applied to} 
the purchase of a new water pump. | 
The cores are turned over to Airtex | 
jobbers who send them to the fac-} 
tory to receive full credit. | 

* * + 


Parts Sales Gain 


OTTAWA.—Dealer sales of auto- 
motive parts and accessories at 
wholesale showed a 161.4 percent 
gain during April over the same| 
month last year. Such sales jumped | 
74.2 percent in the first four-month | 
period over a year ago, according 
to the Canadian Government source. 
Sales are estimated at $75,796,000 for 


over $97,426,000 a year ago. 





= oa . 
Canadian Trade Rises 
OTTAWA. — Canadian ship- 


ments of automobile parts to for- 


eign markets increased to $6,328,- 
000 in first quarter this year from 
$3,283,000 last year. Shipments of 
passenger cars advanced to $3,198,- 
000 from $3,059,000. 


a +t * 
‘Genuine Chamois’ Seal 


Adopted by Producers 


NEW YORK. — A “genuine 
chamois” seal has been issued by 
principal producers of chamois 
leather in the U. S., according to the 
Leather Industries of America. 

The trade group said the seal is 


| part of a promotional and educa- 


tional campaign designed to protect 
wholesalers, retailers and customers 
and “to end misrepresentation of a 
variety of inferior materials now 
being sold as chamois.” 

* + * 


10,000 Brake Checkers 
Given in Safety Campaign 

ST. LOUIS. 
ment Co. here has announced that 
it distributed over 10,000 Brak 
Chek-kers to safety-check chair- 
men all over the country in con- 
junction with this year’s May 
Safety Check Campaign. 

Barrett said the device is a way 
of determining whether a car’s 





Shattuck Trophy Winner— 





Barrett Equip- | 


Winner of Walker Mfg. Co.'s Shattuck 
Trophy for 1955 is W. W. Hardy (left), 
| Chicago, the company's midcentral district 
manager. The trophy, being presented by 


| 


manager, is awarded annually to 
company's outstanding district chief. 





| brakes are unsafe, by measuring 
the travel of the foot pedal from 
the “at rest” position to the point 
where the brakes make contact. 





Wayne E. Rapp, Walker wholesale sales | 
the | 
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Barrett said this service was part 


of their program to reduce the 
number of unsafe vehicles, 
Bo tk * 


Open House at Monrovia 


MONROVIA, Calif. — Monrovia 
Motor Parts held a formal opening 


|}and outdoor fair in its new build- 


ing at 901 S. Myrtle Ave. New 
machines and equipment were 
demonstrated by factory repre- 
sentatives, 


* * * 


Phillips Picks Scully 


ENGLEWOOD, N. J. — Scully 
Bros., manufacturer's sales agents 
here have been appointed eastern 
and New England representatives 
for Phillips Mfg. Co., Inc., Minne- 


apolis, Minn. 
* * + 


|Car Freshener Names 


3 New Representatives 

WATERTOWN, N. Y. — Car- 
Freshener Corp. and Milak, Inc., 
here have announced the appoint- 
ment of three new sales repre- 
sentatives. 

They are: Knight & Associates, 
Detroit; Carl R. Smith jr. Glen- 
side, Pa. and Richard Davila, 
Hato Rey, Puerto Rico. 








) 
= 
€ ee Te 


HOLMES 


Here’s a New Tool actually worth its weight in Gold to 
anyone repairing or lubricating universal joints. This 
new Holmes Tool not only speeds up such work but 
greatly simplifies disassembly and reassembly. With it, a 
mechanic can easily remove the retaining rings and quick- 
ly force-out the bearings for lubrication or repairs ... 
without damage to parts or the use of a metal drift and 
hammer to drive out the press-fit rollers. Use of this Tool 
saves from 30 to 45 minutes on such jobs and is a valu- 
able asset to any Shop or Service Station interested in 


oe a New Tool Every Shop Needs 





universal joint profits. Place your order Today. 


‘ 


UNIVERSAL 
JOINT TOOL 


..-.- for work on 





- 


DISASSEMBLY — Snap rings 
are easily removed with 
this Tool and then bearings 
are pressed out of yoke 
without removing propeller 
shaft from car. Note ease 
with which bearings are 
being removed. 


Universal Joints 





REASSEMBLY — After lubri- 
cation or replacement of 
bearings, this Tool can be 
used to quickly reassemble 
the universal joint without 
damage to parts. Tool can 
be used either under the 
car or in vise as shown. 


HOLMES SERVICER’ for Testing and 
Reclaiming Hydraulic VALVE LIFTERS 


Today there’s an estimated eight million motorcars, each using from 
12 to 16 Hydraulic Valve Lifters. To keep these millions of component 
parts working at top efficiency, Holmes has developed a new precision 
machine for servicing Lifters that takes all the headaches out of such 
work. Use of this machine greatly simplifies the job of disassembling, 


cleaning and reassembling all lifters . . . 


even those stuck inside the 


tappet body. In 10 to 15 minutes a full set of Lifters can be checked, 
giving each an accurate leak-down test before being placed back in 
service. The Holmes Servicer eliminates guess work, prevents’ the 


scrapping of useful lifters . . 


. and soon pays for itself in increased 


profits and customer satisfaction. Order from your Jobber Today! 


HOLMES LIFTER REMOVING TOOL’ 
For All 6 Cylinder CHEVROLETS and Straight 8 BUICKS 
Use of this Tool solves one of todays most aggravating and time 
consuming operations . . . the removal of Hydraulic Valve Lifters 
that are stuck inside the Cylinder Block. With this Tool, any 
mechanic can easily remove such Lifters from the top side of the 
engine without having to take off the oil pan and drive the Lifters 
out. The Tool is designed with a tee handle on one end, an internal 
expanding chuck on the other which can be snapped into the lifter 
body and locked in place. Lifters so gripped are easily removed 
without distortion or damage. Get this much needed Tool Today. 


*Patent Applied For 


Order from your jobber... wi ain. Or Write Factory Direct 


ERNEST HOLMES COMPANY 
ee te eet ee ee arte ee 


CHATTANOOGA 7, TENNESSEE 


2505 EAST 43rd STREET 
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For example, only 3.9 percent of 
| the One-Fifty two-door sedans or- 
| dered had the same specifications. 
|In the same body style, only 2.8 
|percent of the Two-Tens and 2.9 


Chevrolet Study 


Indicates There’s 





No ‘Standard’ Car 


DETROIT. — The complications | 
of manufacturing and merchandis- | 
ing created by the buyer’s demand | 
for distinction in automotive ap-| 
pearance and performance has been | 
emphasized by a Chevrolet mar-| 
keting study. 

The division analyzed the 
passenger-car orders for one month 
in one zone and found that 3,601 
of 8,348 orders required an ex-| 
clusive combination of specifica- 
tions. 


| percent of the Bel Airs were alike. 


Two-door hardtops furnished an- 
other example. Of 848 orders in 


one series, 268 had no counterparts. | 


The largest number with identical 
color, equipment and trim was 27. 
Commenting on the study, W. E. 


Fish, Chevrolet general sales man- | 


ager, noted 


it means that more} 


cars are required in inventories to| 
meet immediate customer demand | 


and that dealers must make a more 
intensive study of public prefer- 
ences than in the days of fewer 
options. 








there’s a Borroughs Bin to meet any parts storage need! 


———— 






Kt 


PUTT 
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no bin offers more features 
than the Borroughs Bin! 


You positively can cut your installation and change-over 
time with Borroughs flexi Bins. You save time in re-arrang- 
ing shelves, dividers and trays. You give customers faster 
service. Compare before you buy, and you will discover 
that Borroughs Bins are the Best Buy in Bins. 


sliding shelves 


.. adjustable without bolting ..they slide in and out 


instantly, on 12” centers. 


.. snap 
travel with dividers. 


theyre stronger 


.. shelves are 18 gauge, frame has separate base and 
top bolted to uprights and back to give greatest 


rigidity. 


they’re your color 


.. electrostatic baked-on enamel in green, gray, buff, 


white, cascade, or tile. 


into position any place you want them. . labels 


dividers 


GM Report Favorable .. . 


Free-Piston Has Future 


SAN FRANCISCO. — The new 
GM-14 free-piston engine is a future 
contender in the commercial power 
field, according to Gregory Flynn 
jr. of the General Motors research 
staff's mechanical development de- 
partment. 

“During the past few years we 
have learned most of the facts... 
of free-piston engines,” Flynn told 
the West Coast meeting of the 
Society of Automotive Engineers. 


there’s NO Bin like the 
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“We are convinced of their many 
real advantages and we are aware 
of their problems and limitations.” 


A total of 25,000 hours of testing) 
by GM, he said, indicates future de- | 


velopment will improve the en- 
gine’s power output, economy and 
reliability. 


GM-14 is described as a free- 


| piston gasifier or generator primar- 


ily designed for ship propulsion or 
power station operation. It is an 









Any of these Borroughs 
warehouse distributors 
will gladly furnish you 
FREE layout service. 


LOUIS A. ALEXANDER 
264 W. Beacon St., Watertown, Mass. 


AUTOMOTIVE BIN SERVICE CO. 
10040 Freeland, Detroit, Mich. 
20 East North St., Buffalo, N.Y. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th St., indianapolis, Ind. 
204 Builders Bidg., Louisville, Ky. 
8905 Lake Ave., Cleveland, Ohio 
BINS & EQUIPMENT CO. 


1918 Buford Highway WE, Atlonta, Ga. 
1723 Harkisheiner, Jacksonville, Fia. 


BORROUGHS MFG. CORP. 
121 Varick St., New York, W.Y. 


W. W. CANNON CO. 
9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore, Md. 
1580 WN. 52nd St., Philadelphia, Pa. 


GREEN-PENNY CO. 
421 E. Washington, Los Angeles, Calif. 


WM. A. GORE CO. 
1834 Adeline St., Oakland, Calif. 
408 8th Ave. N., Seattle, Wash. 


FELIX F. LOEB CO. 
8810 South Vincennes Ave., Chicago, iil. 
MILLS-MORRIS CO. 
171-187 S. Dudley, Memphis, Tenn. 
MODERN BIN EQUIPMENT CO. 
734 WN. Fourth St., Minneapolis, Minn. 
SIGGINS CO. 
704 Broadway, Kansas City, Mo. 
1236 S. 13th St., Omaha, Neb. 
906 Hubbell Bidg., Des Moines, lowa 
SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis, Mo. 
SPARKMAN-BARKER CO. 
550 Santa Fe Dr., Denver, Colo. 
WICKWARE-STACKBIN, LIMITED 
Box 220, Billings Bridge, Ont., Canada 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


emp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 





experimental prototype of six gasi- 
fier units GM’s Cleveland Diesel 
Engine division is supplying the 
Office of Ships Construction and 
|Repair of the U. S, Maritime Ad- 
| ministration. 


The units are being installed on 
a repowered converted Liberty ship, 
the SS William Patterson, scheduled 
for trans-Atlantic service. 


Basically the GM-14 is said to 
operate like a huge air pump or 
compressor, utilizing the diesel 
compression ignition principle. A 
pair of compressor pistons bounce 
back and forth in a single cylin- 
der, pumping hot gases into a gas 
turbine from which shaft horse 
power is obtained. 


It is rated at 1,250 gas horse- 
power and has a thermal efficiency 
of 43.5 percent. Flynn said some 
of its development problems were 
essentially the same as those fa- 
miliar to engineers working on high 
output conventional Diesel engines. 

He said one of the free-piston 
engine’s main advantages is an in- 
sensitive fuel appetite. 

“It seems that these engines do 
not care whether they get fuel with 
octane or cetane numbers,” he said. 
“We have successfully run one free- 
piston engine on a range of fuels 
varying from 100 octane gasoline 
through the gasoline range, kero- 
sene, diesel fuel, Bunker ‘C’ and 
crude oil. 


“In addition, we have run it on 
vegetable and animal oils, such as 
whale oil, cottonseed or peanut oil. 
The only noticeable effect on en- 
gine output under these test con- 
ditions is the power output varies 
directly as the content of the fuel 
being used.” 

Flynn said early test work was 
done on several types of Euro- 
pean models and at least eight 
major problems appeared during 
endurance runs. All were virtually 
overcome either by design changes 
or modification of lubricants, 
such as the use of standard 
heavy-duty oils. 

Flynn said design changes im- 
proved the engine's cooling and re- 
duced valve deposits and valve 
leakage. A midget version of free- 
piston power is now being tested on 
the XP-500, an experimental passen- 
ger car recently announced by GM. 


57 Pacific Show 


‘Picks Committees 
For Seattle Event 


| SEATTLE.—Committees for the 
|1957 Pacific Automotive Show to 
be held here March 7-10 have been 
announced by Ray H. Gerlach, 
| president. They are (all are from 
Seattle unless otherwise stated): 
| Show: William A. Regalia jr., 
| chairman, Regalia Auto Parts Co., 
Inc.; Charles Hayter, Motor Parts 
| Machine Co.; Joe Cornell, Timken 
| Roller Bearing Co.; Russ Fleischer, 
Colyear Motor Sales Co.; Paul 
Hughes, Gates Rubber Co.; Robert 
|M. Murray, D. James Murray Co.; 
William J. O'Hara, Piston Service, 
|Inc., and Charles Skaggs, Skaggs 
| Automotive, Inc., Spokane. 
CrepenTiats: C. A. Nudelman, 
|Motor Car Supply Co., chairman; 








H. F. Linder, Skil Corp.; E. C. 
Walling, Ballou & Wright; Jack 
Pitzer, General Parts Co.; E. P. 


Marilley jr., Marilley Auto Parts 
Co.; Swan Kjos, manufacturers’ 
representative; R. W. Fredericks, 
Champion Spark Plug Co., and 
peuees Stewart, Charles Stewart, 
ne. 

SponsorInc WHOLESALERS: Frank 
B. Smith, Smith Auto Parts Co., 
Inc., Portland, chairman; Les Gal- 
laugher, Piston Service of Univer- 
sity, Inc.; Walter Jensen, Ray- 
bestos Division; Sid C. Berwanger, 
retired manufacturers’ representa- 
tive; A. H. Bean, manufacturers’ 
representative; Dan P. Cheney, 
Northwest Motor Welders; John 
P. Miglorie, West Seattle Auto 
Parts; William E. Douglas, Piston 
Service of Westlake, Inc.; R. W. 
McMahon, Motor Parts & Equip- 
ment, Tacoma; Glenn Hayes, Bear- 
ing & Rim Supply Co., Spokane, 
and Ray Jones, Jones Auto Supply, 
Inc., Spokane. 

Fioor: Frank W. Lescher, Fram 
Corp., Bellevue, and H. Saunders, 
Charles Stewart, Inc. 

Hovusine: A. J. Barash, Seattle 
Hotel Assn. 


Gerlach named Jack Dowling as 
chairman of booster activities and 
Martin R. Trepp, Automotive News 
correspondent, as publicity chair- 
man. 








>. _ a oe 


iH wr wees & 


~  @ & we & 





Our Service Absorption 
Increased from 15/0857 


































Mark Gant, a veteran of 19 years in the Ford 
Sales and Service field and popular head of Mark 
Gant Motors in Park Ridge, Illinois, is “sold 
on Sun’’. Here’s why: 


“Our service absorption zoomed from a lowly 15% to an average high of 85%, 
thanks to a program of service selling backed up with Sun Test Equipment. 
Motor tune-ups make up 50% of our service business, and the Sun Tune-Up 
Tester has certainly been our answer to gaining greater tune-up volume, in- 
creased parts and service sales, and enthusiastic customer satisfaction. What’s 
more, sales records prove that our satisfied service customers have become our 
best new and used car buyers.” 


ds ER ea 


Walter Timm, genial Service Manager of Mark 
Gant Motors, backs up the boss with: 


“Like all of our Sun Test Equipment, the Sun Tune-Up Tester really ‘pays its 
way’. Motor tune-up is a large volume operation in our shop, and we depend on 
the Sun Test Equipment to turn out a fast, accurate, no ‘come-back’ job every 
time. Because troubles are quickly located and parts and service are sold on the 
basis of proven need, we’re convinced that our four Sun Tune-Up Testers return 
more profit-per-dollar-invested than any other equipment in the shop.” 


“e 


oe WS (Left) Checking nine important tune-up areas in 
Dh ten minutes. (Right) Noting results of tests on 
- - ia”, a Thunderbird. 






SUN Master Motor Tester ; ‘ 
Follow Mark Gant’s successful lead to greater SERVICE ABSORPTION with SUN 


Automotive Testing Equipment. More tune-up business means more parts sales, 
more customer labor, more satisfied, repeat customers. 







SUN ELECTRIC CORPORATION, 6323 N. Avondale, Chicago 3, Illinois 


. .. and now, on the road to greater SERVICE ABSORPTION, let your SUN repre- 
sentative show you how Sun Equipment can build more service sales for YOU. 








SUN Master Distributor Tester 





nn 


| * 





Celebrating 19 Miles of Pontiacs— 


On its second birthday, Standard Pontiac, College Park, Md., reported it has sold 
5,743 new cars which, if placed end to end, would extend more than 19 miles. Look- 
ing on as Marian Himelfarb cuts a birthday cake are (from left) Harold Himelfarb 
and Edward Friedson, dealership principals, and John C, Bates, Pontiac zone manager. 
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On the Financial Front 


National 





Inc., 
reported last week that the com- | 
pany’s consolidated net loss for 
the six months ended June 30, 
amounted to $48,860, 


* * * 


Borg-Warner Corp. has reported a Automotive Fibres, 
net profit of $14,451,362 for the first 
half of 1956. This compares to ear- 
nings of $18,792,897 for the first six 
months of 1955. 
The firm reported that this was) ‘ 
earned on net sales of $248,306,838 in | L-O-F Fibre Glass 
the first half of 1956 as compared Libbey-Owens-Ford Fibre Glass 
to sales of $283,916,530 for the first) cq, Toledo, first-half report, 1956 
six months of 1955. vs. 1955: Net profit after taxes, 
fae $276,457 in 1956. First half of 1955 
Hastings Mfg. noncomparable due to non- 
Hastings Mfg. Co. recurring adjustments to earnings 
Mich. first half report made during the period as the 
1955: Profit, $80,902 and result Gf & merger. 
sales, not given. 
* * * McLouth Steel 
Associated Spring McLouth Steel Corp., Detroit, 
. . , first half report, 1956 vs. 1955: Net 
oan Be oe ee oe earnings, $4,308,881 and $2,211,321. 
sees: "Profit $1,692 100 and ‘$1 702... Second quarter net earnings (1956 


179 and $1,672,441. 
089: sales, $27,415,314 and $26255,- VS 1955), $2,224,179 and $ 
104, 


Hastings, 
1956 vs. 
$202,156; 


* * * 


National Fibres 


John G. Bannister, president of 


Stewart-Warner Reports 
°56 Profit of $3,178,028 
Stewart-Warner Corp., Chicago, 





Satin Prime 

















DPE-1338 
SATIN PRIME 
a ortmer-selt” 










PRIMER is a highly effective rust inhibitor. 


Ditzler’s FERROCHROME PRIMER DPE-1202 Inhibits Rust! 


e Besides new SATIN PRIME, Ditzler also makes available its popular FERRO- 
CHROME PRIMER, DPE-1202 specifically formulated for industrial and fleet 
. use. This is a red oxide non-sanding primer. In addition to all the excellent 
properties to be found in new SATIN PRIME, DPE-1338, this FERROCHROME 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


... No sanding 


... Apply finish coat 
immediately! 


ITZLER now introduces new saTIN PRIME 
—DPE-1338. This new light gray non- 
sanding primer sealer is specially prepared to 
give faster and better results when repainting 
the attractive pastel colors on today’s two-tone 
motorcars and trucks. 


e@ By reducing with Ditzler’s DTE-101 or 
DTE-202 for spraying, new SATIN PRIME can 
be applied in a one wet coat film. It covers 
equally well over bare metal or properly 


prepared old lacquer or enamel. A thin coat gives you all the advantages 
plus a better finish than a heavy coat. No sanding required. 


e@ New SATIN PRIME flash dries in 15 minutes. Lacquer or enamel may be 
applied immediately after flash drying so that primer sealer and color coat 
dry down thoroughly together. You'll find SATIN PRIME gives you better 
holdout and adhesion than any other similar product you’ve ever tried. 


830,083, 


has reported a profit of $3,178,028 
for the first half of 1956 which 
compares to $2,180,383 earned dur- 
ing the first six months of 1955. 
This was earned on sales of $57,- 
up from the $54,302,773 
figure of the first half of 1955. 


* * * 
Twin Coach Reports 


$86,267 Profit in °56 


A profit of $86,267 for its six 
| months’ operations in 1956 has been 
reported by Twin Coach Co., Kent, 
|O. During the second quarter, the 
company earned $157,776 to offset 
la loss of $71,509 in the first quarter 
| of this year. In the first half of 1955, 
| Twin Coach reported a loss of $148,- 
| 531. 

This year’s sales to July 1 totalled 
$12,374,262 as compared to $11,289,- 
900 last year. Net income included 
$160,832 profit from the sale of one 
of its five local plants purchased by 
Purolator Products, Inc. 

* + + 


Arvin Sales and Earnings 


Trail 1955 for First Half 


| Sales of Arvin Industries, Inc., 

| Columbus, Ind., dropped 6.5 percent 

| during the first half of 1956 and 
earnings were 9.7 percent below the 
corresponding period of 1955, ac- 
cording to figures announced by 
Glenn W. Thompson, president. 

| First-half sales in 1956 were $14,- 
489,982 against $15,497,890 and earn- 
ings were $824,235 against $913,233. 

* 


x . 


| 
| 


American Steel Foundries 


American Steel Foundries, Chi- 
cago, three-quarter (ended June 30, 
| 1956) report, 1956 vs. 1955: Profit, 
$6,709,522 and $2,352,338; sales, $89,- 
| 926,007 and $58,493,594. 


* * * 


Commercial Solvents 


Commercial Solvents Corp., New 
| York, second quarter report, 1956 
vs. 1955: Net profit, $663,026 and 
$757,985; sales $14,449,538 and $12,- 
010,718. 


= 7 > 
Southwestern Investment 
Southwestern Investment Co. 


Amarillo, Tex., third quarter report 
(1955-56 fiscal year), 1956 vs. 1955: 
Net earnings, $799,225 and $610,499; 
business volume, $84,794,244 and 
$89,773,914. 


: 7 > 
Elastic Stop Nut 
Elastic Stop Nut Corp., Union, 
N. J., first half report, 1956 vs. 
1955: Profit, $869,201 and $731,679; 
sales, $11,510,845 and $9,767,260. 
* * 


> 
Federal-Mogul-Bower 
Federal-Mogul-Bower Bearings, 

Inc., Detroit, first half report, 1956 
vs. 1955: Profit, $4,150,708 and $3,- 
860,614; sales, $40,042,026 and $44,- 
320,041. 

- + ck 

Brown Rubber 


Brown Rubber Co., Inc., Lafay- 
ette, Inc., first half report, 1956 
vs. 1955: Profit, $132,672 and $426,- 


891; sales not given. 
- * 


National Malleable & Steel 


National Malleable & Steel Cast- 
ings Co. first six months, 1956 
vs. 1955: Sales, $34,108,569 and $29,- 
358,968; profit, $2,014,772 and $1,- 


030,148. 
* ok * 
| Clevite 
Clevite Corp., Cleveland, first 


half report, 1956 vs. 1955: Profit, 
$1,556,087 and $2,672,957; sales, 
$36,528,043 and $36,228,355. 


Daytona Beach 


Speedway OK’d 

DAYTONA BEACH, Fla. — Ad- 
vertisements for bids for construc- 
tion of the new 2% mile Daytona 
Beach speedway will be ordered 
within the next month, it was re- 
ported as the Florida Supreme 
Court removed the final legal 
hurdle. 

The court approved validation of 
the $2,900,000 bond issue. 

The new speedway will be con- 
structed on U. S. Route 92, three 
miles west of downtown Daytona 
Beach, between the municipal air- 
port and the Volusia County 
Kennel Club. 

It will be built by the Daytona 
Beach Racing and Recreational 





DITZLER 


PAINTS e GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Authority and leased on a long 
term contract to the Daytona 
Beach Motor Speedway Corp., 
headed by Bill France, founder 
and president of NASCAR. 


———— 
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A Few Predictions... 
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Auto Letter from Europe 


By George L, Glaser 
Staff Correspondent 

eee at Germany. — As a 

result of a direct, personal sur- 
vey conducted on the Continent, a 
number of predictions are possible 
which should help answer a num- 
ber of inquiries which have been 
received from the U.S. 

1.It may be that Ferrari, the 
Italian custom-sports car builder, 
will be able to state that it was the 
first in selling to the public a gas- 
turbine powered car. 

In the race for this distinction, 
Ferrari is said to be rushing to 
completion a car with a Fiat gas 
turbine which may sell in the 
$20,000 price range. 

2. The world may never again 
see a Mercedes Grand Prix racer 
with a piston engine. 

The next grand prix formula will 
have a provision for gas-turbine 
equipped race cars and the Daimler- 
Benz program in regard to a gas 
turbine should be well advanced. 
This power plant may first appear 
in a racer before going into the 


commercial field. 
* * + 


Underfloor Diesels 


MORE underfloor Diesel en- 
* gines for buses and trucks will 
appear in 1958 when the rear engine 
will become less popular except in 
some long distance buses. 
However, these new “pancake” 
jobs will not be in-line engines, 
tilted sideways, but boxer type, 
opposed units. At the same time, 
tests with air suspension are be- 
ing pushed. 
4. Ford in Cologne, Germany, 
probably will shelve its small car, 


below VW price, project. However, | 


a slightly more powerful and larger 
brother to the popular Taunus may 
be in the making. 

By the way, the quality truck pro- 


gram with the new two-stroke cycle) 


diesel engines seems to be paying 
dividends. Having to rebuild a not- 


too-hot reputation in the truck field, | 








sales are now slowly, but surely,| 


climbing. 


5. GM’s Opel may soon start to | 


utilize its new stamping plant by 
preparing a slightly larger, more 


modern Olympia Record, needed 


to compete with Ford. 


It is hoped that the new car may 


have wipers which are not driven 
by the camshaft of the engine. 
* * * 


VW Project Dips? 


6 VOLKSWAGEN probably will 
* never release the prototype 600 
cubic centimeter car which was de- 
veloped some time ago as a study 
project. 

The regular VW has sufficient 
cushion in regard to price, body 


styling change and other improve-| 


ments to keep up the flow of orders 
which as it seems now, will never 
be completely filled. 

Since addition of some African 
outlets, the situation in regard to 
delivery delay does not look more 
hopeful, However, do not look for 
the body switch before the second 
million VW has been delivered, 
even so the styling change very 
likely is beyond the point of no 
return. 

7. Transmissions of German cars 
soon will be fully synchronized 
which means that the first speed 
also will be included in this im- 
provement. 

Difficulties appear however in re- 
gard to the transmissions for the 
below VW small car class. Prices 
from about $680 to $800 may not 
allow the luxury of synchronization. 

* * * 


Small Car Fever 


NEW fever has broken out in 

Germany: Mobiles—very small 
cars planned for those who want 
extreme economy, and for those 
who are switching over from two- 
wheel vehicles. 

While some firms have been 
tooling up for genuine mass pro- 
duction, others are entering the 
car business with what seems to 
be inadequate means. 

It is predicted that next year at 
this time, the sales positions in the 
smallest car class may look like 
this: NSU, the large motorcycle 
firm, may have reached first or sec- 

ond place with a _ two- cylinder, 
forced draft cooled, rear engine, 
car. It will sell at around $800, have 
overhead camshaft, HP about 22, 





steel body and will resemble a very | 
small Porsche. 


Competing for first place may 
be the mass-produced DKW, a 400 
cubic centimeter small car with 
front wheel drive, and a typical 
valveless DKW-Auto Union two- 
stroke powerplant and, perhaps 
a plastic body. Price about like 
NSU. Lloyd, a pioneer in this field, 
will continue the fight and prog- 
ress. 

Hans Glass, not Russ Glass who 
is at the Air Force Exchange Sys-| 
tem, will, due to fine performance 
of his Googomobile (in foreign 
countries called “Isard”), be able| 
to stay successful in this business. 
His tiny car with a well-designed 
two-cylinder, two-cycle air-cooled 
engine has won the admiration of 
the Swiss in various contests. 

* * * 


Dornier Delta 


EW also will be the Dornier 
Delta produced by Zuendapp of 
Nuernberg. I saw the prototype, the 











9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


front and rear doors are now of 
more conventional type and do not 
open by swinging up. 

The engine is midship, The car 
looks promising. Two powerplants 
will be available, the small economy 
type and the two cylinder 600 cubic 
centimeter. Zuendapp also will have 
a sport convertible with the two 
cylinder engine, styling on Ghia of 
Torino. 

While all these cars are air 
cooled, Fiat with the 600 four- 
cylinder which is liquid cooled 
should not be forgotten, even so | 
the price is a bit higher. 

Also, BMW's Isetta with 30,000) 
sales behind it,, should be men-| 
tioned, however, considerable model | 
changes are planned in order to re-| 
main in this highly competitive field, 
where a dime in pricing will count. | 


| Another six to 10 other entrances 


into this field could be mentioned. 
However, chances for survival are 
too remote, and one should never 
forget that over all these plans and 


hopes the shadow of Volkswagen 
remains as a threat. 

VW can at any time either up- 
grade quality or reduce price. The 
calculations for these mini-cars are 
tremely close and factory profits 
will be thin, at least in the begin- 
ning. 

So—it looks as though the fall of 
1957 may see this lineup: DKW, 
NSU, Lloyd, BMW Isetta 2, Zuen- 
dapp, NSU-Fiat 600, Isard, followed 
by such makes as Maico, Victoria, 
Heinkel-Cabin, and a few others. 

+ * + 


Mercedes Styling 


STYLING at Mercedes. It has 

* been stated that the oldest car 
builder, the Daimler-Benz Corp., 
Stuttgart, may be a bit conservative 


jin regard to styling. I can assure 


those that the new styling studios 
will in 1957, begin to antiquate such 
beliefs. 

The forward look has seeped 
into that firm, too. By the way, 
they are reaching for the first 
time in history beyond the 100,000 
unit per annum production, have 
already stepped up 20 percent 
with 10 percent more employes. 

10. The reduction of working time 
from 48 to 45 hours and later to 
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lems since German workers in gen- 
eral do not know what to do with 
so much time on their hands. 


Some feel shorter hours may 
bring more overtime which wasn’t 
the intention for reducing the work 
week, others figure on black mar- 
ket working, since in Germany it is 
not unusual to have more than one 
job. 

ll. There are *those in other 
European countries who hope that 
the German export pressure may 
be relaxed due to the rearmament 
program. However, this does not 
seem likely. 

12. Finally, Switzerland is in a 
boom beyond any previous experi- 
ence. Swiss tool machines and other 
industrial products are much in de- 
mand. The motorization has in- 
creased accordingly. More than 100,- 
000 persons from Germany and 
about 180,000 from Italy are cross- 
ing daily the Swiss border since 
they are working there and return 
every night to their native country. 


Branch Plant Planned 


CYNTHIANA, Ky. — Blake & 
Johnson Co. plans to set up a 
branch plant in this Northeast 
Kentucky town for the manufacture 


even less hours, presents new prob-| of screws, bolts and fasteners. 





Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774. 







LION OIL 


A Division of Monsanto 
Chemical Company 


COMPANY 


EL DORADO, ARKANSAS 


a 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-H 

El Dorado, Arkansas 


Name : ‘ 
Street__ 





Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 
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Auto Personnel 





Promotion of three officials has 
been announced by Exide automo- 
tive division of Electric Storage 
Battery Co. 

Robert W. Getter 
sales manager, Richard J. Lewis, 
staff assistant and Frank L. Hutt- 
lin, division engineer. All are in 
the sales headquarters of the divi- 
sion, 

* + 


* 
Fairbank Is Appointed 
Robert L. Fairbank has been 

named vice-president of Towmotor. 
He has been sales manager since 
joining Towmotor in 1951. David A. 
Quere has been appointed assistant 
controller. Fairbank joined Fire- 
stone in 1933 as a salesman and 
was Firestone district manager in 
Cleveland for six years. Quere, 39, 
joined Towmotor in 1950. 

+ * * 


Goodrich Names Slutz 


William E. Slutz has been named 
manager of the Columbus (O.) dis- 
trict by B. F. Goodrich Rubber 
Co. He succeeds L. C. McGinley, 
assigned to central zone as sales 
development manager. 

* * + 


L-O-F Names Nelson 


Clifford C. Nelson jr. has been 
appointed personnel manager of the 
Waterville research center of L-O-F 
Glass Fibers Co. He formerly was 
personnel manager of Hettrick 
Mfg. Co., Toledo. 

* ” * 


Johnson and Reichert 


Appointed by Ford 

Appointment of G. E. Johnson 
as industrial relations manager 
and N. V. Reichert as controller 
of Ford Motor Co.’s styling office 
has been announced. 

Johnson previously managed the 
employe services department of 
Ford division. Reichert joined Ford 
in December, 1950. 

* 


* * 


Continental Picks Hayes 


William F. Hayes has been named 
managing director of Continental 
Motors of Canada, Ltd., St. Thomas, 
Ont. 

* x * 
Rovine Wins Promotion 


At Branch Express 


Norman Rovine, former director 
of sales, has been appointed vice- 
president of Branch Motor Express 
Co., New York, according to Meyer 
J. Butensky, president. 

Rovine has been with the branch 
since 1936. 

. - +. 
Motorola Names Gentry 


Car Radio Specialist 

C. J. Gentry has been appointed 
national car radio specialist of 
Motorola, Inc. 

Gentry will be responsible for 
the development and promotion 
of Motorola’s car radio field sales 
through distributors. 


> es * 


Loeffler Is Appointed 


National Automotive Fibres, Inc., 
has announced appointment of 
Allan V. Loeffler as West Coast 
manager. Loeffler joined the com- 
pany in 1948 as a foreman in Oak- 
land, Calif. a 

* 


Chrysler Promotes 4 


In Central Traffic Dept. 


Chrysler Corp. has announced 
four -staff appointments in its cen- 
tral traffic department. 

The appointees and their new 
positions are: John H. Becker, staff 
assistant to the traffic director; 
Gustave H. Luoma, general traffic 
manager; Wesley H. Hoffman, 
traffic manager, central traffic de- 
partment, and John J. Martin, 
supervisor of motor-carrier traffic. 

z * ea 


Wine Joins Board 


Lyman A. Wine, Electric Auto- 
Lite vice-president, has been elected 
to the company’s board of directors. 

* * oa 


Michigan Tool Names 


President, Board Chief 
Marvin R. Anderson has been 
elected president of Michigan Tool 
Co., succeeding Oscar L. Bard who 
becomes board chairman. 
Anderson, son of a founder of the 


is assistant | 
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| development representative in the 
central zone, 
* * * 


|Long Mfg., Detroit Gear 


| Hike Lang, Rowe, Cartier 
Three promotions have been an- 
company, joined Michigan Tool he} aaron in the Long Mfg. and 
1935 and had been executive vice-| Detroit Gear divisions, Borg- 
president since 1944. Bard became! Warner Corp 5 
president in 1940. He joined the) w, &, Lang has been named in- 
firm 40 years ago. dustrial relations director for both 
" | divisions, and L, W. Cartier has 
Rowe Heads District been appointed quality control 
Harold W. Rowe has been named| Manager for both. W. E. Rowe | 
Detroit district sales manager for| Succeeds Lang as manufacturing | 
Hinde & Dauch Paper Co., San-/ manager at Long. 
dusky, O. He succeeds George T. | ee 
Henderson who becomes assistant | JH’s Messenger Retires 


oe | ” After 45 Years With Firm 


/ 
Robert P. Messenger, executive | + 
vice-president of International Har- | ¢ 
vester, has retired after more than | 
45 years with the company. 
Messenger became associated | 
with Harvester as an engineer at | 
\its Springfield (O.) works in 1910. | 


* + 








/ 
* * 


McCracken Named 


James McCracken has been 
named assistant district sales man- 
ager of Ferry Cap & Set Screw) 
Co.’s Detroit office. He formerly was 
with Trico Products Corp. 

* * * 


Chrysler Ups Conklin . : : 
Robert L. Conklin has been ap-| White Ups Dragin, Pipp; | named controller. Dragin has been 


pointed Chicago regional sales | Names Sargent to Board | controller and Pipp assistant con- 
manager for Chrysler division. He| J. P. Dragin has been elected | troller. 

succeeds Charles H. Van Steenberg | finance vice-president of White Mo-| The company also announced 
who has been named territory! tor Co., and Henry J. Pipp has been | that John A. Sargent, president, | 






> 
-~— 


on 


The Mobile, a nifty car at the 
turn of the century, was higher 
than it was long. 











| 

|Diamond Alkali Co, has been 

| named a director. 
* * * 


| Keck Retires from B-W 


After 35 years of service with 
the Borg-Warner Corp., Mathew 
Keck has retired as vice-president, 
Keck has served as president of 
Borg-Warner Service Parts com- 
| pany and an officer and director of 
several other Borg-Warner subsid- 
iaries, 

* * oo 


Davidson Promoted 

Harry A. Davidson has been pro- 
moted to zone sales promotion 
manager in Houston for Chevrolet. 
He succeeds Walter A. Price, who 
has been promoted to regional sales 
manager for Chevrolet and trans- 
ferred to Dallas. 

” * os 


Thompson Names Black 
Robert N. Black has been ap- 


| pointed manager of export service 


sales for the replacement division 
of Thompson Products, Inc. 
o ” A 


Plymouth Hikes Figge 
G. R. Figge has been named 
city distribution manager in Chev- 
rolet’s Minneapolis zone office. He 
(Continued on Page 37, Col. 3) 
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From Plant to Cornerstone— 


Auto Personnel 





(Continued from Page 36) 


formerly was Chevrolet district | Donald Baker has been named op- 
manager in Willmar, Minn. panes vice-president, 
= * * * * * 


Jason Appoints Six Plymouth Promotes 2 
To Sales Positions Carleton Ray has been named 
Six appointments to the sales Plymouth district manager in east- 


ern South Dakota and western 
— ee ohoken, I. J+ | Minnesota, and Lowell N. Sawyer 


has been named to a similar posi- 


They are: Ralph Leonard, exeCu~|tion in North Dakota and north- | 


tive sales staff member; 
Schwartz, sales supervisor; Jack| 
Boyajian, John Dowdell, Robert 
Rheuban and Jules Nadell, general 
sales staff members. 

* as * 


Andrew | western Minnesota. 


* * x 


Senie and Marks Named 


Barney Senie and Howard L 
| Marks have been named sales direc- 
Jones and Dunn Join tors of the new Nycar sales division 

d U.S. T k of Ellenboro Mills, Inc. 
Boar of —_ 2 | Senie and Marks formerly were in 
Robert L. Jones and Henry Dunn | charge of sales of the Jetspun seat 


Olathe (Kans.) Mayor Hal Robinson (fourth from left), receives the first battery | have joined the board of directors| cover fabric division of Midland 


produced at Delco-Remy's new Olathe pliant from plant manager John Harrison. The 


battery later will be sealed in the cornerstone of a new city hall the community is | 1 
| Klebba to senior vice-president and|Senie previously was automotive 
'Donald A. Ward to vice-president.| sales manager of Jason Corp., Ho-| 


planning. Among the onlookers are (from left), W. G. Wilson, manager of Chevrolet's 
Kansas City assembly plant; H. G. Riggs, Delco-Remy divisional works manager, and 
J. H. Bolles, sales and engineering director. 


| of U. S. Truck Co. Textiles, 


+ jaak 
| 
Re 
| 


Inc., which has discon- 
The board has elevated Elmer J.| tinued manufacturing operations. 


Ward also is secretary-treasurer.| boken, N. J., and of Ellenboro Mills. 


A BATTERY LINE WITH EVERYTHING — 
THAT’S DELCO DRY CHARGE 


ps Can be stored indefinitely 


Has new, longer warranties 


That’s right, Delco Dry Charge has everything a battery line 
should have. The batteries stay bone dry until the minute you 
sell ’em. Then you add electrolyte—and, man, they’re alive, fresh 


and rarin’ to go! 


Electrolyte? Delco has the answer to that one. Just zip off the 
top of the disposable container, pour in the fluid, and you’re all 


set. No booster charge necessary. 


Delco Dry Charge Batteries are backed by new, longer warranties, 
the result of years of testing and research. The kind of warranties 


that make battery sales come easier. 


Best of all—you can’t lose a sale because you haven’t the right 
size on hand. Delco~-has ’em all! Six and twelve volts. And you 
can store odd sizes for long periods, and know they’ll always 


be factory-fresh. 


That’s Delco Dry Charge. And isn’t that everything you want 


in the battery line you handle? 


LISTEN TO THE LOWELL THOMAS NEWSCAST ON CBS RADIO NETWORK—See local listings for time and station 
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Marks was president of Midland 
Textiles, Inc. 
+ aa * 


Yale Appoints Vining 

| Garnett A. Vining has been ap- 
pointed western regional sales man- 
|ager for Yale materials handling 
| division, Yale & Towne Mfg. Co. 
In his new post, Vining will super- 
| vise 11 states and northwestern 
| Canada. He formerly was manager 
i‘ Yale’s gas-powered electrical 
truck sales. 





| * * % 


General Appoints Pike 


To Head Retread Program 

General Tire & Rubber Co. has 
|named Herbert E. Pike national 
manager of Kraft sales and serv- 
ice. He will supervise the com- 
| pany’s retreading program. 

Pike joined General in 1946 and 
has been director of sales training 
since 1952. 





* * % 


Midland Steel Names 


Elliott Vice-President 


The appointment of Campbell W. 
Elliott as vice-president of indus- 
trial and public relations for Mid- 
land Steel Products Co., Detroit, 
has been announced. 

Elliott will headquarter at Mid- 
land’s Cleveland plant. He formerly 
was a vice-president of Minneapo- 
lis-Moline Co. 

> 


* * 


Studebaker Appoints 2 


Two new appointments in Stude- 
baker's Minneapolis zone office 
| have been announced. They are 
| Ray Ohnstad, district sales mana- 
| ger in northern Minnesota and Rus- 
| sell Genich, as zone business man- 
| agement manager. Genich formerly 
was associated with Merit Chevrolet 
Co., St. Paul. 


* ~ * 


AC Appoints Hayes 
AC Spark Plug division of Gen- 
eral Motors Corp. has announced 
appointment of Robert O. Hayes 
|}as a sales trainer. Hayes will do 
| sales training work with AC’s field 


| men. 
| * * * 


| Gerhard Is President 


(Of Hudson Triangle Club’ 


| Arthur H. Gerhard, salesman for 

Edd Young Motor Sales, Culver 

City, Calif, has been named the 

= president of Hudson’s Triangle 
ub. 


The new president has been a 
Hudson salesman since 1920. Mem- 
bership in the club is open to 
all salesmen who exceed a specific, 
yearly new-car sales quota. 

>= ad * 


DeSellem Joins Voit 


Wesley H. DeSellem has been 
appointed treasurer of W. J. Voit 
Rubber Corp., Los Angeles. He 
formerly was treasurer of Pacific 
| Tire & Rubber Co., Oakland, Calif. 


= = * 


| Jenks, Bercher Elected 


To IH Executive Posts 


Frank W. Jenks and Harry O. 
Bercher have been named execu- 
tive vice-president of International- 
| Harvester Co. 

| Jenks formerly was  vice- 
| president for merchandising serv- 
ices and Bercher was vice- 
president in charge of the steel 
|division and the purchasing and 
traffic division. 

- of e 


| Robison Riepiobil to Head 


Haywood Industries Sales 


Ralph Robison has been appointed 
| sales manager for Haywood Indus- 
| tries and will handle Modac brand 
radiator hose, fan belts, FHP and 
| industrial belts through the Na- 
| tional Automotive Parts Assn. 

Robison will be in charge of 10 
district managers who will cover 
the U. S. through the 43 NAPA 
| warehouses. His headquarters will 
| be in Dayton, O. 


* * * 


| McLeese Is Elected 





H. D. McLeese has been elected a 

| vice-president of Metal & Thermit 

|Corp. McLeese, who was named 

| general sales manager of Metal & 

Thermit last year, will continue as 

the company’s chief sales executive. 
* * ~ 


Dwyer Moves Up ; 
E. J. Dwyer has been elected a 
vice-president of Electric Storage 


Battery Co. He will continue as 
secretary. 





ONE LTE Ee RTA SE AA 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Management Sec- 
tion of Automotive News. 


FOR MAKE SERVICEMEN 


AMERICAN MOTORS—For the 
balance of the summer, dealer me- 
chanic training courses will be held 
on air conditioning and rear axles, 
with refresher courses on Flash- 
away transmission and V-8 engines. 
Dealers may get information on the 
courses from zone parts and serv- 
ice managers. 

CADILLAC — Air Conditioner — 
Denver, Aug. 22-24; Philadelphia, 
Sept. 4-6. Carburetion — Cleveland, 
Sept. 4-7; Denver, Aug. 27-30; Kansas 
City, Aug. 20-23; Milwaukee, Sept. 11- 
14; Philadelphia, Aug. 20-30; St. 
Louis, Sept. 10-13; Tarrytown, N. Y., 
Aug. 20-Sept. 20. Engine Test & Tune 
Up—Charlotte, N. C., Aug. 21-24; Cin- 
cinnati, Sept. 4-7; Kansas City, Sept. 
4-7; Minneapolis, Aug. 21-24. Hydra- 
Matic—Buffalo, Aug. 21-30; Char- 
lotte, N. C., Sept. 4-7; Cincinnati, 





Aug. 20-30; Cleveland, Sept. 10-20; 
Dallas, Aug. 20-23; Denver, Sept. 
10-13; Kansas City, Aug. 27-30; Los 
Angeles, Aug. 20-Sept. 20; Memphis, 
Sept. 4-13; Minneapolis, Aug. 27-30; 
Oklahoma City, Sept. 10-13; Omaha, 
Aug. 20-30; Pittsburgh, Aug. 20-30; 
St. Louis, Sept. 4-7; San Francisco, 
Sept. 10-20. Power Brake—Dallas, 
Aug. 27-Sept. 6; San Francisco, Aug. 
27-Sept. 6. Power Steering—Char- 
lotte, N. C., Aug. 27-29; Cincinnati, 
Sept. 10-19; Minneapolis, Sept. 5-7; 
Philadelphia, Sept. 10-19. Partsmen’s 
Course — Dallas, Sept. 10-12; San 
Francisco, Aug. 20-22. 

FORD—For the period covering 
Aug. 20-Sept. 17, most of the 35 Ford 
service schools will be conducting 
a SelectAire conditioner course, a 
car rear-axle course, a 40-hour 
Fordomatic course, and a warranty 
and policy course. 

The SelectAire conditioner 
course covers the theory of re- 
frigeration, operation of all con- 
trols, overhaul, and trouble shoot- 
ing procedures. The car rear 
axle course covers the principles 


| of operation, diagnosis, complete 
overhaul and all adjustments. 
The 40-hour Fordomatic course 
|consists of the principles of con- 
| struction and operation; demonstra- 
|tion of the operation of gears, 
clutches and servos for all ratios; 
function and operation of the hy- 
draulic controls for all transmis- 
sion situations; overhaul procedures 
including inspection and adjust- 
ments; review of all linkage ad- 
justments, and application of 
operating principles to trouble 
shooting including all checks and 
adjustments. 

The 16-hour warranty and policy 
course covers the warranty and 
adjustment policies relating to the 
dealer and the customer, warranty 
procedures, the correct use of 
forms, and a discussion of the vari- 
ous accounting records. In addition 
to the above, constant training is 
being conducted on numerous other 
subjects in order to keep the dealer | 
organization well informed on cur-| 
rent service procedures. 

GMC TRUCK & COACH DIV.—) 
V-8 Engine Tune-up—Jacksonville, | 
Fla., Aug. 20-27; Hinsdale, Ill., Sept. | 
17. V-8 Engine Tune-up and Over-| 
haul—Kirkwood, Mo., Aug. 27. Car-| 
buretion, Axle, Power Steering &| 
Transmission — Jacksonville, Fla., 
Sept. 3-17. Four-Speed Hydra-Matic 
— Hinsdale, Ill. Aug. 20-Sept. 3; 








Hinsdale, Ill., Sept. 10. Diesel En- 
gine—Garland, Tex., Aug. 27-Sept. 
10; Cleveland, Sept. 10; Pittsburgh, 
Aug. 20; Kirkwood, Sept. 10-17. 
Diesel Fuel Modulating Governor— 


Detroit, Sept. 17; Cleveland, Sept. 
- Cleve-| 
land. Carburetion, Axle, Power} 
Steering, Transmission, Service| 
Managers Meeting—Shawnee, Kan.., | 


17. Hydra-Matic Linkage - 


Aug. 20; Oklahoma City, Sept. 3-10. 
JAGUAR CARS NORTH AMERI- 
CAN CORP.—One-week courses are 


being held at Jaguar Cars North} 


American Corp., 42-50 Twenty-first 
St., Long Island City 1, N. Y. 

PLYMOUTH—Schools in dealer- 
ships on selected subjects by district 
field service engineers. Contact 
Plymouth regional service mana- 
ger. Master technicians service con- 
ference meetings in dealerships on 
subject of air-conditioning trouble 
shooting. 

UNITED MOTORS SERVICE - 
Continuous instruction on various 


| phases of automotive service. In- 


struction in factory approval serv- 
ice methods, using the latest equip- 
ment available in automotive elec- 
tricity (Delco-Remy), carburetion 
(Rochester), electronics (Delco auto 
radio and Guide Autronic eye) and 
transmission (Hydra-Matic) at 30 
United Motors classrooms at GM 
training centers throughout the 









Plas $30,000 Dollars of Majer Tools & Equipment of 
Graham's to Gearantee You Satisfaction — Bring Your 


Cor in Now! 
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FREE ESTIMATES! Budge! Terms Available! 
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MOTOR 
SALES CO. 


Pree 


Graham Motor Sales Co., Bloomington, Ind., has the formula for 
bringing in service customers — hard-hitting advertising, experienced 
mechanics, plus a wide assortment of Snap-on tools. 





Graham Motor Sales 
makes service pay 


with ads, men and Ha P-O16 tools 


Look at these Snap-on cabinets and 
tool boxes and you can tell Graham 


mechanics are 


well equipped to handle 


today’s complicated service work — and 
really do a good job. Graham is proud 
of its talent and tools — and Snap-on 
is proud to be part of this great service 


team. 


Do the men in your shop know the 
extra pay-boosting advantages of being 
completely equipped with efficient, time- 







*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION 


8082-H 28th Avenue *® Kenosha, Wisconsin 


saving tools? If not, they can get real 
help from the Snap-on man. On his 
regular calls, he can work with each man 
on an immediate selection of tools. He 
can add tips on tool use. He can arrange 
credit plan terms to make it easy for 
mechanics to own the tools and tool cab- 
inets they need. And these same easy 
terms are available to you for needed 
shop equipment. Ask your Snap-on man 


for further details. 





|} and 


country. Contact UMS distributor 
for training center locations and 
classroom schedules. 

WHITE—Classes in engine and 
transmission, cooling systems, car- 
buretors, fuels, preventive mainten- 
ance, shop equipment and _ tools, 
fleet safety. Frank A. Novak, in- 
structor in charge. 

FOR ALL SERVICEMEN 

ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. — 
Allen Power-Tune course is being 
conducted throughout the U. §. 
and Canada by Allen wholesalers 
authorized field service sta- 
tions. Additional information can 
be obtained by writing directly to 
Allen Electric, 2101 N. Pitcher St., 
Kalamazoo, Mich. 
AMMCO TOOLS, INC., North Chi- 


| cago—Instruction on engine repair 


and brake service. No set schedule 
but three to five-day classes started 
when needed. No instruction charge. 
Contact Richard D. Stevenson, 
Ammco Tools, Inc., 2128 Common- 
wealth Ave., North Chicago, Ill. 


BEAR MFG. CO., Rock Island, Il. 

Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equipment 
and comfort ride program. Contact 
Mildred T. Clark, registrar. 

CARTER CARBURETION 
CORP., St. Louis—Classes of 12 men 
in carburetion. Classes start Aug. 
20, 27, Sept. 4, (all Canadian class) 
Sept. 10, 17. All classes three-week 
duration. 

DEVILBISS CO., Toledo — one- 
week classes of limited size covering 
theory, maintenance and servicing 
of spray painting equipment. The 
subject of spray painting is broken 
down into four categories, indus- 
trial, auto refinishing, automotive 
jobber, portable equipment jobber. 
No instruction charge. Applications 
may be obtained by writing DeVil- 
biss Co., 300 Phillips Ave., Toledo 
1, O. 

ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tuition 
or materials. Students learn basic 
information and fundamentals of 
electricity, magnetism and testing 
equipment; the battery as related 
to electrical system; component 
parts of electrical system, circuit by 
circuit, and wiring. Next class, Sept. 
10-24. Write William B. Selb or H. 
M. Riddle, instructors in charge, 
511 Hamilton St., Toledo, O. 

INLAND MFG. CO., Omaha — 
Classes start each Monday morning. 
Time required to complete course 
varies from one to two weeks. No 
tuition if equipment is purchased— 
$100 otherwise. Course teaches: All 
aspects radiator cleaning, repairing 
and recoring; use and maintenance 
of equipment; fundamentals of 
merchandising, advertising and 
pricing. Write J. V. Grasso, 1108 
Jackson St., Omaha, Neb., for reser- 
vation or further information. 

STEWART WARNER (Alemite 
Div.)—School is for the training of 
Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout U. S. Normal classes in- 
clude a maximum of 14 trainees. 
Next class Sept. 10-14. 

SUN ELECTRIC CORP. — 
Classes in test equipment operation, 
Aug. 20-24; automotive electricity, 
Aug. 27-31; modern tune-up pro- 
cedures, Sept. 3-7; service mer- 
chandising, Sept. 10-14. Classes will 
be held at Chicago technical train- 
ing center. K. R. Powers, instructor. 

THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
Engineering Department Test Ga- 
rage. There is no tuition, but the 
students are expected to pay their 
own living expenses. Session takes 
approximately five days. Text book 
furnished to students at no charge. 


Ethics Called Vital 


To Competition 


CHICAGO. — In order to pre- 
serve competition, voluntary com- 
pliance with ethical advertising 
standards and with the antitrust 
laws should be encouraged by all 
industries, Earl W. Kintner, gen- 
eral counsel, Federal Trade Com- 
mission, told a meeting of the 
American Home Laundry Manu- 
facturers Assn. 

The Commission, he said, is 
making a concerted effort to stamp 
out “bait” advertising. 
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EEMS that brilliant business 
builders, like poets, have gifted 
imaginations—ahead of their com- 
petitors. Take Gen. Robert E. Wood 


and our automotive age... and 
today’s shopping centers. 

A quarter-century ago Wood, 
though greatly opposed, as Sears 
and Roebuck’s new vice-president, 
insisted on locating stores in out- 
lying districts. 

Now chairman of the board, he 
noted back in 1925 that automo- 
bile registrations outstripped 
parking facilities in downtown 
metropolitan areas. Today, mar- 
keting experts believe Wood's 
policy was the major reason for 
Sears & Roebuck’s success. 

When large cities grew, and re- 

tail outlets spread along main 
thoroughfares, the market places no 
longer had the cohesiveness that 
made them social centers through- 
out most of history. 

Then the automobile moved many 
of us in our unprecedented shift to 
the suburbs. A natural growth is 
the large shopping center on the 
outskirts of metropolitan areas. 
Something lost is being recreated, 
because the new planned centers 
include social and recreational fa- 
cilities. 6 6 


Grew Like Topsy 


CTUALLY, true shopping cen- 

ters did not appear on the 
scene until the ’20s. Then unplanned 
centers mushroomed around outly- 
ing Sears and Roebuck and Mont- 
gomery Ward stores that provided 
parking space for customers. 

Until then the nearest things to 
shopping centers were the cross- 
roads stores, where rivers came to- 
gether or at the best river-fording 
points. Sometimes they grew in the 
midst of a level plain when roads 
and railroads converged. 

A few department stores 
opened branches, essentially 
sample stores, in places like 
Evanston and along Philadel- 
phia’s Main Line. And in 1923, J. 
C. Nichols Co. opened the Country 
Club (shopping) Plaza in Kansas 
City, a prototype of hundreds of 
similar centers. 

What experts call “the decentrali- 
zation of cities, or the flight to the 
suburbs” came in four stages. The 
first began in the late Nineteenth 
Century—even before the Civil War, 
a few people commuted by railroad 
—when commuters had to be within 
horse or buggy or walking distance 
of a railroad station. 

At that time 30 minutes was re- 
quired to move a person a radius 
of two miles making the maximum 
area of a center’s attraction 125 


miles. 
7 ” > 


The Trolley Era 


E second era came with the ad- 
vent of the electric trolley. The 
trolley, that often slipped from its 
feed wire with a shower of sparks, 
increased the maximum area six 
times. 

The third era rose with the popu- 
larity of the automobile, In 30 min- 
utes, people could cover 15 miles. 
It opened up a maximum area of 
700 square miles—55 times that of 
the horse and buggy days. 

The depression and World War 
II slowed the movement, but 
didn’t stop it completely. Social 
scientists slipped up on predict- 
ing the tremendous shift to the 
suburbs after World War IT that 
is still going on. They didn’t see 
that the private automobile would 
become the most popular con- 
sumer way of minimizing what 
professors call “friction of space.” 

Passenger car registrations, ap- 
proximately 17,500,000 in 1925, 
jumped to 52 million by 1956. 
Families with more than one car 
doubled from two million to four 
million in the last eight years. 

But how would professors — or 
car manufacturers — know that in 
1925? Well, Wood seemed to read 
the trend. 


* * 


Census Tells Story 


Wass you look at the latest cen- 
sus figures, you can see why 
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shopping centers have become big 
business, In 1929, almost two-thirds 
of the population lived in the large 
cities—or on farms. Now nearly 
two-thirds live in suburbs or small 
towns. Most of these families have 
young children—the best customers 
—and they receive more than 42 
percent of the total consumer cash 
income. 

Industry has been decentralizing 
too. More and more companies are 
moving all or part of their white 
collar workers out “where there is 
plenty of room to expand.” This 
makes the controlled regional shop- 
ping center a bigger potential than 
ever. 

The 168 metropolitan areas in 
the U. S. contain more than one- 
half the population, but occupy 
only seven percent of the land 
area, though they account for 
two-thirds of retail volume and 
nine-tenths of the wholesale vol- 
ume of the nation. 

The first controlled—owned and/| Store there instead of expanding in| planned center that grew up around 
operated by one company—regional| an established Boston suburb. They| their 1920 Brookline Ave. store. 
shopping center to open was) had learned their lesson when they So eee 
Seattle’s Northgate Center in 1950.| had to pay $100,000 for a small plot| Northland in 1954 
Shoppers’ World, Framingham,|of public land for extra parking NORTHLAND CENTER, just 
Mass., was the first planned. space, because of the traffic con- north of Detroit opened in 1954. 





Teaching 745 to Drive Safely— 


New Mexico school officials estimate that 745 young persons learned to drive in 
the nine Chevrolets loaned by E. R. Wood, president of Santa Fe Motor Co., during 
the 1955-56 school year. Standing before the cars are (from left) T. C. Bird, school 
superintendent; Wood, and Lovis C. Mackl jr., State safety director. 
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modern centers, it has a 300-seat 
civic auditorium, air-conditioned 
stores, grounds spotted with works 
of leading sculptors, music chan- 
neled in, night-lighted gardens of 
magnolia and cherry trees, conveyor 
belts to move packages to cars and 
all shipping through underground 
facilities. 

In Paramus, N. J., across the 
Hudson River from New York 
City, R. H. Macy and Allied Stores 
are building large centers less 
than a mile apart—Garden State 
Plaza and Bergen Mall. Together 
the centers will have 200 outlets 
and parking space for more than 
21,000 cars. 

Locating statistics — accessibility, 
population and income—leads them 
to believe there is a sales potential 
of over $104 million yearly, Allied 
Stores built Seattle’s Northgate 
Center and plans to follow the Ber- 
gen Mall with seven more. 

P. S. Shopping centers are big 
business all right. And every one 
of the 30 completed centers—and 
those still on drawing boards—in- 
clude paved parking space for from 
six to ten thousand cars with 
ground available for more. They 
haven’t forgotten that the automo- 
bile untied Americans from fixed 
routes and made men’s multimil- 


Sears and Roebuck built its new! gestion that resulted from the un-|One of the most expensive and! lion-dollar dreams come true. 
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The brand of brake fluid 
you supply may make the difference 

between a safe stop and an accident — 
for Safety’s Sake... standardize on genuine 


Wagner Lockheed BRAKE 


Your customers place a lot of confidence in you... They 
literally stake their lives on your judgment and integrity. 
When brake fluid is needed—supply genuine Wagner 
Lockheed Brake Fluid... It's chemically balanced... Sur- 
passes specifications of Society of Automotive Engineers 
(S.A.E.). 


The chemically balanced formula of Wagner Lockheed 
enables it to function perfectly in all seasons and under all 
driving conditions. It lubricates the brake system, and 
protects the system against vapor locks, freeze-ups, gummy 
residue deposits, swelling of rubber parts, and rusting and 
corroding of metal parts. 


No. 21 is for passenger cars operating under moderate 
conditions ...21-B Heavy-Duty is for trucks, buses, and 
cars where a heavy-duty type fluid is recommended. 


Available in 12-o0z., quart, gallon, 5-gallon, 30-gallon, and 
54-gallon containers. You can depend upon WAGNER 
QUALITY because Wagner Products are used as original 
equipment by car, truck, trailer, and bus manufacturers. 


Wagner Electric @rporation 
6393 Plymouth Ave., St. Louis 14, Mo., U.S.A. 
(Branches in principal cities in U.S. ond in Conada) 


LOCKHEED HYDRAULIC BRAKE PARTS 






FLUID 


.-.there’s none better... 
...-none safer 





H56-6 


and FLUID...CoMaX BRAKE LINING...NoRoL...AIR HORNS 


AIR BRAKES...TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 
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Roundup from State Capitals .. . 


Legislation Affecting Auto Industry | 


By Bethune Jones 


Legislative Correspondent 


nated as part of the interstate 
road system. 

Leader contended it would be un- 
fair to Pennsylvania, New Jersey, 
Ohio and other states which have 
gone ahead with privately financed 


toll roads if the Federal Govern-| —— : y 
| ment now finances similar freeways | authority’s borrowing capacity. The 
|in other states without helping to| authority is a quasi-public corpora- 


| toll revenue bonds. This section was | P®Y off turnpike debts. 


eee increasingly obvious indications that toll turn- 


pikes will play a sharply minimized role in the highway | 


written into the law as a compro-| 
mise after Congress failed to agree 


ments, There probably will be de-| 
mands for action on the issue even | 


financing and construction picture immediately ahead, there |before the two-year study period 
also are offsetting evidences that those forecasting complete | expires. 


doom for toll highway facilities are premature. Enactme 
of the new highway law, un-° -- 


der which the Federal Gov- | 


ernment will pay 90 percent | @ y 
on major interstate projects, is} : 
giving rise to plans for free-route | = 


construction of a number of major 
highways previously slated for toll 
financing. Meanwhile, others which 


might later have been set up as toll | 


facilities will now be built as free | 
roads. 

An accompanying trend will be | 
mounting pressure for Congressional 
action to provide Federal financial ! 





aid for existing 


‘toll roads and 


their inclusion in 
the free _ inter- 
state highway 
system, The new) 
highway act pro- | 
vided for a two-| 
year study of the | 
question of what 
to do about states 
that have already | 
built superhigh- 
ways through| 


nt | 
——|End of Tolls Proposed 


* * * 


A= those forecasting the 
complete passing of the toll-| 


| road era is Gov. George Leader of | 


Pennsylvania, who has proposed | 
that the east-west Pennsylvania | 
Turnpike be designated part of the} 
new interstate highway system as| 
a freeway. 

Tolls could be removed and the 
remaining outstanding turnpike 
bonds could be retired by Federal 
grants and state funds, Leader 
said, if Congress authorized such 
action and the pike were desig- 


DUCO PRIMER-SURFACER 
REALLY DRIES FAST 





“We are holding up any further 
action in expanding the (turnpike) 


lon a formula for such reimburse-| System until the U. S. Bureau of| 


Public Roads tells us what will be 


part of the interstate system in} 


” 


Pennsylvania,” Leader said. 
Indicating the change in Penn- 


sylvania highway financing plans, a| 


projected 46-mile Erie crosscountry 
extension of the Pennsylvania Turn- 


pike has been taken over by the} 


State Highways Department and is 
now being planned as a free high- 
way for which Federal aid will be 
sought. 

Belief that “the turnpike system, 
in Pennsylvania and elsewhere, will 
end up as a free road on the Federal 
interstate highway system” was ex- 
pressed by Pennsylvania State Sen- 
ate Minority Leader J. H. Dent, 
Westmoreland Democrat. 

As “the first logical step in this 
transfer,” Dent suggested the state 





And High-Speed DUCO’ Primer-Surfacer has 





great color hold-out . . . cuts compounding! 


To get high-gloss color coats, start with the primer- 
surfacer that’s made for high color hold-out—by the 
leading maker of car colors! ‘‘Duco”’ Primer-Sur- 
facer keeps color from sinking in and looking “hun- 
gry’. . . gives the right base for a uniformly beauti- 
ful gloss. And high gloss really saves on the com- 


pounding! 


You'll like the other easy-working features of 


“‘Duco”’ Primer-Surfacer, too— 
1) Stays uniform in the cup after thinning... 


makes it 


almost impossible for pigment to settle out and cause 


pinholing. 


2) Fills fast and dries fast—less waiting to spray color. 
3) Sands smooth and easy without tearing or pulling. 


Try High-Speed ‘‘Duco” Primer-Surfacer— it re- 
duces 2 to 1—which means it costs less “‘at the gun’’ 
than many “bargain” primer-surfacers. Now comes 
in four colors for best results on every job. It’s 
available at all Du Pont jobbers. 


DU PONT REFINISHING MATERIALS 


REG. U.S. PAL OFE 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


| acquire the Pennsylvania Turnpike 


|through its State Highway and 
Bridge Authority from the Pennsyl- 
vania Turnpike Commission. The 
| way could be cleared for the neces- 
|sary refinancing, he said, through 
legislative action increasing the 


tion which builds major highway 
| and bridge projects and rents them 
|to the State Highways Department, 
using rental income to amortize its 
revenue bonds. 

ra 


ok * 


Oklahoma Seeks Aid 


: OKLAHOMA, Gov. Raymond 

Gary said the Turner Turnpike 
and the Northeast Oklahoma toll 
road, now under construction, may 
be turned into free highways within 
the next few years by use of Federal] 
funds to pay off outstanding 
revenue bonds. 


Designation of the two Okla- 
| homa toll roads as part of the in- 
terstate highway system is being 
sought as the first step toward 
such possible freeing of the 
routes. Oklahoma then would be 
eligible to receive funds in any 
program Congress may enact to 
reimburse states for highways 
built on the interstate system as 
toll roads. 

Gary said he expects that any toll 
road reimbursements would be 
made on a depreciated basis and the 
state probably would not receive 
the full 90 percent costs of a new 
four-lane highway. However, he 
said, the toll roads should have a 
surplus of their own within a few 
years that would enable them to 
supplement the Federal funds and 
pay off the revenue bonds. 

Meanwhile the Oklahoma High- 
way Commission designated a pre- 
viously authorized Northern Okla- 
homa toll road as the interstate 
route for a new free highway from 
Oklahoma City to the Kansas line, 
where it will connect with the toll 
highway now being constructed in 
Kansas. The commission asked the 
Oklahoma Turnpike Authority for 
its engineering data and prelimin- 
ary plans for the proposed toll road 
for use in planning the new free 
highway. 

Oklahoma, however, still appar- 
ently hopes to proceed with plans 
for toll financing of a southwestern 
route from Oklahoma City to Texas. 
This project does not parallel any 
interstate road. 

* * * 
Iowa Changes Plans 


~ IOWA, a previously projected 

cross-state toll highway, between 
Davenport and Council Bluffs by 
way of Des Moines, is now being 
planned as a free route under the 
new Federal aid act. 

Ohio’s Highway Construction 
Council approved $525,000 in funds 
to cover costs of planning for the 
construction of both ends of a pro- 
posed Cincinnati-to-Conneaut turn- 
pike as free roads rather than on 
a toll basis, as had been originally 
contemplated. 

One section of the route for- 
merly proposed as part of Ohio’s 

second toll road would run 82 
miles from Cincinnati to Turnpike 
No. 1 below Cleveland. The other 
would run 34 miles from the end 
of Cincinnati’s Millcreek Express- 
way to Dwyer, south of Dayton. 

Whether the remainder of Cincin- 
nati-to-Conneaut route will be 
financed through tolls remains to 
be determined. State officials have 
said, however, that if the entire 
route is built as a free highway, 
insufficient State and Federal funds 
would be left to meet highway 
needs elsewhere in the state. 

Washington State Highway Direc- 
tor William A. Bugge said it now 
appears entirely possible to drop 
plans for toll financing of a' Tacoma- 
Seattle-Everett turnpike and to con- 
struct the project as a free route 
under the new highway program. 

x * * 


Proposals Shelved 


ROPOSALS for extension of the 
West Virginia Turnpike to the 
Ohio, Pennsylvania and Virginia 
state lines were shelved by a special 
state legislative interim committee 
after receiving final engineering re- 
ports showing the projects would 
fall far short of producing sufficient 
revenue to pay for themselves. Re- 
maining hope for the extensions 
was that they might be included in 
the interstate highway system as 
free routes with 90 percent Federal 
aid. 
Among still-alive prospective toll 
road financing, the validity of a 
(Continued on Page 41, Col. 1) 
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pike = Bangor as a toll-financed extension toll highway facilities was revealed 
= ° ~ of the Maine Turnpike, rather than (\oftr - ° eee ay og ® — = a 
nsyl- as a free road. (°) study by pp . Following 
Th Legislative Roundup Seis, ceicteint of the see snalysis of the new highway ack 
a highway act, the authority _ TrOLESS —. eee banking firm — 
Ougi been contemplating an extension (] clu a e program, as out- 
' the to Bangor. With the availability lined for the next 13 years, is defi- 
The a os oa of new Federal aid, however, it nitely bullish with respect to toll 
ae $185 million revenue bond issue to| portation problem in the state’s| has been widely assured the road roads, bridges and their earnings. 
an finance extension of the Florida toll| water-rifted coastal area. He sug-| would be built by the State High- In explaining its reasons for this 
them highway from Fort Pierce to a|gested the state may supply toll) way Commission as a free facility. conclusion, the firm pointed out that 
_— int north of Jacksonville was| roads, bridges or ferries if private} Varney contended Maine people the $30 billion to be spent on con- 
e its upheld by the State Supreme Court.| industry doesn’t. would save money if the route to struction of the new interstate high- 
Chairman Thomas Manuel of the| George Varney, former president} Bangor were financed through tolls. way system will generate tremen- 
Florida Turnpike Authority said he| of the Maine Senate and now coun-| Although the Federal government dous new traffic which will benefit 
hoped to have the bond issue ready/| sel for the Maine Turnpike Author-| would put up 90 percent of the cost, // s toll roads now built or under con- 
nond for sale by mid-October. The origi-| ity, advocated construction of a/of a free road, he pointed out the) Yh struction. Also, the study report 
pike | nal section of the Florida pike, from| superhighway between Augusta and) State would have to provide the ") said, the act will curtail or eliminate 
toll | Miami to Fort Pierce, ie eae ae ree Oa —_ ——- a mot agtaeeg oS ~ ee — 
a ° million he noted, the 
thin gt p meenn 4 - a $74 ~~ # Ex-Dealer Convicted would be $7 million and would be that should enhance the value of 
leral ion bond issue. On Stolen Auto Charge paid through highway-user taxes by ~ aS. a ees 
i ects nae people whether or no ey use —™ . s 
"5 8 Jacksonville “Tram Re Advisory |gumnern, @f, tomer Birmingham | 08d. In addition, the State would! Only the very well-to-do could | The ee ee eee cae 
‘la- Committee for shelving of plans | (Ala.) automobile dealer, has been|@ve to pay the annual mainte-| afford this 1888 sports model and ae ats pose ar f the aiieeal 
in- for the Florida pike extension, |convicted under the Dyer Act|™ Ont, hand, he sald, tf the| eee of money required to rebuild the 
i Gov. Le Roy Collins asserted that | (stolen automobile). n the other hand, he said, 4 io i. 
ing “most oon new Maine road were built as a| . aaa 41,000-mile interstate highway sys- 
ard the ee en aii he ail Y | Sumners, intended victim of a| turnpike extension, the State would| Might be as high as $20 million a|/tem to current needs. The report 
the and epee al Fed val aid i dynamite plot at Winter Park,|have to pay nothing for its con-|¥e@t, Varney said. Meanwhile, he/ asserted it is obvious that the new 
be bility o “a _ — Fla., last May was found guilty at| struction or maintenance— at least| added the road would be paid for| Federal program will still leave 
any free reads. the end of a one-day trial. He| not until retirement of the revenue) >y its users, of which at least half| deficiencies in the nation’s highway 
to “With the tremendous growth/ wij) be sentenced July 17, and will| bonds. Then, the State, if it so de-| Would be from out of the state. system and by no means signals 
ays that the state of Florida now i8|remain free until then on $2,500| cided, could keep the tolls in force} At least one segment of Wall|the end of the need for sound toll 
as os 2 er "eae ee bond. and get all of the revenue, which| Street thinking on the future of| highway and bridge financing. 
which wi e made a e 
toll the state under the 1956 highway 
be act,” Collins declared, “there will still 
| the not be enough money to build an 
‘eive adequate system for Florida.” 
new A Kansas State Legislative Coun- 
. he cil Committee is studying a proposal 
yea for the enactment next year of leg- WA 7 7 
few islation to permit toll road revenue 
1 to bonds to be guaranteed by state 
and gasoline tax money. Projects sug- a: . 
gested for such financing include a SST TMCS ERTS 
igh- Wichita-Hutchinson turnpike link 
pre- and the 18th Street Trafficway in 
kla- Kansas City. Engineering reports 
tate showed both fall short of producing 
rom sufficient revenue for straight toll 
line, revenue bond ae. ss Gia 
toll | In Indiana, iv. George N. g , 
i in ' announced that figures on a newly I don ft depend 
= | completed route survey for a pro- t bi j 
or posed north-south toll road project 
nin- ™® would be released after “certain on auromopniie 
‘oad data and other information is evalu- aun 
free ated” by investment bankers. Con- sales alone 
struction costs, he explained, must 
ar- be correlated with the condition of 
ans the bond market and the “effect of 
ern the new Federal highway law.” 
xas, The Indiana governor asserted, 
any however, that “the Federal program 
is inadequate for this or any other 
state’s highway demands. We need 
| foads now, not 10 years from now.” 
‘ted 
een | Road Study OK'd 
by A BILL passed by the Massachu- 
‘ing setts House of Representatives 
the and sent to the State Senate would 
appropriate $400,000 to the Massa- 
‘ion chusetts Turnpike Authority for a 
nds study of the advisability of con- 
the structing a north-south, cross-state 
ro- | toll highway, from the Connecticut 
rn- | to the New Hampshire border. 
on | Gov. Luther H. Hodges of North 
ally Carolina has expressed belief that 
a system of toll roads and bridges 
r- may be the answer to the trans- 
»’s —_—_— rr 
82 
© | Du Mont Appoints 
er 
nd 18 Outlets for 
S- 
». “* Engine Tester 


‘in- 








be CLIFTON, N. J. — Six territorial 
to selling agents and 12 franchised 1 * 
i et We gee ober de ane Dozens of smart dealers through 
‘ire sales force of Allen B. Du Mont out the country have already dis- 
ay, aobecotecien, Inc., here to handle covered this ideal way to keep 
ids -type engine tester. istri 
ray The new agents and dealers are: yearly profits evenly distribut od. 
New England: S. H. Melby Sales, You who have the proven ability 

ec- ae Weston, Mass., an agent. City to sell... and with practically no 
eo ecmaioe be = is a dealer in increase in personnel or facilities 
na- =| South and southwest: L. D. Tuttle ---Can now gain extra profits from 
on- Co., Dallas, agent. Dealers include selling STEWART Mobile Homes. 
ute Dallas Automotive Equipment Co., 

Dallas; Stewart & Stevenson Dis- 

tributing Co., Houston; Thompson 

a Supply Co., Hattiesburg, Miss.; 

athews Auto Electric Co., Tulsa, 

he Okla.; McClellan Motor Supply. ACCEPTED LINE EASY FINANCING VAST MARKET 
~ Enid, Okla.; Harold’s, Inc., Lafay- Stewart Mobile Homes ...seen and Stewart Coaches are recognized by all Nearly two million Americans are residents 
ial " La., and Piston Ring Service bought everywhere... are accepted as well-known trailer financing firms. Re- of mobile homes. In 1955, approximately 
Fee .. New Orleans. one of the very best manufactured to- quirements as to sturdiness, long life, high 96,000 coaches were sold at a retail 


Pacific Coast: Culver & Colton, 
| Oakland, Calif., and Alvon O. Thor- 
id | son, Tacoma, Wash., agents. Dun- 
can-Hunter Co., Los Angeles, has 
been named a dealer. 


sales figure of nearly $400,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 


resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 





ns Midwest: Edward Leahy, Prairie 
in Village, Kans., and James D. Ryan, 
= Minneapolis, agents. East: Clinton 


Square Auto Parts Corp., Newark, 
N. J.; Norwood Distributors, Inc., 
Long Branch, N. J., and Auto Parts 
& Electric Co., Statesville, N. C., are 
dealers. 


STEWART COACH INDUSTRIES, INC. 
Department AN Bristol, indiana 


For details, write, 


wire or call today. ° 
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For 
SArETY 


BULB 


MERCHANDISER—An automotive 
bulb merchandiser, made with six plastic 
bins which swing ovt for instant access 
to bulbs, has been announced by the 
lamp Division, Westinghouse Electric 
Corp., Bloomfield, N. J. Known as the 
X373 auto-bulb merchandiser, the unit 
will hold up to 160 bulbs of the popular 
auio types, it is said. The bins are 
notched so that wih the dividers which 
are furnished, a total of 24 bins can be 
created. 


* * * 





SPEED COMPUTER—The Halda Speed- 
Pilot, internationally known average speed 
computer, is now being distributed in the 
United States. The mechanical device, 
said to fit any vehicle, accurately regis- 
fers time, distance and speed, and auvto- 
matically pinpoints the driver's position 
ot all times by showing the exact dis- 
tance traveled and amount of time ahead 
or behind schedule. It consists of a trip- 
meter calibrated to a tenth of a mile, 
an eight-day clock with a special red 
pilot hand and an average speed dial 
thet con be set at any point from 12 
to 90 m.p.h. Nisonger Corp., 146 East 


Seventy-fourth St., New York 21, N. Y. 
oa: oe 





PAINT ADDITIVE — Even-Cote paint 
additive is designed to permit spray 
painting over any residual patches of 
silicone or wax left on car bodies after 
Preparatory cleaning. One dropperful of 
the product mixed with each quart of 
prepared lacquer or synthetic enamel is 
said to improve flow out and gloss, while 
eliminating “orange peel” and “fish 
eyes.” Walbern Laboratories, 2220 East 
logan, Decatur, lil. 

..- 8 2 


3 Hot Water Temperatures 


Delivered by Single Boiler 


Three different temperatures of 
hot water (90, 125 and 185 degrees 
Fahrenheit) in practically un- 
limited. quantities from a_ single 
boiler with no hot water storage 
tanks are said to be the advantages 
of the Cyclotherm industrial hot 
water heater. 

Developed by Cyclotherm divi- 
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sion of National-U.S. Radiator Corp., 
Oswego, N. Y., the boiler will de- 
liver more than 2,480 gallons of 


water per hour in any combination 
of the three standard temperatures, 
it is claimed. 

> 


” * 





SOLDERING GUN—The Phillips SF-100 
Flash is a six-ounce solding gun tha? is 
said to develop operating temperatures in 
four to six seconds. Pistol type casing is 
of phenolic rubber and the tubular barrel | 
|is said to allow the use of a variety of | 
interchangeable tips. Ready for operation 
| from any six or 12-volt AC or DC current 
| supply, including automobile and storage 
batteries, the units has no wattage rating | 
las it delivers heat limited only by the 








| melting point of the tip and the current 
capacity of the source, it is claimed. It | 
also can be used with 110-volt AC current 
through the Flash HD-520 step-down trans- | 
former. Phillips Mfg. Co., Inc., 2816 Ald- | 


rich Ave. So., Minneapolis, Minn. 
oe. Ss 





LIQUID PLEXIGLASS—Acrylic sprays, 
| said to be liquid plexiglass, have been 
| marketed in easy-to-use pushbutton cans 
| by Acrolite Products, Inc., 108 Ashland 
Ave., West Orange, N. J. Acrylic is 
| noted for its unusual qualities of never 
| discoloring, chipping, cracking or peel- 
| ing, it is claimed. Practically odorless and 
nonflammable, these Acrolite sprays will 
paint any wood, metal or paper surface, 
and are available in 14 popular colors. 
Surfaces finished with Acrolite are said to 
be waterproof and will resist sun, salt air, 


alkali and fungus growth. 
ee + 





LUBRICATION GUIDE—The 1956 edi- 
tion of Chek-Chart Corp.'s Approved 
Lubrication for trucks has been published. 
In addition to lubricant, grade and capa- 
city data, features include a page of 
training material which defines the use 
of diagram charts and a check list for the 
servicing of automatic transmissions. Eight 
pages cover special truck service in- 
structions and tabular data for school 
buses and motor coaches. Chek-Chart 
Corp., Sales Dept., 33 East Congress 
Parkway, Chicago 5, lil. 


| paint 
| case and wall rack. 
* 


| SpeedDrill has a %-inch capacity in steel | 








MUFFLERS — Five aluminized steel 
straight-thru mufflers that fit 90 percent of 
all heavy-duty trucks (including diesels) 
are now available through AP Parts Corp., 
Toledo 1, O. The aluminized steel con- 
struction is said to give the mufflers high 
resistance to the extreme heat and cor- 
rosion to which truck mufflers are sub- 
jected. Applications run from 2%2-inch 
inlet and outlet sizes to 34-inch inlet 
and 3-inch outlet sizes. Heads are up to 
14 gauge premium steel, tubes up to 16 
gauge and shells up to e* gauge. 

* 





POLISHER, 
Co., Avrora, 
Tools to its 


DRILL — Thor Power Tool 
ll., has added two Speed- 
line of power tools. Model 
36, a “car and home" SpeedPolisher, 
is supplied with all accessories for | 
polishing and sanding, as well as a %- | 
inch geared chuck for drilling. Model 35 | 


and a %-inch capacity in wood. It 
' 
| 


equipped with geared chuck and fea- 
tures ball bearing construction. Addition- | 
ally offered as the model 35K Speed- | 
Drill kit, the tool is said to have the! 
same polishing and sanding attachments 
as model 36, plus a bench mounting 
stand, drill bit, wire brush, cloth buffer, | 
stirrer and combination carrying | 


* * 








VACUUM ASH TRAYS — Self-cleaning 
ash trays that are said to snatch away 
discarded cigarette stubs, extinguish their 
fire, and vacuum-pack them for future 
disposal are now available for cars and 
trucks. The Flame-Out vacuum ash tray 
Provides a heavily chrome-plated recepta- 
cle adaptable to any instrument panel. 
Vacuum power whisks stubs and ashes 
through a tube into a sealed glass 
container under the hood, it is said. 
Vacuum in the container extinguishes all 
combustion instantly, it is claimed. Walker 
Engineering and Mfg. Co., 4707 S. E. 
Seventeenth St., Portland 2, Ore. 

* 


Liqui-Buff Eliminates Filing 
In Repairing Flat Tires 


A chemical to eliminate power 
wire wheel or hand filing of tire 
flats before application of hot or 


NEW PRODUCTS 


cold patches has been announced 
by General Liquids Corp. 

Sold under the trade name Liqui- 
Buff, the liquid is applied with a 
clean cloth or directly to the flat. 
Evaporation is so rapid that no 
drying time is required and the 
hot or cold patch can be applied 
at once, it is claimed. 

General Liquids Corp., 4730 Reis- 
terstown Rd., Baltimore 15, Md. 








CAR WAX 
twice the carnauba wax content of most 
| other commercial car waxes has been 
| introduced by Trewax Co., 5631 S. Cen- 
| tinela, Culver City, Calif. Called Trewax 
| Car Finish, the product is said to contain 
| wax solids 70 percent carnauba. It is 
|almost impervious to hot and _ cold 
| weather extremes which affect cars, and 
| is resistant to the “hot-hood" conditions 
that weor off car finishes, it is claimed. 
Trewox is wiped on and wiped off, 
|no buffing is said to be necessary. 








HEADLAMP DEMONSTRATOR A 
demonstrator which is said to permit the 
dealer to show the customer how new- 
type headlamps eliminate stray upward 
light has been announced by the Lamp 
Division, Westinghouse Electric Corp., 
Bloomfield, N. J. Two headlamps, the 
Westinghouse Safe-T-Beam type with its 
2-Beam Glare shield, and the old style 
headiamp, are mounted on the panel. A 
three-position switch permits the dealer 
to light each separately. A_ reflective 
surface on the panel ovtlines the beam 
patterns made by the headlamps. 

& 2 





BODY-REPAIR MATERIAL — Fiberglass 
BodiMud for auto body repairs has 
been marketed by Fibre Glass-Evercoat 
Co., 7220 Vine St., Cincinnati 16, O. The 
product is said to replace ordinary body 
solder and saves up to 65 percent on 
materials and cost. BodiMud contains 
iron, but is only 15 percent the weight 
| Of body solder. When hardened, it forms 
a steel-like surface; will adhere to metal, 
| glass or wood and can be featheredged 
| with a body file or sander, it is claimed. 
The material will harden in one minute 
with a torch and five minutes with a heat 
lamp. 


A cor finish boasting | 








OIL, WATER EXTRACTORS—Two oil and 
water extractors, termed ideal for lines 
where the amount of oil and water is 
excessively high, have been marketed by 
Binks Mfg. Co., 3122 Carroll Ave., Chicago 
12, Il. Model AO-125, above, reportedly 
supplies up to 100 c.f.m. of clean, dry 
regulated air to as many as six spray 
guns at the same time. An enlarged and 
improved air regulator on the extractor is 
credited for the increased air capacity. 
Model AO-124 is the same as AO-125, 
but lacks the air regulator. Designed for 
use on main lines requiring non-regulated 





|air, its high air capacity results from 
larger air inlet and ovtlet sizes, it is 
claimed. 
* * - 
= - ™ 


TRIANGLE JACK—The Triangle 
jack is said to raise the car using two 
points of contact, lifting both the bumper 
and wheel, and raising the fender high 


safety 


enough so that the wheel comes out 
easily. No wheel blocks are needed, even 
on the steepest hills, it is claimed. The 
jack is said to be 14 inches shorter than 


the average original-equipment jack. 
Triangle Jack Co., P. O. Box 2034, 
Wichita, Kans. 

* * 





PRESSURE POT—A redesigned two-gal- 
lon Sharpe pressure material container 
which can hold one-gallon paint cans is 


now available. The one-piece pot of 
drawn 10 gauge seamless galvanized 
steel is said to incorporate a roll lid 


for better gasket seating and longer life, 
and improved wing screw C clamps for 
speed and ease of operation. Sharpe Mfg. 
Co., 1224 Wall St., Los Angeles, Calif. 

* * 





HACKSAW—The DB-7 hacksaw is said 
to feature a patented method of holding 
the blade in machined slots, preventing 
the twist or “wobble” common to most 
hacksaws. Perfect alignment the entire 
length of the blade permits ‘‘steering’’— 
the saw will cut where the user wants it to 
cut, it is said. It is also said to be 
the only hacksaw that cuts completely 
through, right down to a floor or wall. |! 
also cuts sideways. or flush against o 
surface, it is said. Dreier Bros., Chicago, 
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Ave., New York 36, and 5025 W. 
Jefferson, Los Angeles 16. 
& + * 


Wall Map of U. S. 


Eight-color wall map of the 
U. S. — $38. Rand McNally & 
Co., P. O. Box 7600, Chicago 80, 
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— 164 pages, $2.75. American|and bus accessories — four pages, | 
Society for Testing Materials, 1916| free. Automotive Division, Grote 
Race St., Philadelphia 3, Pa, Mfg. Co., Bellevue, Ky. 
* | * 


Bulletin Board usbedieuienda Exhaust Sytem Catalog | ho 


| Welding Catalog Revised | 
| Underground and overhead ex- | 

















: log’ — 1956 revised edition, free. 
Society fe dl <i | free. Car-Mon Products Co. 4554 N.| Dept. 59, Modern Engineering Co., 
s y for Testing aterials— | : ” | 3407 Pine Blvd., St. Louis 3, Mo. 
654 pages, $5.75. ASTM Head- Broadway, Caleagp ” Ill. oer a 

quarters, 1916 Race St., Phila- IH 4-Wheel ‘6s° 


] No. 150 General Welding Cata- 


“Facts in Figures About Atlanta,” | 
a booklet describing the growth and | 


+ * * 
Pump Lubricators 
Detailed service instructions and 





! 
| 
| 


development of Atlanta—free. In-| 4.) Automatic Injection Molding : : 

: phia 3, Pa. | . operati f t high- 

dustrial Bureau, aoa Chamber | . -. Stokes automatic injection mold-| Data on four-wheel conventional | a ageing dischanh piston 

of Commerce, ren 53 Surfacing Brake Shoes ing machine bulletin (No. 565) —| and an ae heavy-duty| pump lubricators — two pages 
Information on surfacing brake | eight pages, free. J. J. Stokes Corp.,| trucks with six-cylinder engines —~| free. Bijur Lubricating Cor p., 


| catalog, 20 pages, free. Catalog CR-| 
674-F, International Harvester Co., 
180 N. Michigan, Chicago 1, Il. 
* * 


* 
Material-Testing Book 5500 Tabor Road, Philadelphia 20, 


linings to/| Pa 
: ; four-page bulletin, free. |* ” . 
volume recording the technical ac-| wheelabrator Gaup. 1016 S. Byrkit | A . 
complishments of the American | gy Mishawaka Ind. : 
Society for Testing Materials for| ” a 1s 
the year 1955—$12 per copy. Ameri- Spray Techniques 
can Society for Testing Materials,| q ie I 
1916 Race St., Philadelphia 3, Pa. dae na tae ee sion, Morse Chain Co., Ithaca, N. Y. i ro ge: ong 
a , . , ine. . ae . . 
Passaic Ave. Service Station Lightin pages, free. Gar Wood Industries, 
~~. puln & 8 Customer Service Dept., Wayne, 


J. 


* * 


Handling Boxes 


“How to Stack and Load Corru- 
gated Shipping Boxes,” a booklet 
containing nine basic rules—16 
pages, free. Hinde & Dauch, San- 
dusky, O. 


shoes 


: ; 
“ASTM Proceedings,” 1,264-page| thom acters bending 


Rochelle Park, N. 


+ 


Coupling Selection Chart 


Coupling Selection Chart — 22 by 
17 inches, free. Industrial Sales divi- 


Winch Catalog 


Catalog describing applications 
and ratings for truck-mounted 


* * + 
Marketing and Sales 
“Building and Marketing a 
Profitable Product Line” — 43 
pages, $1.75 (members $1). 
“Strengthening the Sales Organi- 
| zation” — 52 pages, $1.75 (members 
$1). “Broadening Horizons in Mar- 


salesmen’s incentives)— . = a Corrosion of Nonferrous Metals,” | Wolf & Seventh North Sts., Syra- Lucas Parts Catalog 
covering one of the most compre- | Cuse, N. Y. “Lucas Popular Spares” — cata- 
hensive test programs for the log of ignition and lighting replace- 


McGinnis, Pfaelzer Bros., 
Stock Yards, Chicago, IIl. 
* 


* S * 


Truck and Bus Accessories 


* * 
Properties of Nickel 
“An Investigation of Variou s| 


measurement of atmospheric corro- 
sion _ properties of nonferrous 
metals and alloys ever attempted 


A condensed catalog giving infor- 
mation and specifications on truck | 


ment parts for British vehicles, 12 
pages, free. Spares Dept., Lucas 
Electrical Services, Inc., 653 Tenth 


keting”—59 pages, $1.75 (members 
(Continued on Page 47, Col. 2) 


Properties of Nickel Aluminide” (in| 
three parts). Part One (PB-212021) 
—45 pages, $1.25; Part Two (PB- 
121022—52 pages, $1.50; Part Three} 
(PB-121023)—78 pages, $2. Office of 
Technical Services, Department of| 
Commerce, Washington 25, D. C. 


* + 


STOP + STOP + STOP... 


Detergent Solvent 


Folder describing Turco-Solv, | 
detergent-action safety solvent — 
four pages free. Turco Products, 
Inc., 6135 S. Central Ave., Los An- 
geles 1, Calif. 

> 


* * 


Telescopic Conveyors 


Wilkie telescopic conveyor cata- 
log—24 pages, free. Wilkie Co., 5520 
Arch St., Philadelphia 39, Pa. 

* * * 


Unified Threads Explained 


A four-page folder explaining 
Unified Screw Threads, in simple 
language and revealing illustra- 
tions, is available free from Cleve-| 
land Cap Screw Co., Box 915, 2917 
East Seventy-ninth St., Cleveland) 
4, O. 


Fork Truck Bulletins 


Specifications and drawings of | 
electric and gas-powered fork and | 
pallet trucks — five four-page | 
brochures, free. Bulletins 1002W, | 
1007W, 6005A, 6008A and 6011A; | 
Automatic Transportation Co., 149 
W. Eighty-seventh St., Chicago 20, 

| MI. 


+ +. * 
Steaks ‘Sizzle’ Sales 
cals “Service Station Lighting by 
d “Say It ber ee nee ae Metal Corrosion Crouse-Hinds” (bulletin No. 2689)— Mich. eo 
dlc agy Millie senor ogg ag “Symposium on Atmospheric 16 pages, free. Crouse-Hinds Co., 
| 


i i ee a a 


Rust Problems 


Valvoline Tecyl Circular, contain- 
ing information on many industrial 
rust problems — six pages, free. | 
Tectyl Division, Valvoline Oil Co., 
Freedom, Pa. 

= * * 


Auto-Lite Parts 


A service parts catalog, called 
S-32E, covering parts and appli-| 
cation information for Auto-Lite 
tractors, implements and other 
farm equipment from 1946 to 1956 | 
—32 pages, free. Electric Auto-| 
Lite Co., Toledo 1, O. 

* . 


Fork Truck Guide 


A pocket-sized Operator’s Manual, 
covering subjects of special interest | 
to owners and operators of Tow-| 
motor fork lift trucks—free. Tow- | 
motor Corp., 1226 E. 152nd S&t.,| 
Cleveland, O. 


7 ~ ~ 





PRODUCE MORE AIR... REQUIRE LESS MAINTENANCE! 


Yes, werful Bendix- Westinghouse 
TU-FLO Compressors not only pro- 
duce more air at low and medium 
speeds where it is needed most, but 
their efficiently designed automatic 
inlet valves provide Cone discharge 
temperatures and superior oil control. 

As a result TU-FLO Compressors 
assure more road time, less shop time 
—longer service life at lower cost. 
Make sure your truck customers get 
TU-FLO performance by recommend- 
ing Bendix- Westinghouse Air Brakes 
on every truck sale. There is a TU- 
FLO Compressor to fit every make 
and model truck. 


Intraplant Carriers | 


Data on materials-handling vehi- 
cles—52-page catalog, free. Cata- 
log 400, Mercury Mfg. Co., 4044 S. 
Halstead, Chicago 9, IIl. 

- = 


Alternator Repair 


} Maintenance and repair proce- 
| dures for standard alternators— 
six pages, free. Leece-Neville Co., 
1374 E. Fifty-first St. Cleveland 
3, O. 


- ~ ” 
Fabric-in-Asphalt Bulletin 
| A technical bulletin describing 
the use of welded wire fabric re- 
| inforcement in asphaltic concrete 
| pavement overlays — free. Wire 
| Reinforcement Institute, Dept. 215, 
National Press Bldg., Washington 
4, D.C. 


; * * * 
Copper Standards 

“ASTM Standards on Copper 

and Copper Alloys,” a book 

covering all such standards as 





Tero 308 TU-FLO 400 


BeacdixfYestinghonce ij 
AIR BRAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « General Offices and Factory —Elyria, Ohio. Branches — Berkeley, Calif. and Okichome City, Okle 
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Fuel Injection Talk 
Gathers Intensity 


N RECENT weeks, a number of 
developments pertaining to 
positive-pressure fuel systems have 
come to our attention. Some have 
reached print in newspapers and 
trade journals. Others were dis- 
closed in private conversation with 
various industry experts. 


Another major industry supplier 
formally disclosed its interest in 
this field when an agreement was 
announced between Thompson 
Products and American Bosch 
Arma Corp. “for mutual effort in 
further development, manufacture 


The shortest distance between 








Single Jet No. 741 








and marketing of a gasoline injec- 
tion system.” 

It is not, however, generally 
known that Thompson engineers 
also have made considerable 
progress in development of a con- 
tinuous flow system of their own 
design. 

Characteristics of this system in- 
clude: (1) Fuel metering to suit en- 
gine requirements—a variable func- 
tion instead of the straight-line 
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curate metering and uniform distri- 
bution. 

Current opinion of Thompson en- 
gineers is that ultimate advantages 
of fuel injection will be derived 
from a timed injection method. 
However, they recognize that such 
a system probably will be higher in 
cost than a continuous-flow type. 
Current research, therefore, is being 
directed on both types of equip- 
ment in the evident belief that a 
market eventually will exist for 


each type. gone oe 


ENERALLY overlooked in re- 

cent public mention of the 
American Bosch gasoline injection 
system is the point that the system 
now being offered to car manufac- 
turers is considerably different 
from the one whose details were 
first disclosed about a year ago. 
The natural course of development 
work has led to redesigned com- 
ponents for improved performance 
and reduced cost. 

As it now stands, in the form re- 
leased to Thompson Products’ in- 
| dustrial engineering group, the 
| system has progressed from experi- 





Dual Jet No. 745 


BRAND NEW! 


12 VOLT 
FULLY AUTOMATIC 
CIGARETTE LIGHTERS! 


Eye appeal that means 
buy appeal in gleaming 
chrome or “glow in the 
dark” lucite! A full 
line of 6 volt 

lighters is also 
available. 


approximation used for some de-| mental model to preproduction pro- 
signs. (2) Fuel delivery through | totype. 

variable-area nozzles. (3) use of by- In another significant move, the 
passed fuel to load nozzles and| German company, Robert Bosch, 
provide reference pressure for ac-| established a branch office in the 


and BUY is 





SELL THEM THE EXACT 
THEY WANT! 


NOW! 
e114, 








Get Big Profit Volume 
with the New 
CLEARVIEW 


PLASTIC RESERVOIR 
WINDSHIELD WASHER 


Cut Costly Installation Time 
Install in Less Than Twenty Minutes! 


Immediate cleaning action! A toe-touch on the 
foot control instantly shoots water against the 
windshield through clog-proof jets. Less than twenty 
minutes to install . . . no cutting into manifold. 

One model fits every car and truck . . . even 
foreign and sports cars. Eliminates lost sales 
and the multi-model inventory problem. 
Compactly designed and durably 

made from brass, plastic and neoprene 
rubber. Doubly sealed plastic reservoir 

is shock-proof and freeze-proof .. . 

no more bottle breakage. 


For extra fast selling, get 
this customer operated counter 
display with assortment No. 742. 





EVERY CAR OWNER IS A 
PROSPECT FOR THESE 


BOLL) 


SALES PRODUCING EXCLUSIVES! 
SANTAY CORPORATION 


351 N. CRAWFORD AVE. e CHICAGO 24, ILL. 











Dodge Cited for Safety— 


certificate of 
merit from the Los Angeles County Opto- 
metric Assn. for “outstanding contribution 
to better all-around vision in motoring.” 


Dodge has received a 


Dr. David E. Kraus (center), association 
president, presented the award to R. B. 
McCurry jr. (left), Dodge regional man- 
ager, as orchestra leader Lawrence Welk 
looked on. 

United States. You can draw your 
own conclusions from the an- 
nouncement that the firm’s opera- 
tions in this country are headed 
by Foster Perry—well-known fuel 
injection authority and former 
American Bosch executive vice- 
president. 

From all appearances, Robert 
Bosch is preparing to go after the 
American market with a variety of 
products, including, of course, a 
gasoline injection system. 

Since Robert Bosch supplies in- 
jection systems for the Mercedes- 
Benz automobiles, the company’s 
U. S. move also is linked in trade 
speculation to the agreement be- 
tween Curtiss-Wright, Studebaker- 


Packard and Daimler-Benz. 
* > = 





Thompson Develops 


Electric Fuel Pump 


A§ THE industry moves along in 
evolutionary progress in fuel 
systems, various companies have 
developed electrically driven gaso- 
line pumps. Information on the 
Bendix unit has been circulated 
freely for some time. 

Thompson, on the other hand, is 
one of the many organizations 
which has kept its work in this 
field under wraps. The word now is 
out, however, that Thompson has 
been showing a submerged type 
electric fuel pump in presentations 
to car manufacturers. 

The assembly consists of an al- 
ternating current fuel pump and 
a converter unit. Both the centri- 
fugal pump and its induction type 
drive-motor are submerged in the 
gasoline tank. Reports indicate 
that it has proved feasible to 
power the induction motor by a 
vibrator and capacitor power sup- 
ply operating on the automobile’s 
direct current electrical system. 

Latest modification of the design 
reputedly is rated at 200 pounds of 
fuel per hour at a pressure of eight 
pounds per square inch. This is con- 
sidered sufficient for positive- 
pressure fuel systems now known to 
be under development. 

A certain amount of news on the 
various pressure carburetors — re- 
garded as an intermediate step be- 
tween present fuel systems and true 
ee oom has begun to trickle 
out. 

In one revealing disclosure, an in- 
dustry executive admitted that a 
form of pressure carburetion may 
be offered on some models in 1957. 

7 . - 

TRADE rumor links two of GM’s 

supplier divisions to pressure 
carburetor developments—with one 
unit said to have been released for 
production. As would be expected, 
three of the best-known carburetor 
manufacturers also are alleged to 
be pushing ahead with their own 
versions of the pressurized car- 
buretor. 

Among the most interesting and 
informative of my recent travels 
was a visit to Fuelcharger Corp. 
and conversation with Ben Parsons. 

Summarizing industry progress 
on injection systems, Parsons of- 
fered the opinion that, from a de- 
sign and engineering standpoint, 
the problem of obtaining satisfac- 
tory all-around performance (plus 
improvements in power and 
economy) no longer is regarded 
as a stumbling block. 

He noted that the industry, gener- 

ally, now recognizes three major 
prerequisites as remaining problem 





— 


areas in injection development, 
First and foremost, of course, is t 
need: to design for reduced man 
facturing costs. (One authority sa 
injection cannot replace the c 4 
buretor until the entire system van | 
be produced for about $20.) { 
The second problem is that of 
noise. Mechanical sounds of 
injection-system operating com. 
ponents are one aspect, while hy- 
draulic noises are said to offer even 
more grounds for criticism on some 
designs. 



















































































Fuelcharger Experiments 
With 3 Injection Systems 


— final difficulty which must be 
overcome is sensitivity of some 
injection system designs to dirt par- 
ticles and consequent clogging of 
lines, nozzles and valves. This prob 
lem obviously must be brought 
under control before an injection 
system can hope to equal present 
carburetors for day-in, day-out re- 
liability and trouble-free operation 
in the hands of the average car 
owner. 


Parsons has some definite ideag 
on the three problems of cost, noise 
and clogging. He offered some help. 
ful design hints, which I plan to 
publish in a future column. 


Fuelcharger has three different 
systems, with varying degrees of 
complexity to suit the engine de- 
signer’s preferences and budgetry 
limitations. The most expensive 
is a multiplunger timed injection 
arrangement. 

Next in order of cost is another 
timed injection system—this one of 
the single-plunger type, and estim- 
ated to cost only half as much as 
the multiplunger unit. 

The third system is of the 
continuous-flow type. Using only 
one pump for fuel transfer and in- 
jection, this low-cost design has no 
precision ground or lapped parts. 
Manufacturing cost is estimated at 
about 10 percent of that for the 
multiplunger arrangement. 

o > . 


ARSONS said the continuous 
flow system has reached a stage 

in its development where it is per- 
fected and ready for adoption on 
present-day engines. 

Numerous tests are reported to 
have shown capability for suc- 
cessful operation throughout the 
entire range of conditions, such as 
idling, cruising, high-speed driv- 
ing and heavy-traffic accelera- 
tions and decelerations. 

Fuelcharger’s continuous-flow in- 
jection system is of the variable- 
pressure, speed-density mixture- 
sensitive type, with inlet port nozzle 
location. It is electrically powered, 
with no connection to the storage 
battery except during starting. 
Nozzles are of the open-orifice type 
with individual, integral filters. 

One indication of the degree of 
interest shown by the automobile 
companies is Parsons’ admission 
that he is busy lining up potential 
manufacturing sources for the vari- 
ous components of the continuous- 
flow system. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Highways & Safety 


(Continued from Page 24) 


movement of pedestrians in con- 
gested areas, and initiating other 
major reforms. 

The program does not recom- 
nend a single new arterial high- 
way, bridge, tunnel or expressway 

Sand it does not require any great 

Peapital expenditure to be added to 

the taxpayer’s bill. It is a revision 

of one offered in 1951, many por- 

tions of which have been adopted. 
* * + 


‘Uninsured Driver 
}Under Study by 
Virginia Group 
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sions for convicted speeders. Now 
penalties range from warnings to 
180-day suspensions. A 35 percent 
jump in fatalities during January 
and February over the same months 
of 1955 was cut to one percent over | 





last year during March, April and 
May. 


Canada Cars 


* * 


Could Haul 


|All of Its Population 


If all the people in Canada wanted 
to take their vacations in an auto- 
mobile at the same time, there 
would be enough cars to handle 


them. 


The Canadian Automobile Cham-| 


| ber of Commerce said there is one 


— Divergent views on how to solve! 


| the problem of the financially irre- 
_sponsible motorist were expressed 


| vehicle for every four. 


‘at a hearing conducted by a com-| 
"mittee of the Virginia Advisory| 


Legislative Council, which is study- 
ing the issue at the direction of the 
Legislature. 

Among the solutions suggested 
by various witnesses were: 

' 1. A compulsory insurance plan 
where every driver must either have 
liability insurance or furnish proof 
of financial responsibility before he 

| may obtain a license for his vehicle. 

2. An unsatisfied judgment fund 
administered by state and private 
industry. 

3. Standard insurance policy 
clause protecting drivers against 
motorists without insurance. 

4. A “Virginia uninsured automo- 
bile fund,” whereby the driver who 
could not produce evidence of finan- 
cial responsibility would have to 
pay an extra fee of $25 for his 

| auto’s license. 

Speaking for the American Mu- 

* tual Alliance, Paul S. Wise advo- 
' cated compulsory insurance. He op- 
posed a state-operated unsatisfied 
| judgment fund. 

As spokesman for the Association 
of Casualty and Surety Companies, 
Ray Murphy expressed fear that 
compulsory insurance would be the 
first step toward a wave that would 
“engulf this country in socialism.” 

Murphy proposed, instead, an un- 
satisfied judgment fund handled by 
the state and by insurance com- 
panies. 


> 


Governor Hails 
New Pa. Penalties 


Pennsylvania's new driver suspen- 


passenger car for every 5.3 Cana- 
dians. Moreover, there is a motor 


The overall increase in vehicles 
from 1954 to 1955 was 8.2 percent— 
to 3.943,383 from 3,645,284. 

There are 2% times as many| 
motor vehicles on the road now 
than there were when manufac- 
turers resumed production at the 
end of World War II. 

If all vehicles were placed bumper | 


|}to bumper they would stretch for 


sion system has been credited by| 


5,300 miles, or from Halifax to Van-! 
couver. with enough left over to 
get back east as far as Port Arthur, 
Ont. 


Boston Pleads for Help | 


On Transportation Problem 
A plea for bipartisan support 
for a proposed $1,000,000 study 
of metropolitan Boston's trans- 
portation problems was made by 
Francis B. Grummere, secretary 
of William Filene’s Sons Co. and 
a member of the Boston College 
advisory committee on transpor- 
tation. His views, together with 
those of other local and national 
leaders, were presented at a Bos- 
ton College conference on the 
area’s economic problems. 
Among the various suggestions 
for improving the area’s trans- 
portation and traffic situation 
were: Reduction of Metropolitan 
Transit Authority fares during 
off-hours; more parking lots at 
MTA stations; extension of MTA 
rapid transit lines: acceleration 
of the garage building program 
in downtown Boston, and strict | 
enforcement of the parking laws. | 
7 * . 


Lausche Conducts Ohio Parley | 


On Steps for Safety 
Gov. Frank Lausche and 200 Ohio| 


|buses clocked were breaking the 
| speed law, along with 33 percent of 


State Highway Commission, said 

the timing markers will be painted 

on state and U. S. highways all 

over the state to set up the system. 
* * * 


New York Clocks Speeders 


On State Highways 


Thirty percent of the vehicles 
travelling New York State highways 
last year exceeded the legal speed 
limit, according to a study con- 
ducted by the vehicle operation sec- 
tion of the State Highway Planning| 
bureau. 

The study showed 56 percent of | 





all autos and 21 percent of all! 
trucks. 

The speed limit is 50 m.p.h. The} 
average speed of all trucks was| 
45.4 m.p.h.; for all cars 47.9 m.p.h., 
and for all buses, 51 m.p.h. | 

* * * 


Traffic Safety Awards Given 
8 States and 79 Cities 


The Int'l Association of Chiefs | 
of Police has cited eight states 


|and 79 cities for their police traffic 


supervision achievement in 1955. 
Four states and 39 cities will | 
receive outstanding 

awards and four states and 40 


nix, Ariz. 


cities will certificates of 
achievement, 

Outstanding achievement awards 
are based on performance evalua- 
tions of 90 percent or higher for 
states and 85 percent or higher 
for cities, as rated in the police 
traffic supervision section of the 
Annual Inventory of Traffic Safety 
Activities. 

Certificates of achievement are 
given on the basis of 85 to 90 per- 
cent performance evaluations for 
states and on 80 to 85 percent for 


get 


| cities. 


States considered outstanding 
were Delaware, Colorado, Wash- 
ington and California. Achieve- 
ment certificates were given to 
North Carolina, Virginia, Indiana 
and Michigan. 

Cities winning the outstandng 
awards included Los Angeles, Dal- 
las, Indianapolis, Miami and Phoe- 


License Plea 
Michigan Seeks Way to Bar 
Bad Drivers 


Revision of Michigan law to per- 


* * 


achievement | mit the secretary of state to deny 


driver licenses to motorists with 


45 


bad driving records has been recom- 
mended by Gov. G. Mennen Wil- 
liams. 

His request was the outgrowth of 
a Circuit Court ruling that the 
secretary of state had exceeded his 
statutory powers in denying new 
licenses to persons with bad driving 
records. 

The secretary of state claimed 
the decision would have a serious 
effect on the state’s safety program. 


19 Cars a Mile 
On Canada’s Roads 


Canada’s progress in road build- 
ing has been more than offset by 
the gain in vehicle registrations, 
according to the Canadian Good 
Roads Assn. 

In 1945, the association said, 

there were 11.4 vehicles per mile 
of surfaced road. Last year, the 
figure had risen to 19 per mile. 
|Canada had some 3.9 million vehi- 
| cles at the end of 1955. 
The group said that in 1954, 
| Canada had 524,000 miles of roads, 
of which 191,000 or 37 percent were 
paved or had a gravel surface. 
In 1946, only 25 percent of high- 
ways were surfaced. 





Gov. George Leader with halting| delegates to the regional conference | 
what he called an “alarming” in-|°f the President's Committee on 


crease over last year’s traffic deaths. | Traffic Safety have met to discuss 


The new system, imposed by| 


five suggested steps to curb acci- 


executive order, replaced a pro-| dents. The points were: 


cedure of 90-day mandatory suspen- 





_ Dodge Honors Veteran— 
Ray Cogdill (left), a Dodge dealer 25 
' years, receives his Silver Anniversary 
' Plaque from K. L. Heatherly, Greenville 
' (N. C.) district manager. Cogdill owns 


«6 Cogdill Motor Co. (Dodge-Plymouth), 


| Sylvia, N. C. 


1. A compulsory motor vehicle in- 
spection system conducted by a 
governmental agency. 

2. A merit system regulating sus- 
pension of driver’s licenses by de- 
merits for traffic violations. 

3. Licensing of schools and in- 
structors teaching drivers. 

4. Expanding the State Highway 
Patrol because of a 40-hour work 
week. 

5. Expanding safety education 
programs. 

U. C. Felty, director, highway 
safety department, said that local 
safety organizations have been 
formed in 75 of Ohio’s 88 counties. 

* 7 - 


Air-to-Ground Traffic Drive 
Expanded in Indiana 


Following a month's trial, Indi- 
ana state police are going ahead 
with a new air-to-ground program 
for catching speeders. 

Sgt. Robert H. Meyers, senior 
state police pilot, says he catches 
speeders by spotting them from a 
small plane while his observer uses 
a stop watch to check their speed 
over a huge yardstick painted on 
a stretch of U. S, 52 northwest of 
Indianapolis. 

He said that wide white lines 
have been painted on the pavement 
an eighth of a mile apart. He said 
these markers can be seen easily 
from an altitude of 800-900 feet. 

Meyers then radios his reports to 
troopers in patrol cars who ticket 
the drivers. State police said such 
evidence has been accepted in 
courts. 

Virgil W. Smith, chairman of the 


at your fingertips... 


saves time — assures 


accurate control of pressures 


ECO isuanoer’ a 


REMOTE TIREFLATORS 


You have a strong story to impress your customers 
with Balanced Inflation®—and it’s ah easy story to 
demonstrate with ECO. They're convenient and 


assure pressure at all 


times. 


In your luberoom you can have both air and water 
at your fingertips with an attractive ECO Islander 


that blends with the 


rest of your equipment. 


In your shop you can install an ECO Remote Tireflator 
anywhere —above or below floor or ceiling, on wall or 
post. You'll always know ECO will deliver exact 
pressure set for—from 5 to 110 pounds, And ECO 
gives you long, trouble-free service—the initial cost is 
usually the last. Call your John Wood Representative 


for full details. 
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BENNETT PUMP DIVISION + Muskegon, Michigan 


In Canada: Toronto * Montreal * Winnipeg * Vancouver 
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Traces Oil Leaks to 


Which is leaking: crankcase 


NS 


FACTURING PLAN 


2, TENNESSEE 


-MECHANIC’S 
BLACK LIGHT... 





Source in Seconds! 


or automatic transmission — 


and exactly where? 


This old problem, particularly costly 
and time-consuming to dealer service 
departments, can now be solved in a 
matter of seconds. A new Mechanic's 
Black Light Lamp, guaranteed to iden- 
tify and trace any oil leak to its source, 
is now available at modest cost from 
the Black Light Corp. of America. 
Under the lamp’s ultra-violet rays, 
crankcase and transmission oils glow 
brightly with distinguishable colors. 
In most cases, the leak can be traced 
by merely applying the lamp’s rays to 
the crankcase-transmission area. 
When leakage is exceptionally difficult 
to trace, either of the following two 
methods will give you the answer— 


. quickly, positively. 

(1) SPOT TEST—Put a drop of oil 
from the leaking area on a white blot- 
ter; then compare under the lamp 
with drops from the dipsticks of 
crankcase and transmission. Two of 
the three drops will match... there’s 
your answer! 


(2) LEAK TRACING—Add % oz. Oil 
Glo #21 to crankcase and run motor. 
Then shine lamp under the car and see 
the leaking oil glowing brilliantly— 
right to its source! (If there’s no glow, 
the leak is from transmission.) Oil 
Glo #21 is colorless, harmless to 
engine; fluoresces only under black 
light rays. Leaves no stain! 


RECOMMENDED BY THE AUTO FACTORIES for their Dealers’ Service Depts. 


TRY FOR 10 DAYS WITH 
MONEY BACK GUARANTEE! 
If not completely satisfied, your 
entire purchase price will be 
promptly refunded. 


BLACK LIGHT CORP. OF AMERICA 
5114 Wainut Grove Ave., San Gabriel, California 


At 


POCKET SIZE HAND MODEL — 
for most efficient and con- 
venient use. 10” long, weighs 
only 1 Ib. Durable black 
plastic. 

Includes cord and plug. Model 
SL-3660-M $29.50 


UTILITY LAMP MODEL — Biak- 
Ray model X-4....... $16.75 


OU GLO #21—16 oz. bottle 
(enough for 32 tests). .$6.75 


BLACK LIGHT CORP. OF AMERICA 
Distributors for 
ULTRA-VIOLET Propucts, INC. 


Offices in Principal Cities 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Automotive exporters spend 71.5 
percent, of their advertising dollars 
in American export magazines, ac- 
cording to a study conducted of 51 
companies by Prof. Hillier Kreigh- 
baum, of New York University. 
Another 15.9 percent of their 
budgets is spent in local media 
and the final 12.6 percent in 
direct mail, the study showed. 
The study, incorporated in a 
booklet titled “Automotive Export 
Advertising,” evaluates media 
channels available to companies 


selling automotive products abroad, | 


as well as the methods used in 
placing advertising. 

Of the 71.5 percent of the ad- 
vertising money used in export 
media, 58.6 percent goes into auto- 
motive export publications, includ- 
ing buyer guides. Another 6.5 per- 
cent goes to general business and 
trade export publications in non- 
automotive fields, and 6.4 percent 
goes to general consumer publica- 
tions. 

Local overseas media gets 7.5 
percent of the budgets, and local 
television, radio, magazines and 
newspapers get the remaining 8.4 
percent. 

As a consensus, 
finds that “Automotive export pub- 
lications are assessed by the ad- 
vertisers as doing the best editorial 

and circulation job. General con- 
sumer magazines are regarded as 


satisfactory for reaching the con-| 


suming public, but not for reaching 
trade outlets. 
“Local automotive media were 


export publications in both areas.” 
* - * 


Sports Illustrated Ups Rates 


Effective with the issue of March 
4, Sports Illustrated will increase 
its circulation rate base 10 percent 
to 660,000 and increase advertising 
rates 9 percent, according to Wil- 
liam W. Holman, advertising direc- 
tor. 

Holman also announced that 
Sports Illustrated will inaugurate a 
new West Coast regional edition, 
| beginning with the issue of Jan. 
|14. No change is being made at 
| present in the rates and specifica- 
|tions for the New York and Chi- 
| cago regional editions, he said. 

With the increase, the new black- 
| and-white page rate, formerly $3,- 
| 660, will be $3,990. The basic rate- 
| per-page-per-thousand drops from 
$6.10 to $6.05; Frequency discounts 
|continue on the same basis as on 
previous rate cards, Holman said. 

« - = 


Ad Expenditures on Incline 
Advertising expenditures in 1956 
are indicated at a minimum of 
$9.5 billion, and possibly closer to 
$9.8 billion, according to a recent 
analysis in Standard & Poor's in- 


dustry surveys. This compares with | 
the previous record of $9 billion in| 


1955. 

Domestic advertising outlays in 
| the first half of 1956 are indicated 
| te have been more than 10 per- 

cent greater than in the cor- 
responding year-earlier period. 
All major media experienced in- 
creases except farm magazines 
and network radio. 

Most other forms of advertising 
had year-to-year gains in line with 


| the over-all experience, ranging} 
|from 10 percent to 15 percent. The} 


largest gain—over 25 percent—was 
recorded by general magazines. Net- 
work television was close to 20 per- 
| cent, while advertising in women’s 
|magazines showed only a nominal 
| increase. 
| The favorable economic outlook 
| for the remainder of 1956 indicates 
|no abatement in the rate of adver- 
| tising, outlays, the survey showed. 
The year-to-year percentage 
gains of early 1956 will be diffi- 
cult to equal, but the year-to-year 
increase in advertising outlays in 
prospect for the final half should 
exceed 5 percent, Standard & 
Poors said. This would lift total 
1956 advertising expenditures to 
between $9.5 billion and $9.8 bil- 
lion, with a good possibility that 
the final figure will be closer to 
the larger one, it said. 
Aided by higher advertising 
rates, magazines as a group are 
expected to show 1956 revenues up- 


the professor | 


rated below the U. S. automotive | ©! ; 
|with the National Highway Users | 


wards of 12 percent larger than a 
year earlier. In the first half of 
1956, national weeklies had a 9.1 
percent year-to-year rise in adver- 
tising linage, while general month- 


men’s magazines slightly under 1 


percent. 
on 


Nation’s Business Grows 


Nation’s Business, published by 
the U. 8. Chamber of Commerce, 
has reported an advertising rev- 
enue gain of 21 percent over the 
first six months of 1955. 

It also reported a 23 percent 
gain in advertising pages. 

*« * * 


Rapp Moves to Detroit 

Clyde E. Rapp, vice-president 
and account supervisor in Foote, 
Cone & Belding’s Chicago office, 
will move to Detroit to work on 
the Special Products. division 
account of Ford Motor Co. 

Rapp will be the account super- 
visor on the new account and as- 
sociate manager of Foote, Cone & 
Belding’s Detroit office, which will 
be opened shortly. 


< = * 


| Hubbard Feature in 3rd Year 


“Your Motor Tour,” a mapped 
feature published weekly by the 
Washington Post and Times Herald 
to encourage motor travel in the 
U. S. and travel in American cars 
abroad, now is. well into its third 
year. 

It is written by Walter W. Hub- 
bard, who has been with AAA 
clubs for 20 years, and who was 


* * 





Conference for three years, Hub- 
| bard has been handling a motor 
| tour on WOOK and WFAN-FM for 


lies had a 6.7 increase, and wo-| 


| nine years. The 15-minute program 
is called “Your Travel Reporter.” 
a ae 

Fruehauf Picks Foster 


Fruehauf Trailer Co. of Canada, 
has appointed Foster Advertising 
Agency, Toronto, to handle its ad- 
| vertising. The firm’s new factory 
is being located at Weston, a sub. 


urb of Toronto. 
* 


* * 


Switch in Rheem Setup 


The Campbell-Ewald Co. account 
group that has been handling 
Rheem Mfg. Co. has been trans- 
ferred from the Detroit office to 
the agency’s enlarged headquarters 
in Chicago. 

Fred C. Gallagher is account su- 
pervisor for the Rheem account and 
|Donald A. Wright is account exec- 
utive. Sales headquarters for 
Rheem, a Los Angeles company, is 
in Chicago, 





* * * 


| 7 
| Names 


L. C. Barlow, a senior partner 
and _ vice-president of Brooke, 
Smith, French & Dorrance, Inc., 
has been appointed director of 
media and marketing for the ad- 
vertising agency’s New York divi- 
|sion. Barlow formerly was in the 
Detroit division. 


William G. Cobb has been named 
assistant manager for the New 
York region of the General Motors 
public relations staff. He succeeds 
| Richard C. Kopke, who has been 
named public relations manager of 
the Buffalo region. Victor H. Garske 
will succeed Cobb as director of 
General Motors Previews of Pro- 
gress at Detroit. 

John W. Mason, senior adver- 
tising specialist for General Elec- 
| tric’s metallurgical products depart- 
|ment, Detroit, has been appointed 
|manager of advertising and sales 
| promotion. He succeeds C. E. St. 
| Thomas, who was transferred to the 
company’s marketing services divi- 
sion in New York to handle internal 
and external communication activi- 





ties. 


Auto Saleswoman Advises... 





TOLEDO. — There's a big future 
for the automobile saleswoman. 
But she should have selling experi- 
ence in some other field before she 
tackles cars. 

This is the counsel of Ann 
Moxley, said to be the only 
licensed Chrysler-Plymouth sales- 
woman in Ohio. She recently 
joined the sales force of Laux 
Motor Sales, Sylvania, O. 

“The automobile saleswoman 
should know how to meet the 
public, should be a good driver, 
and should know a little about 
what makes a car tick,” said Mrs. 
Moxley. 

Mrs. Moxley was a district super- 
visor for a cosmetic company 
| Several years ago, covering seven 

*~ - * 


Looking to the Future— 


Ann Moxley believes there’s a big 





Sales (Chrysler-Plymouth), Sylvania, 





| future for the automobile saleswoman, but 
| she advises them to get selling experience | talk when 
in some other field first. Mrs. Moxley is a 
member of the sales force at Laux Motor 
oO. 


‘Sell Something Else First’ 


counties in northwestern Ohio. 
She disliked being away from her 
husband and two youngsters so 
much of the time. 


“I was looking for a job in the 
selling field when I saw a used-car 
dealer's ad,” she said. “He wanted 
to hire several women more or 
less as a gimmick. I hired in and 
liked it very much, but after about 
a month I decided I would rather 
sell new cars.” 

She visited two dealers. The 
first told her it was impossible 
for a woman to obtain an Ohio 
salesman’s license. The second 
was Ray Caldwell, Inc., an East 
Toledo Chrysler-Plymouth dealer. 

“I talked to them and was hired,” 
she recalled. “I had no trouble at 
all getting a license and worked 
there more than two years.” She 
joined Laux last May. 

Do men try to find out how much 
she knows about the mechanics 
of a car? “Usually they are very 
considerate,” Mrs, Moxley said. 

“Once a man asked me all sorts 
of questions about compression 
ratio, torque and engine displace- 
ment. I answered questions until 
his wife told him to quit showing 

|off. She then said I knew more 
about it than he did. As a rule, 
though, men are very polite.” 

Since she’s been in the auto 
game, Mrs. Moxley has sold cars to 
| several engineers. “I believe you 
have to like and believe in. your 
| product if you ever expect to make 
a success in anything you sell,” 
she said. 

One of her pet selling points 
is: “You can get good perform- 
ance for a short time out of a 
bargain basement suit. But if 
you want one to last — buy a 
good one. In other words, you 
get just what you pay for.” 

She has sold cars to about as 
many men as women. “When it 
comes to buying the family bus, 
usually everyone gets into the act,” 
she remarked. “Men are interested 

|in horsepower, performance and 
| price. Women appreciate women 

it comes to the up- 
| holstery, color and styling. I think 
a saleswoman gives them more 
confidence in their purchase.” 
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MAKE US PROVE 
100% to 200% Absorption 


We Guarantee 
To Help You 
@ increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 


e@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have ee this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring al! particulars — promptly. 


aoe) ee oS 
SERVICE PRODUCTION CONTROL 


2170 So. Canalport Avenue, 
Dept. AN-126, Chicago 8 Ili. 


Li? 1 Tote 


BOOSTER BATTERY CART 


LOW COST 


RUGGED 
CONSTRUCTION 


EASY TO HANDLE 
LIGHT WEIGHT 


4 inch rubber hand 





























grip Rubber 
grommets for cable 
clamps . . . Curved 


cross pieces hold the 
cables in place when 
not in use... 8x15 
inch steel platform 
with 2 inch sides, 
holds either 6 or 12 
volt battery safely 
on cart... 6x1'/, in. 
rubber tired wheels 
for easy moving. 


delivered® 


*We pay postage anywhere in 
U. S. when check accompanies 
your order. 


Semnnnaaee MOTOR lees 


WA FALLS we 





lowa dealers please add 2!/2%, 
State Sales Tax 


AUTO 
TURNTABLES 


7 
Manufactured by 
a 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 





‘am. OUR BEST 


passss® BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnewl Complete details 
on request. 


“" STEMAC 


Crossroads 
. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 





1281 SO. CHEROKEE 
DENVER 23, COLO. 


You will reach both groups 
through an ad in Automotive 
News. 








AUTOMOTIVE NEWS, AUGUST 20, 1956 


Bulletin Board 





(Continued from Page 43) 


$1). American Management Assn., 
1515 Broadway, New York 26, N, Y. 


* 


oO * 
Pattern Metals 


“CroRoto Embossed Pattern 
Metals for Contemporary 
Design”—free, CroRoto Division, 
Dept. 20, Croname, Inc., 3701 N. 
Ravenswood Ave., Chicago 13, 
til. 

a * + 
Map of Los Angeles 

Map of Metropolitan Los 
Angeles. Available to members, 
armed forces personnel and out- 
of-state motorists at offices of 
the Automobile Club of Southern 
California’s 59 district offices. 

* oe +. 
Traction Motor Data 

Traction motor bulletin (No. 
GEA-6532) — six pages, free. 
General Electric Co., Schenec- | 
tady 5, N. ¥. 

* 


Oil Hydraulic Systems 


Oil hydraulic systems and com-| 
ponent catalog (bulletin No, M-} 
5101-A) — 20 pages free. Vickers, 
Inc., Box 302, Detroit 32, Mich. 

. * * 
Management in Action 


“Management in Action” — 382 
pages, $5 (members $3.50). Ameri- 
can Management Assn., 1515 
Broadway, New York 26, N. Y. 

* 


* * 





Synchronous Motors 
“End-Shield Bearing Synchron- 
ous Motors” (bulletin No. 05B8305) 
free. Allis-Chalmers Mfg. Co., 1242 | 
S. 70th St., Milwaukee, Wis. 
. * . 
Air Conditioning 
_ Air conditioning and refrigera- 
tion products (Bulletin R-11) 
free. Remco Inc., Zelienople, Pa. 
* * 7 
Rectangular Motors 
Rectangular-shaped motor cata-| 
log sheet free. Leece- Neville | 
Co., 1374 E. Sist St, Cleveland 3. O. | 


Tubing Tables | 


New tolerance tables and addi-| 
tional size ranges for square, rec- 
tangular and round carbon and! 
stainless steel welded Electrunite| 
mechanical tubing. Choice of chart 
or pocket-size data. Steel & Tubes 
Division, Republic Steel, 224 E. 131st | 
St., Cleveland | 8, O. 


Carbide A aafieattons 


“Carmet Catalog” (carbide appli- 
cations and carbide tip tools) — 
32 pages, free. Advertising Dept., 
Allegheny Ludlum Steel Corp., 
2020 Oliver Bldg., Pittsburgh 22, Pa. 

x oa * 


Primitive Art Decor 
“Primitive Art to Improve To- 
day’s Products” — free. Croname 
Glass Studios, Dept. 20, 3701 N. 
Ravenswood Ave., Chicago 13, IIl. 
7” * * 
‘Embezzlement Controls’ 


“Embezzlement Controls for 
Business Enterprises,” (by Lester 
A. Pratt, C.P.A.)—32 pages, free. 
Fidelity & Deposit Co., 1754 
Fidelity Bldg., Baltimore 3, Md. 


F ork-Li ft Bulletins 


CFU-30 Skylift  electric-driven 
and automatic GLF-60 Dynamotive 
gasoline-powered, electric driven 
fork lift truck bulletins — both 
four pages, free. Automatic Trans- | 
portation Co. 149 W. LEighty- 
seventh St., Chicago 20, IIl. 

oe * ~ 


Spark Plug Catalog 
Auto-Lite spark plug specifica- 
tions catalog 24 pages, free. 
Auto-Lite spark plug wholesalers. 
* * * 


Self-Locking Fasteners 


Self-locking fastener catalog (No. 
11-B)—free. Nylok Corp., E. 14th St. 
and Grand Central Ave. Elmira 
Heights, N. ¥, 


Safety-F ‘lm List 


The 1956 National Directory of | 
Safety Films—$1. National Safety | 
Council, 425 N. Michigan Ave., Chi-| 


cago 11, Ill. 
* 





* * 


Gasoline Tractors 
Mercury gasoline tractor bulletins 


(No. T-103, Model 930 Huskie; No. 
T-104, Model 940 Huskie; No. T-105, 
Model 950-S Super Huskie, and No. 
T-106, Model 950-H Superhuskie)— 
four pages, free. Mercury a Co., 
4044 §S. — x, es , ll. 


Belt. Conceyors 
Rapistan Table-Veyor bulletin | 
(Form No. 1000-56)—free. Rapids-| 
Standard Co., Inc., 342 Rapistan 
Bldg., Grand Rapids 2, Mich, 


M. olybdenum Bulletins 


“Moly Iron Castings” (a series of | 
bulletins on use of molybdenum as| 


an alloying element in gray iron 
castings), bulletins No, 1 and 2— 
four pages, free. Climax Molyb- | 
denum Co., Dept. L, 500 Fifth Ave., 
New York 36, N. Y. 

” +. 


Market Analysis 


“Market Potentials,” a specialized 


ties of automotive lubricants and 


| service products—$1.25. Chek-Chart 


Corp., 33 E. Congress Parkway, 
Chicago 5, Mil. 


* 
Truck ‘Specifications 
Literature dealing with White- 


| Freightliner Spacemaker and 


Mountaineer models and other 
trucks and tractors—free. White- 
Freightliner Division, White Motor 
Co., 2705 N.W. Nicolai St., Portland 
10, Ore. 


* * ” 
Study of Smog 
“Instruments for the Study of 
Atmospheric Pollution (smog)”— 
$2. American Society of Mechani- 
cal Engineers, Order a 29 W. 
39th St., New York | 18, N. Y. 


Why Oil Improves 
A 24-page booklet spelling out 


the reasons for the rapidly increas- 
|ing quality of petroleum products. 























| 
| 


| Electric Co., Schenectady 5, N. Y 





| report analyzing the sales possibili-| 


Help You Sell.” Universal Oil 

Products Co., 30 Algonquin Rd., 

Des Plaines, Ill. 
oo 


* * 


Guide Pin Bushings 


“Which Bushing Should You Use” 
(bulletin No. 56)—six pages, free. 
Detroit Die Set Corp., 2895 W. Grand 
Blvd., Detroit 2, Mich. 

* 


Bearing Material Chart 


Chemical, mechanical and work 


| characteristics of sintered bearing 


materials—chart, free. Bound Brook 
Oil-Less Bearing Co., Bound Brook, 
N. J. 
” * * 
Capacitor Digest 

“Capacitor Digest,” a collection 
of trade-magazine stories on in- 
dustrial capacitors — free. General 


Prepackaging Booklet 


“How to Prepak in Corrugated | 
& | 


Boxes”—32 pages, free. Hinde 


| Dauch, Sandusky, O. 





Plastic Tote Trays— 


Firestone Tire & Rubber Co. has de- 
veloped a reinforced plastic tote tray of 
glass fiber and polyester resin. The com- 
pany claims the seven-pound pans are as 


“| strong as steel containers weighing up 


| to 27 pounds. Donald Thompson displays 
| the finished product while in the back- 
ground a glass-fiber “preform” is shown 
by Russell Jacot before being molded 
| with plastic and color pigments. 





3 Salesmen Stay Awhile... 


83 Years With One Dealer 


CLEVELAND. — Three salesmen 
with Birkett L. Williams Co (Ford) 
here have been with the firm for 
a total of 83 years. 

John B. Torrey, 65, joined Wil- 
liams 34 years ago when it was 
a Franklin dealership, John Pat- 
terson, 56, has been with the firm 
26 years and William Holladay, 
23 years. 

Dealer Williams came to Cleve- 

land 41 years ago to start selling 
automobiles. First he handled 


Republic trucks, switched to Grant, | 


then Franklin and, 
a Ford dealer. 

All three men feel they have 
done well in the auto business and 
all own stock in the dealership. 

Torrey recalled that ins the days 


in 1924, became 


Wondering how new-car and truck pro- 


duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 


lIt is titled “How Men of Science every week throughout the year. 
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WISCONSIN 
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Phone 8202 
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INDUSTRIAL UNIFORMS 
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|when he started selling autos, 
salesmen had to sell the customer 
on automobiles in general as well 
as on his make of car. 

“How well does it run?” was a 
frequent question that Torrey en- 
countered in those days. 

“Today,” said Torrey, “most 
customers don’t even ride in the 
ear they buy until the deal is 
closed. They assume the car has 
good performance and they’re 
chiefly interested in appearance. 

“Some of them don’t even look 
in to see if it has an engine,” said 
Williams. 


Nimmer Looted of $3,000 

BLACKSHEAR, Ga. — A safe at 
Nimmer Chevrolet Co. here has 
been pried open and approximately 
$3,000 in cash and checks taken. 







Now you can outfit all your employees in neat, long wearing 


uniforms — and save money. 


Order direct from one of the country’s 


largest and best known manufacturers at factory prices! 
SAMSONMITE garments, product of the Keep Kleen Garment 
Co., are tailored by skilled (union) workmen with over 20 years 
experience. You get only sturdy, number-1 quality cotton 


materials (no seconds) .. . 


vat-dyed ... 


Sanforized ... 


and triple-stitched where needed for extra strength. Pockets 


SHIRTS 
TROUSERS 
COVERALLS 


SERVICE 
COATS 


CAPS 
Overseas 
Styles in 


ORDER 
funded. 


are durable boat-sail drill. 
You just can’t buy better uniforms at any price. Garage 
employees, maintenance men, service station 

attendants have been proving for over 20 years that 
Keep Kleen garments fit better and give longer 


Write for complete line and 


All points of stress are bar-tacked. 


service. Find out for yourself by 
writing today for details. 


You Profit More by Owning 


Than by Renting.... 


ye GREATER COMFORT 
ye BETTER APPEARANCE 


%& LONGER WEAR 


Neat, full cut, silver grey. Long @ $2.95 
Silver grey. Comfortable and neat @ $3.75 


Feature non-binding reglan sleeves. 
Tuftex grey. $5.80 


Protect clothing. Sanforized, vat-dyed 
cotton silver grey tuftex @ $5.25 


Choice of ater @ $2.40 with two tops. 


San 


NOTE: Names in script over pockets FREE. 


NOW! Guaranteed or money re- 





prices 


Division of 
MANITOWOC 
COTTON 
GOODS MFG 
COMPANY 
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Market Trend 


The overall average price of 
used cars sold last week at auc- 
tion rebounded $17 from the pre- 
vious week’s extensive plunge, 
according to Automotive News’ 
index. 

Leading the way upward were 
55s and ’54s, although all makes 
showed gains—except ’49s, which 
remained unchanged. 

The increases were: ’55s, up $46; 
"54s, up $41: 52s, up $16; ’51s, up 
$16; ’56s, up $12; ’53s, up $5, and 
50s, up $1. 

At a group of representative 
auctions last week, the average 
consignment was 222.8 units, the 
peak for the year. The sales ratio 
was 73 percent. A week earlier, 
71.6 percent of 208.8 units was 
sold. 


oe 


1956 


$880 


$873 $873 


Dec. dan. Feb. March 


* Prices of ’56s added; ’48s dropped. 
Prices marked with an * indi- 


cate a unit equipped with an au- 
tomatic transmission or overdrive 


and (ps) indicates power steering. | 


JENISON, MICH. 


(Grand Rapids Auctions, Inc, Sale every 


Tuesday. Prices are for sale of Aug. 7.) 

(Market very steady as there is still a 
demand for clean cars. Bidding active to 
the last auto in the sale. Sold 127 cars 
out of 170 offerings.) 


500* 
Special 
$1,595°; 4-dr., 
$1,400*, $1,200; 
’53 Special 4-dr., $775*. 
$220*. '49 Super 2-dr., $265. 
4-dr., $400. 


(ps). 
Riviera, 
$1,580*. 


$1,750*; 2-dr., 


| 110° (ps). 


ten (8) station wagon, $1,760*, $1,500; 
4-dr., $1,325, $1,295*, $1,265; 
(6) Delray, $1,340; 4-dr., $1,120, $1,065; 
Bel Air (8) 2-dr., $1,700, $1,600*, 


$1,435, $1,415*; Bel Air (6) 2-dr., $1,400. 





BUICK—’ 56 Special 4-dr., $2,550* (ps), $2,- 
55 Century Riviera, $2,050*; 
$1,670, 
’54 Special 4-dr., 
Century Riviera, $1,295. 
’51 Super Riviera, 
’42 Special 


| CADILLAC—’55 (62) coupe de Ville, $3,- 
610* (ps); club coupe, $3,230* (ps), $3,- 


Two-ten 


2 at 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$874 


Apr. 


| FORD—’56 Custom 





| 


| CHEVROLET—’56 Two-ten (6) 4-dr., $1,- LINCOLN—'55 Capri 
890°; Two-ten (8) 4-dr., $1,705. '55 Two- 
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$352 $864 





duly Aug. 


to Date 


May June 





°54 Bel Air 2-dr., $975*; Two-ten 4-dr., 
$875*. ’53 Bel Air 2-dr., $750*, $750, 
$725*, $685*; Two-ten 4-dr., $700, $655*, 
$655. °52 SL Deluxe 4-dr., $465*. ‘51 
SL Deluxe station wagon, $445. 
DeSOTO—’53 Fire Dome (8) 4-dr., $705*. 
DODGE—’52 Meadowbrook 4-dr., $295*. ’51 
Meadowbrook 4-dr., $195. 
(8) 2-dr., $1,590. '55 
Fairlane (8) conv., $1,470; 2-dr., $1,350, 


$1,260*, $1,215, $1,190; Custom (8) 2- 
dr., $1,350; Custom (6) 2-dr., $1,165, 
$1,125, $1,035; Main (6) 2-dr., $1,095; 
Main (8) 2-dr., $910. ’54 Crest (8) Vic- 
toria, $1,190; conv., $1,180*%; Country 
sedan, $1,170*; Custom (8) 4-dr., $975", 


$910, $895, $890; 2-dr., $880*; Custom (6) 
4-dr., $915*. "53 Main (8) Ranch Wagon, 
$900, $775; Custom (8) 4-dr., $790°, 
$725, $45@ °52 Crest (8) Victoria, $650; 
conv., $600*, $540; Main (8) 2-dr., $420; 
Custom (6) 2-dr., $380. '51 Custom (8) 
Victoria, $425; 4-dr., $365; club coupe, 
$350. 

HUDSON—'55 station wagon, $1,180. 

2-dr., $2,590° (ps). 
’53 Capri club coupe, $1,090* (ps), $1,- 
020* (ps); Cosmopolitan sedan, $890. 

MERCURY—’55 Monterey 4-dr., $1,800*. 
’54 Monterey 2-dr., $1,290; Sun Valley. 
$1,250* (ps). '53 Custom 4-dr., $765. 

NASH—'52 Statesman 4-dr., $335. 













STUDEBAKER — 
MISCELLANEOUS — ’54 







CADILLAC—’56 Eldorado Seville, 





OLDSMOBILE—’56 (98) Holiday, $2,825* 
(ps). 55 (98) Holiday, $2,210* (ps), $2,- 
120* (ps); (88) Holiday, $1,995*; 2-dr., 
$1,800*, $1,735, $1,715; Super 4-dr., $1,- 
900*, ’54 (88) conv., $1,645* (ps); (98) 
4-dr., $1,615, 53 (88) 4-dr., $935*, $715. 
"51 (98) conv., $390; Holiday, $360*, ’50 
(98) 4-dr., $230*, $220. 

PACKARD—’52 2-dr., $240. ’51 (300) 4-dr., 
$350*. 

PLYMOUTH — Belvedere (6) 2-dr., $1,288. 
54 Plaza station wagon, $1,005. ’°53 
Cambridge 2-dr., $465. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,- 
670*; 2-dr., $1,500. ’54 Star Chief (8) 
conv., $1,170; 2-dr., $900. °53 Chieftain 
(8) Catalina, $1,000*, ’51 Silver Streak 
(8) Catalina, $500. ’°50 Silver Streak (8) 
4-dr., $150. 

’51 Commander Land 

Cruiser, $145. 

Chevrolet %-ton 
%-ton pickup, 


pickup, $760. °52 Ford 


$330. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 


day. Prices are for sale of Aug. 7.) 


(Sold 283 cars out of 434 offerings.) 


BUICK—’56 Special 4-dr., $2,525* (ps); 
Super 4-dr., $2,425*. 55 RM 2-dr., $2,- 
305* (ps); Super 2-dr., $2,150* (ps); 


Special 4-dr., $2,105*, $1,695*; 2-dr., $1,- 
850*. ’54 Super Riviera, $1,635* (ps), $1,- 
400* (ps); Special 4-dr., $1,530*; 2-dr., 
$1,350*, $1,105, $1,085*; Century Riviera, 
$1,495* (ps); RM Riviera, $1,475* (ps). 
’53 Super Riviera, $1,205*, $1,000*, $970*; 
RM Riviera, $1,075* (ps), $1,040* (ps), 
$875* (ps); Special 4-dr., $905; 2-dr., 
$810, $790. °52 Special 4-dr., $560. ‘51 
Super Riviera, $460*; Special Riviera, 
$320*. '41 Special 4-dr., $245. 

$4,955° 
(ps); (62) 4-dr., $3,780* (ps). °55 (62) 
coupe, $3,385* (ps), $3,220* (ps). °54 (62) 
coupe de Ville, $2,975* (ps); conv., $2,- 
895* (ps). °53 (62) coupe de Ville, $1,- 
725°; conv., $1,245*. '52 (62) 4-dr., $1,- 
055*, $1,020*, 50 (62) 4-dr., $730*. '48 
(62) conv., $405*. 


| CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 


625. 55 Bel Air (6) 4-dr., $1,285; One- 
fifty (6) 2-dr., $1,000. °54 One-fifty 
Handyman, $1,100; Bel Air 4-dr., $955*; 


2-dr., $925, $845*; Two-ten 4-dr., $995, 
$895; 2-dr., $850*, $825. '53 Bel Air 
Sport coupe, $865; 4-dr., $860*, $575; 
2-dr., $800; Two-ten 4-dr., $745. "52 SL 
Deluxe Bel Air, $575; 4-dr., $420; 2-dr., 
$340. °51 SL Deluxe 2-dr., $420; FL 
Deluxe 2-dr., $365*; 4-dr., $305°. ‘50 
SL Deluxe Bel Air $435*; 4-dr., $220. 











ALABAMA 


JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 








CALIFORNIA 





SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 





COLORADO 








COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Francis R. Cassell 
Cerroll Kepfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Colonels Weod and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 —- Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 








CY—Quincy Auto Auct., 3202- 
3220 Broadway, Every Fri. since 
1947, 12 noon. No Fees on No Sales. 


MICHIGAN 





Fidelity Insured Checks 





MICHIGAN 














Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan’s Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 


MISSOURI 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 
































On U. S. Rovte 20A 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Avto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim. 


. Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








EMLENTON —Emlenton Auto Auc- 


tion. Every Tuesday, 12 Noon. 





TENNESSEE 





MURFREESBORO—Don Kelly Auto 


Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 











Model Breakdown 
Of Auction Averages 





Aug. 1956 July June 

Model To Date 1956 1456 
beevsnssbentes $2,117 $2,163 $2,183 
1,509 1,565 1,589 

pesivesietyens 1,077 1,097 1,117 
Seideuienstie 720 738 744 
ancinsatevvg 472 477 504 
315 335 344 

230 245 253 

172 178 182 

Overall __- -—- 
Average $ 826 $ 850 $ 864 


NE 

CHRYSLER — '56 Imperial 
$4,095* (ps). °55 Windsor 4-dr., $1.s90° 
(ps), $1,760*. °53 Windsor 4-dr., $750%, 
"52 Saratoga 4-dr., $405*, $395*; NY 
4-dr., $400°. ’51 NY 4-dr., §$250*. ’50 
Windsor Newport, $225*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,775*, 
*52 Fire Dome (8) 4-dr., $550* (ps); 
Sportsman, $325*. 

DODGE—’55 Royal (8) conv., $1,650* (ps); 
Lancer, $1,495*. °54 Coronet (8) 4-dr., 
$800*; Meadowbrook 2-dr., $795; 4-dr., 
$700. '53 Coronet 4-dr., $625*; Meadow. 
brook 4-dr., $350. 52 Coronet Diplomat, 
$550°. '51 Coronet 4-dr., $400*. '50 Coro- 
net 4-dr., $235*. 

FORD—’56 Country Squire, $2,310*: Fair- 
lane (8S) Victoria, $2,175*, $2,100*, $2,- 
080°, $1,875*; Custom (8) 2-dr., $1,760; 
Main (8) 4-dr., $1,550. 55 Thunderbird, 
$2,550* (ps); Fairlane (8) Victoria, $1,- 
675*, $1,670*, $1,610*, $1,220*; 4-dr. $1,- 
420°; 2-dr., $1,350%; Main (8) Ranch 
Wagon, $1,460; 4-dr., $1,000; Custom 
(8) 4-dr., $1,185; 2-dr., $1,135. ’54 Main 
(8) Ranch Wagon, $1,060*; Crest (8) 
coupe, $1,000; Custom (8) 2-dr., $950, 
$860, $730; 4-dr., $870, $850. °53 Crest 
(8) conv., $915*, $725, $600*; Custom 
(8) 2-dr., $625, $575. °52 Crest (8S) Vic- 
toria, $680*; Custom (8) 4-dr., $530*, 
$320*. °51 Custom (8) conv., $330.. 50 
Custom (8) conv., $235. 

HUDSON—’'55 Rambler station wagon, $1,- 
405, $1,245. °54 Hornet 4-dr., $830*, 
$680. °53 Hornet Hollywood, $405*. ‘51 
Commodore Hollywood, $230*. 

LINCOLN—’55 Capri coupe, $2,450* 
*53 4-dr., $805°*. 

MERCURY—'55 Montclair coupe, $1,840*; 
conv., $1,810*°} 2-dr., $1,335°. °54 Mon- 
terey Sun Valley, $1,375*, $1,340*; 2-dr., 
$995; 4-dr., $1090*. "53 Monterey coupe, 
$1,105*, $900*; 4-dr., $890*, $720. ‘52 
4-dr., $570*. '51 4-dr., $300*; 2-dr., $250. 

NASH—’56 Rambler station wagon, $2,185* 


Southampton, 


(ps). 


(ps). '55 Statesman 4-dr., $1,110*; Ram- 
bler station wagon, $1,540*, $1,520*. "54 
Statesman 4-dr., $800*%; 2-dr., $730. '53 


Rambler station wagon, $565; club coupe, 
$505. ‘52 Statesman club coupe, $440; 
4-dr., $270; Rambler club coupe, $435, 
$315; station wagon, $260. 
OLDSMOBILE — '55 (88) conv., $2,205* 
(ps); 4-dr., $2,055* (ps), $2,050* (ps); 
(98) Holiday, $2,195* (ps). ‘54 (98) 
Holiday, $2,030° (ps), $1,895* (ps); 
conv., $2,010* (ps), $1,730* (ps); 4-dr., 
$1,855* (ps), $1,630* (ps); (88) 2-dr., 
$1.430*. °53 (98) conv., $1,385° (ps); 
Holiday, $1,255* (ps), $1,165* (ps); (88) 
4-dr., $1,080*. °52 (98) Holiday, $795*, 
$630°; (88) 4-dr., $600*%, "51 (8S) 4-dr., 
$330°. 
PACKARD—'54 Clipper 4-dr., $910*. ‘52 
Patrician sedan, $580*; (200) 4-dr., $375. 
PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
900°; Savoy (6) 4-dr., $1,650°; Suburban, 
$1,645°. "55 Savoy (8) 4-dr., $1,185, $1,- 
150; Plaza (6) 4-dr., $935. '54 Savoy 4- 
dr., $820, $765, $750. ‘53 Cambridge 
Suburban, $735; 4-dr., $450, $400; 2-dr., 
$365; Cranbrook conv., $585; 4-dr., $445°, 
$405. '52 Cranbrook Belvedere, $360. 
PONTIAC—’'56 Star Chief (8) Catalina, $2,- 
410° (ps). ‘55 Star Chief (8) Catalina, 
$1.870*, $1,850°; Chieftain (8) station 
wagon, $1,770. "54 Star Chief (8) Cata- 
lina, $1,495*, $1,400*; 4-dr., $1,125*. "53 
Chieftain (8) 4-dr., $910*, $525°; 2-dr., 
$870, $775*, $520, $455; Catalina $875*. 
"52 Chieftain (8) 4-dr., $645*, $500*; 
station wagon, $475*. °51 Silver Streak 
(8) Catalina, $410*°. ‘49 Silver Streak 
(8) club coupe, $240*. 
STUDEBAKER — ‘52 
coupe, $270. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 

Prices are for sale of Aug. 3) 

(Prices good with lots of action, We 
recovered most of last week’s drop. Sold 
197 cars out of 275 offerings.) 

BUICK—’56 Special Riviera, $2,380, °55 RM 
conv., $2,150* (ps); Super 4-dr., $1,910° 
(ps); Special conv., $1,870*. 54 RM 4-. 
dr., $1,675* (ps); Super Riviera, $1,400*. 
’53 Special conv., $895. "51 Super 2-dr., 
$510*; Riviera, $475*. 

CADILLAC—’56 (62) 4-dr., $3,745* (ps). 
"55 (62) coupe, $3,340* (ps), $3,260° 
(ps), $3,250* (ps); conv., $3,085* (ps). 
"54 (62) coupe de Ville, $2,950* (ps), $2,- 
800* (ps); conv., $2,770* (ps). 53 (62) 
coupe de Ville, $1,675* (ps). 

CHEVROLET—’'56 Nomad station wagon, 
$2,450*; Bel Air (8) Sport sedan, $2,075*; 
4-dr., $1,810; One-fifty (6) 2-dr., $1,555. 
’55 Bel Air (8) Sport coupe, $1,645*, $1,- 
625*; 2-dr., $1,495*.’54 Two-ten Delray 
coupe, $925*; 4-dr., $800, $785. °53 Two- 
ten club coupe, $725*. °52 SL Deluxe 4- 
dr., 2 at $525, $270. ’51 SL Deluxe club 
coupe, $515; 2-dr., $420; SL Special 2- 
dr., $295. 

CHRYSLER—’51 Windsor 4-dr., $280. 

DODGE—’55 Royal Lancer Diplomat, $1,- 
800*; conv., $1,700*. °54 Coronet 4-dr., 
$900*. ’°53 Coronet Diplomat, $635*; Mea- 
dowbrook 2-dr., $400. ’°52 Meadowbrook 
4-dr., $360, $300. 

FORD—’56 Fairlane (8) Victoria, $2,450* 
(ps), $2,130*, $2,060*, $2,000*; 4-dr., $1,- 
800* (ps); conv., $2,060* (ps); Custom 
(8) 2-dr., $1,800, $1,685*; Main (8) 
Ranch Wagon, $2,230* (ps). ’55 Fair- 
lane (8) conv., $1,810*; Custom (8) 2- 
dr., $1,255; Custom (6) 2-dr., $1,100; 
Main (6) 2-dr., $1,030*, ’54 Custom (8) 
2-dr., $1,025. 

HUDSON—’54 Wasp 2-dr., $510. 

KAISER—'’51 Deluxe 4-dr., $305*, 

LINCOLN—’49 conv., $205*. 

MERCURY—’55 Custom station wagon, $2,- 
050* (ps); 2-dr., $1,435*, °53 Monterey 
conv., $1,005*. °52 2-dr., $460*, $440*. 
» Monterey 2-dr., $415*, $275, $265, 


Commander club 


NASH—'55 Rambler Cross ‘Country, $1.- 
(Continued on Page 49, Col, 1) 
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Used-Car Auction Prices 


(Continued from Page 48) 


90, $1,370*. '53 Statesman Country Club, 


685*; 4-dr., $620*, $600; Ambassador 2-/| 


., $540*. °51 Statesman 2-dr., $115*. 

DSMOBILE — ’'56 (88) Super Holiday, 
'$2,675* (ps). °55 (88) Super conv., $2,- 
1450*; 4-dr., $2,100* (ps); Deluxe Holiday, 

2.075*, $1,975*. °54 (88) 4-dr., $1,555*; 
498) 4-dr., $1,520*. 53 (98) 4-dr., $1,- 

pO* (ps). 

KARD—’56 4-dr., $2,165*. '54 Panama 
coupe, $1,100°. 

yMOUTH—’55 Savoy (8) 2-dr., $1,190*. 
754 Savoy 4-dr., $945. °53 Cranbrook 
Seonv., $710. '52 Cranbrook 2-dr., $325, 
290; Cambridge 4-dr., $305. °51 Cam- 
' bridge 4-dr., $185. 

INTIAC—’56 Chieftain (8) Catalina, $2,- 
: * °54 Chieftain (6) 2-dr., $830. ‘53 
MChieftain (8) Catalina, $990* (ps); 
onv., $855*°; 2-dr., $620. '52 Chieftain 
48) 2-dr., $435; Catalina, $430°. 

| DEBAKER—’55 Commander 4-dr., $1,- 
S475, $1,150°. '52 Commander 4-dr., $310*. 
51 Commander 4-dr., $160°. 

WS—’53 Aero 2-dr., $290*. 

tion wagon, $315. 
fiSCELLANEOUS—’'53 GMC %-ton pickup, 
$510. 52 Jaguar conv., $1,310. °51 GMC 
“&%-ton pickup, $305. 


LITTLETON, COLO. 


) {Colorado Auto Auction, Sale every Mon- 
yy. Prices are for sale of Aug. 6) 
(Sold 250 cars out of 400 offerings.) 
J —'56 RM Riviera, $2,830* (ps), $2,- 
= 700* (ps); Century Riviera, $2,645* (ps); 
Bpecial Riviera, $2,525", $2,420*, $2,415*, 
$2,150. °55 RM 4-dr., $2,300* (ps); Cen- 
tury Riviera, $2,000*, $1,805*. ‘54 RM 
Riviera, $1,580* (ps); Super conv., $1,- 
380 Century 4-dr., $1,260*, $1,240*, 
»$1,210°. °53 Super conv., $975, $910*. 
DELLAC—'56 (62) sedan de Ville, $4,- 
850° (ps), $4,760* (ps); 
$4,050* (ps), $4,000° (ps); 
(ps). °55 (62) coupe, 
(62) 4-dr., $2,715° (ps), 
5640° (ps). °53 (75) 4-dr., $1,750* 
EVROLET—'56 Corvette, $2,900°; 
SAir (8) station wagon, $2,600°; 4-dr., $2,- 
455, $2,400*, $2,345*, $2,335*, $2,300°, 2 


"52 sta- 


4-dr., 
$3,255* 


(ps). 


station wagon, $2,300* (ps), 2 at $2,235*. 
'°55 Bel Air (8) Nomad, $2,065*; conv.. 

J * (ps); Sport coupe, $1,815*, $1,- 
a Two-ten (8) station wagon, $1,- 
800, $1,750°. °54 Bel Air 4-dr., 
$1,080*; One-fifty 4-dr., $675. ‘53 Two- 


350. "51 SL Deluxe 4-dr., $340*. 


(ps); 4-dr., $2,540° (ps). 
Nassau, $2,190° (ps). '53 Windsor 4-dr., 
§725* (ps), $500. '52 Windsor 4-dr., $415* 


)4-dr., $250°. 

DGE—’'56 Custom Royal Lancer, $2,- 
'300°; Royal 4-dr., §2,260°. ‘55 Royal 
Lancer, $1,750*. ‘54 Coronet 4-dr., $845*. 
"53 Meadowbrook station wagon, 
» 749 Coronet 4-dr., $105°. 

D—'56 Thunderbird, $3,150*; 
(8) 4-dr., $2,450*; Victoria, $2,125* (ps), 
$2,115°, $2,060° (ps), $1,985*; Main (8) 
Ranch Wagon, $2,090, $1,900. 
lane (8) Crown Victoria, $1,720*; 
$1,700* (ps); 4-dr., $1,500, 
5400; Custom (8) 2-dr., $1,335, $1,075°. 
54 Main (8) Ranch Wagon, $1,190; Crest 
48) Victoria, $1,180 (ps). ‘53 Crest (8) 
Victoria, $895, $845°*. 

‘ URY—’56 Montclair coupe, $2,600*°; 
Monterey Sport coupe, $2,335*; 4-dr., $2,- 
290°. '55 Monterey Sport coupe, $1,710*. 
"54 Monterey coupe, $1,360. ‘53 Custom 
Bport coupe, $1,135*, $965*; Monterey 4- 
@r., $740°. '51 2-dr., $345°; 4-dr., $320. 
NAS) ‘55 Ambassador 4-dr., $1,770*. °'53 
“Rambler 4-dr., $575. 

OBILE—'56 (98) Holiday, $2,900° 
$2,875*; (88) Super 4-dr., 

Deluxe Holiday, $2,450°. 
(ps); (88) 


conv., 


(ps); 
Holiday, $2,235* 


)4-dr., $1,505*; Deluxe 4-dr., $1,340°. 
WMOUTH—'56 Belvedere (8) 4-dr., $2,- 
™ 265° (ps), $1,940*; Savoy (8) 4-dr., $1,- 
940°. ‘55 Belvedere (8) station wagon, 
.790*; conv., $1,675*%; 4-dr., $1,450; 
Sport coupe, $1,430*°, °53 Cranbrook 4- 
@r., $650°. ‘50 Special Deluxe club 
coupe, $235. 
TAC—’56 Star Chief (8) 
810* (ps); Catalina, $2,365*; 
(8) Catalina, $2,410*, $2,255°*. 
™ tain (8) Catalina, $1,735*, $1,720*; 
| a@r., $1,420*, $1,350°. "54 Star Chief 
4-dr., $1,025*. 
DEBAKER—’56 Golden Hawk Hardtop, 
(ps). °53 President club coupe, 
. "50 Champion 4-dr., $125. 
WS—’'55 station wagon, $1,570, $1,- 
370. 54 Jeep, $1,000. 
ISCELLANEOUS—’'56 GMC %-ton pick- 


BLITZ 


| BATTERY CHARGERS 
Money Makers For Any Shop 


because they are 
per right and 
lly guaranteed. 


A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts. 
Battery Wheeler 
Battery Charging 

Jumpers 
Battery Carriers 


Battery Power 
Units 

Trickle Chargers 

Stands 


4-dr., $2,- 
Chieftain 
’55 Chief- 
2- 
(8) 


tellin in eee eRe aah a a ie ett ee es ne aoe ea ee 


Warning Signals 
Emergency 
Starting Cables 


Write today for 
new catalog, 
prices and details. 


| BLITZ ELECTRIC CO., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 


coupe, $4,150*| 


$2,-| 
Bel | 


Sat $2,280°, $2,235°, $2,210°; Two-ten (8) | 


$1,085, | 
ten 2-dr., $735, $720. '52 SL Deluxe 4-dr., | 


RYSLER—'56 Windsor Newport, $3,100* | 
55 Windsor | 


(ps); Saratoga 4-dr., $335* (ps). "49 NY} 


$685. | 


Fairlane | 


"55 Fair-| 
$1,415, $1,-| 


-, $2,130° (ps). "54 (88) Super) 


| up, $1,225. '53 Stude. \%-ton pickup, $880. 


*52 Jaguar 4-dr., $420. 


PORTLAND, ORE. 


(Portiand Auto Auction. Sale every Tues- 

day. Prices are for sale of Aug. 7.) 

(Rough cars will not sell, Clean ones 
are bringing a premium, but they are 
searce. Sold 142 cars out of 234 offer- 
ings.) 

BUICK—’55 Special coupe, $1,915*, $1,910*, 
$1,880*. °51 Special 4-dr., $530*, $490°; 
conv., $295°. 

CADILLAC—' 54 
$2,725* (ps), 
dr., $1,100*. 

CHEVROLET—'56 Two-ten (8) Delray, $2,- 
130°. °55 Bel Air (8) Nomad, $2,135*; 
2-dr., $1,735*; Bel Air (6) 2-dr., $1,- 
565*; Two-ten (6) 4-dr., $1,355, $1,285, 
$1,270. °54 Bel Air station wagon, $1,- 
340°; 4-dr., $1,055, $995*; 2-dr., $1,- 
040°; Two-ten 4-dr., $1,045, $975, $920. 
53 Bel Air conv., $900; 4-dr., $810°*, 
$795*; Two-ten 2-dr., $710, $690; One- 
fifty sedan, $580; Delivery sedan, $515. 
’51 SL Deluxe Bel Air, $540*; coupe, 
$505*, $460°; 4-dr., $500*, $440; 2-dr., 
$405. °50 SL Deluxe, 4-dr., 
$175". 

CHRYSLER—'49 NY 4-dr., $260*, $150°. 

DODGE—’53 Coronet (8) station wagon, 
$1,000*. 

FORD—'56 Fairlane (8) Crown Victoria, 
$2,270* (ps); Country sedan, $2,250*; 4- 
dr., $1,940*, $1,870*. °55 Fairlane (8) 
2-dr., $1,440*, $1,410, $1,340°; Custom 
(6) 4-dr., $780. °53 Custom (8) 4-dr., 
$875*, $835*, $780, $645. ‘52 Main (6) 
station wagon, $800; 2-dr., $465; Main 
(8) sedan, $425; Custom (8) 4-dr., $550*, 
$345. 50 Custom (8) 4-dr., $280, $275°*; 
2-dr., $275. "49 Custom (8) 2-dr., $165, 
$150*. 

HUDSON—’51 4-dr., $190. 

KAISER—’51 4-dr., $130*. 

LINCOLN "56 Premiere coupe, $3,950* 
(ps). $3,770* (ps). 

MERCURY—’'55 Monterey 4-dr., 
coupe, $1,770* (ps). "54 Monterey coupe, 
$1,480*, $1,400*; 4-dr., $1,440° (ps), $1,- 
340* (ps). °53 Monterey coupe, $1,200*, 
$1,135", $965*, $930* $595*. ‘52 Mon- 
terey coupe, $700*, $670*, '51 club coupe, 
$400, $340*, $310°. 

NASH—’'55 Rambler Cross Country, $1,770*, 
$1,695*; Metropolitan sedan, $965. ‘53 
Statesman 4-dr., $635*, $620*, $590*. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
970° «ps), $1,925* (ps). "54 (88) Super 
coupe, $1,660*. °53 (98) coupe, $1,360*° 
(ps), $1,290° (ps); 4-dr., $1,120* (ps); 
(88) sedan, $1,075*. 52 (98) 4-dr., $770*, 
$740*; (88) sedan, $655*. '50 (88) 2-dr., 
$345°; 4-dr.. $235°. 

PACKARD—'56 4-dr., 

PLYMOUTH—'55 Belvedere 
625°; Savoy (8) 4-dr., 
Plaza (6) 2-dr., $1,020. 
$820; Plaza 4-dr., $765. ‘53 Cranbrook 
club coupe, $670, $640, $440. °52 Cran- 
brook club coupe, $470, $430, $425. ‘51 
Cambridge Savoy, $670. 

PONTIAC—'55 Star Chief (8) 4-dr., §1,- 

680°. °54 Star Chief (8) Catalina, $1,- 

365°, $1,250°*. '53 Chieftain (8) Catalina, 
$945; 4-dr., $640*, $625°. ‘°51 Silver 

Streak (8) 4-dr., $430*, $345*. °50 4-dr., 

$150*. 

ISCELLANEOUS—-56 Volkswagen Sport 

} coupe, $2,345. ‘55 Skoda 1200 4-dr., 

| $460. '51 Ford %-ton pickup, $445; Willys 

%-ton pickup, $480. '49 Chevrolet %-ton 

pickup, $400. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
| Monday. Prices are for sale of Aug. 6.) 

(Out of 202 offerings at today’s auc- 
tion, 52 cars remained unsold. These 
were mostly bad ones; many were just 
plain iron. There seems to be a normal 
decline in prices even on the better 
cars as the market appears to be dry- 
ing up at prevailing prices.) 

BUICK—'56 Century Riviera, $2,525* (ps), 
$2,100*; Special 2-dr., $2,150°. ‘55 Cen- 
tury Riviera, 2 at $2,000* (ps), $1,750°. 
"54 Special 4-dr., $1,180; Riviera, $1,375*. 
"53 Special 2-dr., $725. '52 Super Riviera, 
$575*; 4-dr., $480°; Special 4-dr., $490*. 
"51 Super 2-dr., $480°; Special 4-dr., 
$350*. "50 RM 4-dr., $150*. 

CADILLAC—’'56 (62) coupe de Ville, $4,- 
200° (ps). '54 (62) 4-dr., $2,200* (ps). 
*53 (62) coupe, $1,575* (ps). "50 (61) 4- 
dr., $670*. 

CHEVROLET—’'56 One-fifty (6) 4-dr., $1,- 
830°; 2-dr., $1,670; Two-ten (6) 2-dr., 
$1,725; 4-dr., $1,720*. '55 Bel Air (8) 2- 
dr., $1,625*; 4-dr., $1,375; Two-ten (6) 
station wagon, $1,700*. '54 Corvette, $1,- 
510°; One-fifty station wagon, $1,100; 2- 
dr., $725; Two-ten 2-dr., $1,025*, $880; 
4-dr., $875. "53 Bel Air conv., $850; 2- 
dr., $650; Two-ten 2-dr., $750, $685, $650; 
4-dr., $725, $685*; One-fifty 4-dr., $615; 
2-dr., $600, $490. '52 SL Deluxe Bel Air, 
$520*; 2-dr., $470, $420; SL Special 2- 
dr., $400, $230. '51 SL Deluxe 4-dr., $400; 
conv., $450; Bel Air, $380*. °50 SL De- 
luxe 4-dr., $220, $150; FL Deluxe 2-dr., 
$220; SL Special 2-dr., $195. °49 SL De- 
luxe conv., $190. '47 FL 2-dr., $170. 

CHRYSLER—’53 Windsor 4-dr., $670*. ’51 
NY 4-dr., $390*. 

DODGE—’55 Coronet 4-dr., $1,210*. ’53 
Coronet conv., $640*; 2-dr., $480; Mea- 
dowbrook station wagon, $600. ’'51 Mea- 
dowbrook conv., $200*; 4-dr., $175*. ’50 
Coronet 4-dr., $145. 

FORD—'56 Fairlane (8) 4-dr., $1,850* (ps); 
Custom (8) 4-dr., $1,585. ’55 Fairlane 
(8) conv., $1,600; Victoria, $1,590°; 4- 
dr., $1,280*. °54 Crest (8) conv., $1,080; 
Victoria, $1,035; Custom (8) coupe, 
$835* 4-dr., $780. '53 Crest (8) Victoria, 
$900; Custom (8) 2-dr., $510*; Custom 
(6) 4-dr., $560. '52 Custom (8) 4-dr., 
$510*, $350; Main (6) 2-dr., $380; Main 
(8) 2-dr., $320. "51 Custom (8) conv., 
$450; station wagon, $340; 2-dr., $350, 
$280, $275, $260, $160; Deluxe (6) 2-dr., 
$235. ‘50 Custom (8) 2-dr., $150; De- 
luxe (6) 4-dr., $150; Custom (6) 2-dr., 
$135, $130. 

HUDSON — ’51 Commodore 4-dr., $230*; 
Pacemaker 4-dr., $110. 

LINCOLN—’52 Cosmopolitan Sport coupe, 
$625* (ps). 

MERCURY—’55 2-dr., $1,485*. °54 Mon- 
terey Sport coupe, $1,025; 4-dr., $975. 
*53 4-dr., $685*. '52 4-dr., $680. ’50 4-dr., 
$220. '49 4-dr., $130. 

NASH—’53 Rambler station -wagon, $635. 


(62) 
$2,670* 


$2,950* 
"50 (61) 


4-dr., 


(ps). 4- 





$2,535* (ps). 

(8) 4-dr., $1,- 
$1,280, $1,075; 
"54 Savoy 4-dr., 


M 





(ps), 


$355, $320, | 


$1,750°* ; 


| 





*52 Rambler 2-dr., $250. '51 Rambler 4- 
dr., $320*. y 
OLDSMOBILE—’56 (98) Holiday, $2,950* 
(ps). °55 (98) Holiday, $2,250* (ps). 
"54 (88) Holiday, $1,490* (ps); 4-dr., 
$1,350*. °53 (98) 4-dr., $1,160* (ps); 
(88) Super 4-dr., $1,050*; conv., $930* 
(ps). '51 (88) 2-dr., $425*. '50 (88) 4- 

dr., $215*. 


| PACKARD—’52 Clipper 4-dr., $320*. 


PLYMOUTH — ’'55 Belvedere (8) station 
wagon, $1,450*; Sport coupe, $1,330*. ’53 
Savoy station wagon, $830; Cranbrook 
4-dr., $710*; Cambridge 4-dr., $260, ‘51 
Cranbrook club coupe, $300. 

PONTIAC—’ 54 Star Chief (8) Catalina, $1,- 
240; 4-dr., $1,010*, '53 Chieftain (8) 4- 
dr., $895*; 2-dr., $725. '52 Chieftain (8) 
2-dr., $550. °51 Silver Streak (8) 2-dr., 
$320; 4-dr., $190*. '50 Silver Streak (8) 
2-dr., $175*; Silver Streak (6) 2-dr., 
$135. 

STUDEBAKER ’55 Champion station 
wagon, $1,175. ‘51 Commander 4-dr., 
$130. °50 Champion 4-dr., $120. ’49 
Champion conv., $110. 

WILLYS—’'54 Eagle Sport coupe, $600. ’53 
station wagon, $580. 

MISCELLANEOUS—'54 Ford 
up, $290; Opel 2-dr., $300. 
Courier %-ton pickup, $530. 


FLINT 


(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Aug. 8.) 
(The result of today’s sale proves more 
and more that cars are getting scarcer. 
Sold 65 cars out of 102 offerings.) 
BUICK—’55 Super Riviera, $2,025*, $1,- 
945* (ps), $1,805*. ’54 Century conv., $1,- 
350°; Special 4-dr., $1,225, $1,210. 53) 
Super Riviera, $1,085*, $925*, $885; Spe- | 
cial conv., $885*, °51 Super Riviera, 
$280°. 
CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
240, $1,075. °54 Bel Air conv., $1,180*; 


%-ton pick- 
‘53 Ford 


2-dr., $990; Two-ten 4-dr., §750*. '53 
Bel Air 2-dr., $825*; 4-dr., $705*; Two- 
ten 2-dr., $600, $285. "52 SL Deluxe Bel 
Air, $435; FL Deluxe 2-dr., $420. '51 SL 
Special 2-dr., $180*, $130, °50 SL Deluxe 
4-dr., $300. 
DODGE—’52 Meadowbrook 4-dr., $270. 
FORD—’56 Fairlane (8) Victoria, $1,955* 
(ps). "55 Fairlane (8) 4-dr., $1,350*; 2- 
dr., $1,335*; Main (6) 2-dr., $1,000. '54 
Crest (8) Victoria, $1,050; Main (8) 2- 
dr., $770. '53 Crest (8) Victoria, $675; 
Custom (8) 4-dr., $635, $585*. '50 Custom 
(8) 4-dr., $205*; 2-dr., $120; Custom (6) 
2-dr., $145. '49 Custom (8) 2-dr., $115. 
HUDSON—’50 club coupe, $105. 
MERCURY—’55 Monterey club coupe, $1,- 
805* (ps). °54 Monterey 4-dr., $1,050*, 
$1,005*. 
NASH—’'53 Statesman Hardtop, $600* 
Rambler station wagon, $200. 
OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
875* (ps). '54 (88) Super 4-dr., $1,575*. 
"53 (88) Super 4-dr., $1,015*. 
PLYMOUTH—’53 Cranbrook 4-dr., $400*. 
PONTIAC—’56 Star Chief (8) 4-dr., $2,- 
235°. '55 Chieftain (8) Catalina, $1,775*; 
2-dr., $1,500*; Star Chief (8) 4-dr., $1,- 
545*. °54 Star Chief (8) 4-dr., $1,005*; 
Chieftain (8) 2-dr., $785. ‘51 Silver 
Streak (8) 4-dr., $140; 2-dr., $100. ’50 
Silver Streak (8) coupe, $160. 
STUDEBAKER "55 Commander 
$925. °53 Commander 2-dr., $505*. 
Commander club coupe, $145*. 
MISCELLANEOUS — °48 Chevrolet 
pickup, $180. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 9.) 
(Sale very active. Prices strong with a 
shortage of cars in the area. Sold 66 out 
of 88 offerings.) 
BUICK—’54 Century Riviera 2-dr., $1,310*. 


"51 


2-dr., 
"52 


%-ton 
j 
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’52 Super Riviera 2-dr., $595*. '50 Special 
4-dr., $175". '49 Special 4-dr., $160. 

CADILLAC—'55 (62) 4-dr., $3,280* 
"52 (62) 4-dr., $1,200*, °51 (62) 
$1,100*. 

CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 
320; (6) 2-dr., $880. '54 Bel Air 2-dr., 
$970*; Two-ten 2-dr., $880. '53 Bel Air 
4-dr., $765. '51 SL Deluxe 2-dr., $500; 
4-dr., $315*; club coupe, $295. "50 Bel Air 
2-dr., $350*; FL Deluxe 2-dr., $175. 49 
SL Special 2-dr., $250; club coupe, $110; 
FL Deluxe 2-dr., $160. 

CHRYSLER—’55 Windsor Nassau, $1,775* 
(ps). 49 Windsor 4-dr., $165. 

DeSOTO — ’53 Powermaster 4-dr., $800* 
(ps); Fire Dome club coupe, $695* (ps). 

DODGE—’53 Coronet Diplomat, $635. 

FORD—’55 Custom (8) 4-dr., $1,330, ‘54 
Main (6) 2-dr., $490 (police car). ’53 
Main (8) 4-dr., $770, '52 Crestline Vic- 
toria, $595*. '51 Custom (8) 2-dr., $345; 
Main (8) 2-dr., $260. '50 Custom (8) 
4-dr., $235; Deluxe (8) 2-dr., $260. 

HUDSON—’52 Hornet 4-dr., $380. '50 Com- 
modore (8) conv., $300. 

KAISER—’53 4-dr., $310*. $205, 
$180*. 

MERCURY—’55 Monterey Hardtop, $1,650*. 
"51 4-dr., $220, '49 2-dr., $130. 

NASH—’53 Statesman 4-dr., $540. 

OLDSMOBILE—’56 (98) Holiday 4-dr., $2,- 
950* (ps). ’54 Super (88) 4-dr., $1,350* 
(ps). "50 (88) 2-dr., $210*, ‘41 4-dr., 
$100°*. 

PACKARD — ’53 $790*. °51 
(300) 4-dr., $375*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,165. 
"54 Belvedere 4-dr., $855. "53 Cambridge 
2-dr., $500; 4-dr., $425. '51 Hardtop, $415; 
Cranbrook 4-dr., $385; conv., "50 
Deluxe 4-dr., $255. 

PONTIAC—'53 Chieftain (8) conv., $970*. 
"48 (8) 4-dr., $175*. 

STUDEBAKER—'54 Champion 2-dr., $600, 


(Continued on Page 50, Col, 2) 
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"51 4-dr., 


(300) 4-dr., 


Keeps customers “Sold” 


after 


Aa Bi 


Pal 
x 


dl 


Suggested Retail Price — 
65c per U.S. Qt. 
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FOR TODAY'S 


POWERFUL ENGINES 


® Prevents pre-ignition ‘knock."’ Effectively reduces 
combustion chamber deposits. 


® Eliminates valve lifter sticking —- even the most 


persistent cases. 


® Provides positive protection at critical lubrication 


points. Minimizes rocker arm and valve train wear, 


All-Weather SAE 10W-30 Kendall SuperB Motor Oil 


keeps the entire engine 


clean, assuring maximum 


efficiency, lower oil consumption, greater gasoline 


mileage. With Kendall SuperB, customers stay satis- 


fied ... remain “sold” on you and your quality service. 


new Car prospects. 


Remember, satisfied service customers are your best 


KENDALL REFINING COMPANY 
BRADFORD, PENNSYLVANIA 


Lubrication Specialists Since 1881 











AUTOMOTIVE NEWS, AUGUST 20, 1956 





A Lot of Air 


Air Conditioning Gains 
In Southwest 


DETROIT. — Auto air condition- 
ers, while making strong sales gains 
nationally, are mounting as motor- 
ing “musts” in the Southwest. 

This trend was emphasized in 
Chevrolet's June retail sales, ac- 
cording to W. E. Fish, general sales 
manager, who estimated that one 
of every eight new Chevrolets de- 
livered in the Southwest region 
during June was equipped with air 
conditioning. 

The company’s action this spring 
of introducing units applicable to 
either a six-cylinder or a V-8 car 


and making it available as a dealer-| 
installed accessory has spurred) 


popularity, he said. 

Dealer installations, which 
doubled from May to June, already 
equal the factory output, with final 
returns on the hot months of July 
and August still to come, Fish said. 


} 
| 
| 


| 


The company’s air conditioner sales | 


for the 1956 model year to the end 
of June were about three times 
greater than the total for all the 
model year of 1955, he added. 





Used-Car Auction Prices 





(Continued from Page 49) 


MISCELLANEOUS — ‘52 Ford (8) %-ton 
pickup, $500. °51 Ford (8) %-ton panel, 
$190; GMC 1-ton panel, $180. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Aug. 9.) 

(Sold 306 out of 426 offerings.) 
BUICK—’56 Century Riviera 2-dr.., $2,- 

670* (ps), $2,425*; Special Riviera Hard- 

top, $2,450°. ‘55 RM conv., $2,080* (ps); 

Special Riviera 2-dr., $1,865*; Century 

Riviera 2-dr., $1,695*. '54 Super Riviera 

2-dr., $1,550*, $1,380°; Special 2-dr., $1,- 


320°, $1,250; 4-dr., $1,290°, $1,180. °53 
Super Riviera 2-dr., $1,105*; conv., $1,- 
010°; Riviera 4-dr., $970* (ps), $815*, 
$750* (ps); Estate Wagon, $840; Special 


2-dr., $800*, $685. 51 Special 4-dr., $340. 

CADILLAC—’56 (60) 4-dr., $4,550° (ps): 
(62) conv., $4,175* (ps); coupe, $3,950* 
(ps). °55 (62) coupe de Ville, $3,535*° 
(ps), $3,465* (ps), $3,300* (ps); conv., 
$3,345* (ps), $3,295* (ps); 4-dr., $3,025* 
(ps), $2,750*. °54 (62) coupe, $3,005* 
(ps); coupe de Ville, $2,820* (ps); 4-dr., 
$2,450* (ps); (60) 4-dr., $2,665* (ps). '53 
(62) coupe, $1,575*. "52 (62) coupe, $1,- 
010° (ps); 4-dr., $955* (ps); (75) 4-dr., 
$810* (ps). 51 (62) 4-dr., $1,065*, $950*, 
$850*, $800*, $615°. 

CHEVROLET—’56 Nomad station wagon, 
(8), $2,425*; Bel Air (8) coupe, $2,250*, 
$2,070; Two-ten (8) sport coupe, $2,150*; 








Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. 1-5 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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station wagon, $1,975; (6) station wagon, 
$2,100*. °55 Corvette (8), $1,975*; Bel 
Air (8) sport coupt, $1,825*, $1,700*; 4- 
dr., $1,500*; (6) conv., $1,605*; 2-dr., 
$1,540*; 4-dr., $1,500* (ps); Two-ten (6) 
2-dr., $1,405* (ps), $1,150; (8) 4-dr., $1,- 


250°; One-fifty (8) 2-dr., $990. '54 Bel 
Air 2-dr. station wagon, $1,265*; sport 
coupe, $1,175*; 4-dr., $1,075*; 2-dr., $1,- 
065*; Two-ten 4-dr., $945*. °53 Bel Air 
conv., $925*, $795*; sport coupe, $905, 
$795; 4-dr., $795; 2-dr., $705; Two-ten 


conv., $810; One-fifty 2-dr., $560. '52 SL 
2-dr., $300. 

CHRYSLER—’51 Windsor Newport, $485* 
(ps); Imperial 4-dr., $365*. 

DeSOTO—’56 Fire Dome Sportsman, §$2,- 
250*. 54 Fire Dome 4-dr., $1,100* (ps). 
’53 Fire Dome 4-dr., $650*; Powermaster 
4-dr., $440°. 

DODGE—’56 Coronet (8) conv., 
’54 Coronet (8) station wagon, 
4-dr., $925. 

FORD — ’56 Thunderbird, $3,000* 
Sunliner (8), $2,350* (ps), $2,220* 
Skyliner (8), $2,185*; (8) Ranch Wagon, 
$2,090*; Fairlane (8) Victoria, $2,020*, 
$1,950, $1,875; Crown Victoria, $2,065*; 
4-dr., $1,800*. '55 Ranch Wagon (8) §$1,- 
850*; Fairlane (8) Crown Victoria, $1,- 
770°, $1,675*; Victoria, $1,675*, $1,545* 
(ps), $1,450 (ps); conv., $1,535*; Custom 
(8) 4-dr., $1,505*, $1,425* (ps), $1,355* 
(ps); 2-dr., $1,255, $1,210, $1,160. °54/ 
Fairlane (8) Victoria, $1,185*, $1,125; | 
Ranch Wagon, $990*; Custom (8) 2-dr., 
$950°*. 

HUDSON — ’54 Hornet 4-dr., 
4-dr., $620. | 

LINCOLN — '56 Premiere conv., $3,835* | 
(ps). "55 Capri coupe, $2,110*. 

MERCURY—’56 Montclair 4-dr., $2,445*. 
"55 Custom station wagon, $2,025; Mon-| 
terey Sun Valley, $1,945*, $1,935° (ps); | 
conv., $1,965* (ps); coupe, $1,935*, 2 at) 
$1,800*; Custom 2-dr., $1,170*. 

NASH—’'55 Rambler Country Club, $1,350. 
"54 Rambler Country Club, $410*. 

OLDSMOBILE—’56 (98) Holiday 4-dr., $3,-| 
135* (ps); 4-dr., $2,600* (ps); (88) Holi-| 
day 4-dr., $2,875* (ps); 2-dr., $2,600* 
(ps), $2,370* (ps). '55 (98) conv., $2,360* 
(ps), $2,.200* (ps); (88) Holiday, $2,105* 
(ps), $2,070* (ps); 2-dr., $1,910. '54 (98) 


$1,755*. 
$1,050; 


(ps); 
(ps); 





$870; Wasp 


Holiday, $1,805* (ps), $1,800* (ps), $1,- 
640°; (88) Holiday, $1,800* (ps); 4-dr., 
$1,580°*; 2-dr., $1,450*, $1,340* (ps). 


PACKARD—’'55 Clipper (400) 4-dr., $2,370* 
(ps); Hardtop, $2,125* (ps). 

PLYMOUTH—'56 Plaza (6) 4-dr., $1,430. 
"55 Belvedere (6) 4-dr.. Hardtop, $1,300*. 


"54 Belvedere station wagon, $835; Savoy 

2-dr., $775. °53 Belvedere 2-dr., $610; 

conv., $600*. "52 conv., $380. 
PONTIAC—'56 Star Chief (8) 4-dr., $2,- 


380°. '55 Chieftain Catalina, $1,740*, $1,- 
700°, $1,675°. ‘54 Star Chief 4-dr., $1,- 
305°, $1,205* (ps). "53 Chieftain Deluxe 
(8) conv., $795*; 2-dr., $635. 
STU DEBAKER—'54 Commander (8) Regal, 
$775; Champion 4-dr., $750. | 
WILLYS—’53 2-dr., $375. 


FARGO, N. D. 


(Tri-State Auto Auction. Sale 
Thursday. Prices are for sale of Aug. 9.) 

(Steady increase in sales. Truck market 
still hot. Sold 105 out of 152 offerings.) 


every 


BUICK —'55 RM 2-dr., $2,000* (ps). ‘54 
Super 4-dr., $1,340*. °'53 Super 4-dr., 
$835*; Special 4-dr., $700. "50 Special 4-| 
dr., $195. 

| CHEVROLET—’'56 Two-ten (6) 4-dr., Hard- | 
top, $2,100°. ‘55 Two-ten (8) Delray, 


$1,340*; Bel Air (6) 4-dr., $1,335*; Two-| 

ten (8) 2-dr., $1,290*; 4-dr., $1,295; One-| 

fifty (6) 2-dr., $990. "54 Bel Air Sport | 

coupe, $1,200; Two-ten 4-dr., $895*; Sub- | 

urban 9-pass., $500. ‘53 station wagon, | 

$925; Two-ten 4-dr., $780. '52 SL Deluxe} 

4-dr., $520; 2-dr., $505*. "51 FL Deluxe/| 

2-dr., $355°*. ‘50 FL Deluxe 4-dr., $300. 

| CHRYSLER—'52 Saratoga 4-dr., $455*. 

| DeSOTO—'54 Fire Dome 4-dr., $1,085*. '51) 
Custom 4-dr., $320. °50 conv., $235*; 4-/ 
dr., $210, $120°. 

DODGE—’51 Coronet 4-dr., $150. 

FORD—'56 Main (6) 4-dr., $1,590. "55 Cus- 
tom (6) 4-dr., $1,335, $1,310, $1,300. '54 
Custom (6) 4-dr., $1,005, $935. °53 Cus- 
tom (6) 2-dr., $780°; 4-dr., $745 
$735; Main (6) 2-dr., $625; Main (8) 2- 
dr., $715. °52 Main (8) Ranch Wagon, 
$750; 2-dr., $490. °51 Custom (6) 2-dr., 
$410; Custom (8) 4-dr., $395; Deluxe 2- 





dr., $335, $315. '50 Custom 4-dr., $270, 
$155; 2-dr., $230. 
HUDSON—’53 Super Hornet 4-dr., $660*; 


2-dr., $640*. '50 Commodore 4-dr., $110. 

MERCURY — ‘55 Monterey 4-dr. station 
wagon, $2,035. "54 Monterey 4-dr., $1,- 
090*. ’°53 Monterey 4-dr., $965*; Custom 
4-dr., $835*. "51 Sport sedan, $310. '49 
coupe, $170; club coupe, $115. 





NASH—’51 Statesman 4-dr., $135*. °49 4- 
dr., $125. 

OLDSMOBILE — °55 (98) 4-dr., $2,045* 
(ps). °54 (88) 4-dr., $1,515*. °53 (98) 


4-dr., $925*. °50 (88) 4-dr., $385*. 

PACKARD—’51 4-dr., $280. 

PLYMOUTH—’56 Belvedere (8) coupe, §2,- 
075*. °53 Cranbrook 4-dr., $620*%, $600; 
Cambridge 4-dr., $420. °49 SL Deluxe 4- 
dr., $155; 4-dr., $110. 

PONTIAC — ’55 Chieftain 4-dr., $1,555*, 
$1,365. 

WILLYS—’51 Jeep 4-wheel drive, $570. ’48 
Jeep 4-wheel drive, $310; station wagon, 
$265. 

TRUCKS—’'55 GMC 2-ton, $1,075. '54 Ford 
2-ton Box, $1,200; Chevrolet 2-ton 2 Sp., 
$1,000; GMC 2-ton, 2 Sp., $945. °53 Chev- 
rolet 2-ton, $930; Ford i-ton, $800; %- 
ton pickup, $695; Dodge %-ton pickup, 
$685; %-ton 4 Sp. Box, $575. '52 Ford 
F6 2-ton 2 Sp., $670, $615; %-ton pickup, 


$545; Chevrolet 2-ton, 2 Sp., $520; panel 
sedan delivery, $375. °51 GMC 1%-ton, 
$575; Ford 1%-ton, $535. ‘50 Ford 1%- 


ton Box, $690; Dodge 2-ton 2 Sp., $585; 
Chevrolet 2-ton 2 Sp., $440. ’49 Interna- 
tional 1%-ton, $350; 2-tom 2 Sp., $280. 
°48 Ford i1-ton 4 Sp. Box and Hoist, 
$690; (8) 2 Sp. Box, $500; F6, $535; 1%- 
ton 4 Sp., $490; 2-ton 2 Sp. Hoist, $425. 
’46 International 1%-ton Box, $205. °45 
Ford 1%-ton, $245. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 7.) 

(Demand for clean and sharp cars con- 
tinues to be strong in New York area. 


CHEVROLET — ’55 Bel Air 


CHRYSLER — ‘52 Imperial 4-dr., $360*; 
New Yorker 4-dr., $165*, °50 Windsor 
conv., $335. 

DeSOTO—’53 Fire Dome 4-dr., $700*; Pow- 


DODGE—’53 Diplomat, $690*. °51 Coronet 
4-dr., $295*; conv., $260*. °49 Wayfarer 
2-dr., $140*. 

FORD—’55 Country Squire, $1,550; Fair- 
lane (6) 2-dr., $1,300*%; 4-dr., $1,270; 
Main (8) 2-dr., $700 (police). 54 Custom 
(6) 4-dr., $800°. °53 Custom (6) 2-dr., 
$600. °51 Custom conv., $270. 

MERCURY—’54 Monterey conv., $1,350*; 
4-dr., $1,000. ’51 4-dr., $330. °50 coupe, 
$350. 

NASH—’50 Statesman 2-dr., $125. 

OLDSMOBILE—’55 (88) 4-dr., $1,660*, ’52/ 
(88) 4-dr., $700*; (98) 4-dr., $610*. °50/ 
(88) Hardtop, $300*. °49 (88) 4-dr., 
$100*. 


PACKARD—’52 2-dr., $330. '50 4-dr., $115. 
PLYMOUTH — 


| PONTIAC—'55 Chieftain (6) 4-dr., $1,275*. 


MISCELLANEOUS 


Wednesday. Prices are for sale of Aug. 8.) 


BUICK—’55 Century Riviera, $2,050*; 


CADILLAC—'56 (62) 4-dr., $3,975* (ps). 
"51 (62) 4-dr., $1,080*°. °"50 (61) 4-dr., 
$745* 

CHEVROLET—'55 Bel Air 4-dr., $1,545°*, 
$1,530; Two-ten 4-dr., $1,240, $1,210, | 
$1,190, $1,145. '54 Bel Air Hardtop, $1,- | 


$545, $520. 50 SL Hardtop, $300; 2-dr., 
$185. '49 2-dr., $190, $105. 
CHRYSLER—'53 New Yorker, $925*. °50| 
Windsor, $225°*. } 
DeSOTO — '52 conv., $595*; 2-dr., $525* 
| (ps). °51 4-dr., $300. '50 4-dr., $100*. | 
DODGE — ‘52 Wayfarer, $285. °50 4-dr., | 
$230*. 
FORD—'56 Custom (8) 4-dr., $1,720. °55| 


New car dealers bidding very strong for 
good used cars. Rough cars bringing 
rough prices. Sold 91 out of 131 offerings.) 


BUICK—’ 54 Special 4-dr., $1,200*. '53 Su- 


per Riviera Hardtop, $1,000*; conv., 
$910*. ‘52 Special 4-dr., $550°. '51 Super 
4-dr., $425*. °50 Super 4-dr., $260°. 49 
Super 4-dr., $155*. 


CADILLAC—’56 coupe de Ville 4-dr., $4,- 


275° (ps), $4,120* (ps). "53 (62) conv., 
$1,575* (ps). ’52 (62) 2-dr., $1,400* (ps); 
4-dr., $1,160* (ps). '51 (62) conv., $1,- 
105*, $1,025*. °50 (62) 4-dr., $610*. °49 
(61) 4-dr., $360*. '47 (75) 4-dr., $410*. 

(8) Hardtop, 
$1,550; Two-ten 4-dr., $1,185, $1,150, $1,- 
140, $1,130, $1,110; 2-dr., $1,175, $1,160, 
$1,130, $1,125, $1,120. °54 Two-ten 4-dr., 


$885, $830; 2-dr., $780; One-fifty station 
wagon, $725*; 2-dr., $755; 4-dr.. $615. 
’53 One-fifty station wagon, $770; 1 Air 


conv., $810*. ’51 Deluxe 4-dr., $345; Spe- 
cial 2-dr., $200. ’49 Deluxe 4-dr., $285. 


ermaster 4-dr., $615*. '52 4-dr., $240. ’51 
Deluxe club coupe, $245. 


‘55 Plaza 2-dr., $910. °54 
Belvedere 4-dr., $780*; Savoy 4-dr. (taxi), 
$400. '53 Cambridge 2-dr., $370. 52 Cran- 
brook 4-dr., $305; Cambridge 4-dr., $230. 


‘54 Star Chief conv., $1,220*; Chieftain 
(8) 4-dr., $1,100*,. °53 Catalina Hardtop, 
$810°*; Chieftain (8) 4-dr., $795*; conv., 
$760*. '52 Catalina Hardtop, $615*. °51 
(6) 4-dr., $340*; club coupe, §270. ’50 (8) 
conv., $135. 

"52 Henry J 2-dr., $170. 
‘53 Ford %-ton pickup, $360. "47 Dodge 
™%-ton pickup, $100. 


MINNEAPOLIS 


(Minneapolis 


Auto Auction. Sale every 
(Tremendous market on °54s, ’53s and 
"52s. Picking up. Sold 92 out of 125 offer- 
ings.) 
Spe- 
cial Riviera, $1,940*; 2-dr., $1,710* (ps). 
"53 Special 2-dr., $925*; Riviera, $905* 
(ps). °52 Special 4-dr., $530*. '51 Special 
4-dr., $430*, $400°*. 


210* ; Two-ten 4-dr., $870, $860, 2 at $855. 
"53 Bel Air 4-dr., $835; 2-dr., $700*, 
$645; One-fifty 4-dr., $465. "52 SL 4-dr., | 


Fairlane Victoria, $1,620, $1,575, $1,500; 





Custom (8) 4-dr., $1,320, $1,300, $1,255. 
"54 Custom (8) 4-dr., $1,080, $1,010, 
$955. ‘53 Custom (8) 4-dr., $860, $810, 
$765. °52 conv., $430. "51 Deluxe (6) 2- 
dr., $290°. "50 (8) 4-dr., $245, $230; 2- 
dr., $220. 


$170. 


LINCOLN—’'49 2-dr., $100. 
MERCURY- 
NASH — 


'49 4-dr., $160. 
"52 Rambler 4-dr., $505; 2-dr., 
$500. "51 Rambler 2-dr., 2 at $260. | 


OLDSMOBILE—’'56 (88) Holiday 4-dr., $2,-| 


440°. '55 Holiday (98) 4-dr., $2,180°; | 
(88) Holiday 2-dr., $2,050°; 2-dr., $1,-| 
640°. "54 Holiday (98) 4-dr., $1,620. ’53/ 
Holiday (88) 2-dr., $1,310*. ‘52 (98) 4- | 


dr., $650. '51 (98) 4-dr., $385*. "50 (98) 
4-dr., $200*. | 


(PS), | PACKARD—'51 2-dr., $295*. 
PLYMOUTH—’'53 Cambridge 4-dr., 
$535 


$585°, | 
52 Cranbrook 4-dr., | 
"51 Suburban 2-dr., 
$310. °49 Special 


$570, $565, , 
$225; 2-dr., $175. 
$410; Concord 4-dr., 
Deluxe 4-dr., $115. 


PONTIAC—’'55 Chieftain Deluxe 4-dr., $1,- 


560°, $1,500. ‘54 Catalina, $1,440°. °53 


Deluxe (6) 4-dr., $840, $800, $775. ‘52 
(6) 4-dr., $515. "50 (6) 2-dr., $235*. 

WILLYS—’50 station wagon 2-dr., $290. 

MISCELLANEOUS — '52 Chevrolet %-ton 
pickup, $480. 50 Chevrolet %-ton panel, 
$265. °49 Chevrolet %-ton pickup, $380, 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sales 
of Aug. 9 and 10.) 

(Clean cars are still scarce but prices 
are going up on later models. We had a 
very good sale this week, Sold 282 out of 
326 offerings.) 

BUICK—’56 Century 4-dr. Hardto», §$2,. 
675* (ps), $2,560*, $2,465°; Special 2-dr., 
$2,275*. °55 Century 4-dr. Hardtop, $2,- 
255; Special conv., $1,800*; 4-dr., $1,465, 
54 RM 4-dr., $1,300; Special 4-dr., $1,- 
130*. ’53 Super 4-dr., $1,000*. ’50 Riviera 
4-dr., $260*. 


CADILLAC—'56 (62) 4-dr., $4,400* (ps), 
’55 (62) conv., $3,300* (ps). °53 (62) 
Hardtop coupe, $1,800* (ps); 4-dr., $1,- 
700*, $1,635*. 

CHEVROLET — ’56 Two-ten (6) station 


wagon 4-dr., $2,336*; 2-dr. station wag- 
on, $2,080*; Bel Air (6) 4-dr. Hardtop, 
$2,335*; conv., $2,255*. "55 Bel Air (6) 
conv., $1,550*; 4-dr., $1,550*, $1,500*, 
$1,450*, $1,400*%; Two-ten 2-dr., $1,140, 
’54 Bel Air 4-dr., $1,040%. °53 Bel Air 
4-dr., 2 at $865, $710. ’51 Bel Air coupe, 
$450; SL Deluxe 2-dr., $325. '49 FL 4-dr., 
$120. ’°48 Deluxe 4-dr., $180. 
CHRYSLER—’50 2-dr. Hardtop, $230. 
DeSOTO—'51 station wagon, $700. 


DODGE—’55 Custom Royal 4-dr., $1,550*, 
’52 Coronet 2-dr., $495. 

FORD — ’56 (6) station wagon, $2,225*; 
Victoria (6), $2,075; Fairlane (6) 4-dr., 
$1,935*, $1,910*. °55 Fairlane (6) 4-dr., 
$1,525*, $1,275*. °54 Victoria (6) 2-dr., 
$1,135*. °53 Country sedan (6), $950*. 
’52 Custom (6) 4-dr., $450*. °51 Custom 
(6) 2-dr., $260. '50 Deluxe 2-dr., $235, 
’49 2-dr., $200. 

LINCOLN—’55 Cosmopolitan coupe, §$1,- 
760°. 

MERCURY—’56 Custom coupe, $1,975; 2- 
dr., $1,900. '55 Custom sport coupe, $1,- 
640*. °54 Sunliner, $1,310*. °51 club se- 
dan, $345. 


OLDSMOBILE—’55 (88) Holiday 4-dr., $1,- 


970*: coupe, $1,680*, °54 (88) Super 4- 
dr.. $1,475*. °53 (98) 4-dr., $1,300*, 
$1,040*. '51 (88) 2-dr., $350°%; (98) 4-dr., 
$310*. *49 (88) conv., $295; (98) conv., 
$195°*. 

PACKARD—’52 (200) 4-dr., $270. 

PLYMOUTH—’56 Savoy (6) 4-dr., $1,625*. 
'55 Savoy (6) 4-dr., $1,075. ‘54 Savoy 
4-dr., $695. °'53 Cranbrook 2-dr., $510, 
$500: 4-dr., $445. '52 Cranbrook 2-dr., 
$265: Cambridge 4-dr., $250. "51 Cam- 


bridge 4-dr., $350. 

PONTIAC—’'56 Chieftain Catalina coupe, 
$2.250*. "55 station wagon 4-dr., $2,160*. 
’54 Catalina 2-dr., $910*; Chieftain (6) 
4-dr., $875*. °53 Catalina (8), $900*, 
$850*. 

MISCELLANEOUS—’55 Dodge %-ton pick- 
up, $695. "54 Dodge %-ton pickup, $625; 
Chevrolet %-ton pickup, $765, $710. ‘51 
Ford %-ton pickup, $420. '50 Chevrolet 
%-ton pickup, $350; Dodge %-ton pickup, 
$205; GMC %-ton pickup, $200. °49 GMC 
%-ton pickup, $200. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 3.) 

(Sold 120 cars out of 230 offerings.) 
BUICK—’56 Super Riviera, $2,600*° (ps). 

'55 Super Riviera, $1,900* (ps). '54 Cen- 

tury station wagon, $1,985* (ps); 4-dr., 

$1,325*; RM 4-dr., $1,485* (ps). ’53 Spe- 

cial 2-dr., $605. "52 RM 4-dr., $550*° (ps). 


’51 Special 4-dr., $355*. ‘50 Special 4- 
dr., $165*. 

CADILLAC—’56 (62) sedan de Ville $4,- 
735* (ps); coupe, $4,350* (ps); 4-dr., 
$3,700* (ps). "54 (62) coupe, $2,900° 
(ps); 4-dr., $2,720* (ps). ‘50 (61) 


coupe, $835*. 


HUDSON—’53 4-dr., $655. °51 Hornet, $185,) CHEVROLET—’56 Bel Air (8) Nomad, $2,- 


600; 4-dr., $2,260*, $2,000, °55 Bel Air 
(8) conv., $1,775* (ps); Sport coupe, $1,- 
750*, $1,680°; Two-ten (6) 4-dr., $1,080. 
’54 Bel Air conv., $1,170*; Two-ten 4- 
dr., $1,060. ’53 Bel Air Sport coupe, $980*, 
2 at $885; Two-ten 4-dr., $645. 52 SL 
Deluxe 4-dr., $520. "51 SL Deluxe conv., 
$520*, club coupe, $390, $375*. '50 4-dr., 
$305, $155. 

CHRYSLER—’53 Windsor 4-dr., $765* (ps). 


’52 Saratoga club coupe, $510*; 4-dr., 
$165*. 

DODGE—’55 Coronet (8) Lancer, $1,600. 
’53 Meadowbrook 4-dr., $490. 

FORD—’56 Fairlane (8) 4-dr., $2,070*; 
Country sedan, $2,050. '55 Fairlane (8) 
conv., $1,745*%; Crown Victoria, $1,675°; 
2-dr., $1,455*; Main (8) Ranch Wagon, 


$1,480. °54 Country Squire, $1,365*; 
(Continued on Page 51, Col. 3) 
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BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 









You can charge more for LUBRIPLATE Lubrication Service 
because you’re actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 
and again. 

Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. Write today. 


LUBRIPLATE HDS MOTOR OIL keeps 
the motor cleaner and smoother run- 
ning. Results in fuel economy. 


LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 








th in the Nation 
in Linage 


Gains, 1955 


The Houston Post gained 





4,648,402 lines of advertising 
in 1955. This was 


the largest gain in Houston — 


4,646, 402 Lines Gaines 

















9th largest in the nation! 

In 1955, The Post showed 
highest gains in all six major 
advertising categories: 
Retail, General, Automotive, 
Financial, Classified, Legal. 
There is one basic reason 
for this accentuated swing to 


Limage germs. January | through December 31, 1955. The Post td superior results! 


vs same period 1954. Source: Media Records. 


*Source: Media Records 


Represented 


THE HOUSTON POST 


Written and Edited 
to Merit Your Confidence 


Nationally by 
Moloney, Regan & Schmitt 














Auto Auetions 


(Continued from Page 50) 


Country sedan, $1,375* (ps). °53 Crest 
(8) Victoria, $850, $705. °52 Country 
sedan, $885. 


HUDSON—'49 Commodore 4-dr., $110. 
LINCOLN—’50 2-dr., $195*. 
MERCURY—’56 Montclair coupe, $2,890*; 
Monterey 4-dr., $2,500*. °54 Monterey 
Sport coupe, $1,330* (ps). 53 4-dr., $845. 
52 Sport coupe, $445. } 
NASH—’53 4-dr., $525. °52 4-dr., $420. | 
OLDSMOBILE—’55 (88) Super conv., $2,-/ 
200* (ps); Holiday, $2,065*; (98) 4-dr., 
$1,920* (ps). ’54 (88) 4-dr., $1,505* (ps), 


$1,450*. °53 (98) 4-dr., $1,055* (ps). °51 
(98) conv., $420*; (88) 4-dr., $365*. °50 
(88) conv., $200*. 

PLYMOU T H—’56 Plaza (6) Business 
coupe, $1,636. ‘55 Plaza (6) station 
wagon, $1,390. °52 Cranbrook Belvedere, 

| $505. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,575*, 
$1,500*, $1,390; 2-dr., $1,280. °53 Chief- 
tain (8) Catalina, $1,035*; 4-dr., $725*. 


| 


| FORD—'56 Fairlane 








| MISCELLANEOUS—’'56 Ford 


| MERCURY—’56 Montclair coupe, 


’52 Chieftain (8) 4-dr., $425*. 

STU DEBAKER—’56 Powerhawk coupe, $2,- 
100*. '53 Commander Sport coupe, $630. 
’52 Champion 4-dr., $195. 

WILLYS—’55 station wagon, $1,225. ‘53 
station wagon, $720; Jeep, $715. 

%-ton pick- 

up, $1,556. °51 Dodge %-ton pickup, $265. 


FT. WAYNE, IND. 
(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of Aug. 7.) 
(Market very good, Sold 81 cars out 
of 109 offerings.) 


BUICK—’54 Century 2-dr., $1,475*; Special 
2-dr., $1,295. °53 Special 2-dr., $900, °52 
RM 2-dr., $500*. 

CADILLAC—’56 (62) 2-dr., $5,090* (ps). 
"52 (62) 2-dr., $1,210*. °50 (61) 2-dr., 
$705* 

CHEVROLET — °55 Bel Air (8) station 
wagon, $1,605*; 2-dr., $1,405*. °54 Bel 
Air 2-dr., $1,075*, $850, 2 at $725, $620. 
"52 SL Deluxe 2-dr., $300. 51 SL Deluxe 
2-dr., $300, $285. 

CHRYSLER—’54 Windsor 2-dr., $985*. ’52 
Windsor sedan, $405*. "49 NY 2-dr., 
$225*. 

DeSOTO—’53 Custom 2-dr., $665*. 


DODGE—'55 Coronet 2-dr., $1,610*, $1,295. 
’53 Coronet 2-dr:, $570, ‘52 Coronet 2-| 
dr., $300. } 

(8) Victoria, $2,045* 

(ps), $1,685*; 2-dr., $1.645*. °55 Fair-/| 
lane (8) sedan, $1,580*; Victoria, $1,630*, 
$1,590*. $1,410; Custom (8) 2-dr., $1,-| 
795*. '54 Custom (8) station wagon, $1,- 
200. '53 Crest (8) Victoria, $880°, $685. | 
"52 Custom (8) 2-dr., $495, '51 Custom) 
(8) conv., $365, $310; 2-dr., $275, $270, | 
$215. '50 Custom (8) 2-dr., $185. 

HUDSON—’55 Hornet 2-dr., $1,550. 

LINCOLN—'49 2-dr., $120. 

MERCURY-—'53 Monterey 4-dr., $800*. 
Monterey 2-dr., $420°, $245, $170. 

NASH—’52 Rambler sedan, $425. 

OLDSMOBILE — °56 (98) conv., $3,035* 
(ps); (88) 2-dr., $2,660° (ps), $2,550*. 
"55 (88) 2-dr., $2,040* (ps), $1,990° (ps). 
"54 (88) conv., $1,705; 2-dr., $1,305. 
"53 (98) sedan, $1,145*. °50 (88) 2-dr., 
$195*, $125. '49 (88) sedan, $300°. 

PLYMOUTH—'56 Savoy (8) 2-dr., $2,025*. 
’54 Belvedere Hardtop, $875*. °53 Cran- 
brook 2-dr., $430. "49 Deluxe 2-dr., $115. 

PONTIAC—'54 Chieftain (8) sedan, $885°. 
"53 Chieftain (8) conv., $830°; sedan, 
$800*. °'52 Chieftain (8) sedan, $500*. 
"51 Silver Streak (8) 4-dr., $340; 2-dr., 
$395, $345, $300. 

WILLYS—’53 station wagon, $620. 


DENVER 


(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Aug. 10.) 

BUICK — ‘56 RM Riviera coupe, $2,725* 
(ps). "55 Century Riviera coupe, $2,125*; 
Special Riviera coupe, $2,125*; RM 4-dr., 
$1,885* (ps). ‘54 Super Riviera coupe, 
$1,375* (ps); Century 4-dr., $1,290*; 
Special! 4-dr., $1,185. 

CADILLAC—’56 (62) coupe de Ville 4-dr., 
$4,900* (ps); conv., $4,500* (ps); coupe, | 
$4,250* (ps). "55 (62) 4-dr., $3,100° (ps). 
"54 (62) 4-dr., $2,700* (ps), $2,675* (ps). 
"50 (62) 4-dr., $750*. 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
575*, $2,250*; conv., $2,000* (ps); Two- 
ten (8) 4-dr. station wagon, $2,385*, $2,- 
350*. 55 Bel Air (8) Sport coupe, $1,805*, 
$1,770* (ps); Two-ten (8) 4-dr., $1,325*, 
$1,285*, $1,220°, "54 Bel Air 4-dr., $1,-| 
0O75*; One-fifty 4-dr., $595. °53 Bel Air 
Sport coupe, $925, $755; Two-ten 4-dr., 


"50 | 


2 at $750*, $650; One-fifty 2-dr., $485. | 
52 SL Deluxe 4-dr., $510*. | 

DODGE — ‘55 Royal 4-dr., $1,465*. °52 
Meadowbrook 4-dr., $250*. 51 Meadow- 
brook 4-dr., $245*. 

FORD—’55 (8) Country Squire, $1,955*; 
(6) Crown Victoria, $1,550*; (6) Sun- 
liner, $1,685; (6) Victoria, $1,510*. °54 
(8) Country Squire, $1,035. '53 Custom 


(8) 2-dr., $700*. '51 (6) Deluxe Country 
Squire, $560; Custom (8) 4-dr., $335. '49 
(8) 2-dr., $140. 

HU DSON—’55 Cross Country Rambler, $1,- 
550*. ’54 Hornet 4-dr., $800*. 52 Hornet 
4-dr., $355°*. 

$2,450° 


(ps). '55 Montclair coupe, $2,100* (ps), 
$1,990*. °54 Monterey sport coupe, $1,- 
450*; 4-dr., $1,390*% (ps). °53 Monterey 


coupe, $1,000*,. '51 Monterey 4-dr., $385; 
club coupe, $360. 

OLDSMOBILE—’56 (98) Holiday 4-dr., $3,- 
170* (ps); Super (88) Holiday coupe, 
$2,495* (ps). '54 (88) 4-dr., $1,460* (ps). 
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’53 (88) Holiday coupe, $1,295*, ’51 (88) 
4-dr., $390*. 

PACKARD—’55 Clipper 4-dr., $1,575*, $1,- 
275*. 

PLYMOUTH—’56 Belvedere (8) Sport coupe, 


$2,195*. °55 Belvedere (8) 4-dr., $1,450; 
Savoy (6) 4-dr., $1,330*. '54 Belvedere 
4-dr., $990*. '52 Belvedere Sport coupe, 


$385. ’51 club coupe, $285. 

PONTIAC—’56 Star Chief Catalina 4-dr., 
$2,380*; Chieftain Catalina, $2,350*; 4- 
dr., $2,290. '55 Safari, $2,395* (ps); Star 
Chief 4-dr., $1,720*. '52 Chieftain Deluxe 
station wagon, $760*. °51 2-dr., $355*. 

STUDEBAKER—’55 Commander (8) Hard- 
top, $1,550. ® 

MISCELLANEOUS—’54 Dodge %-ton pick- 
up, $675. °53 Studebaker %-ton pickup, 
$240. °52 Chevrolet %-ton pickup, $605; 
Studebaker %-ton pickup, $300, $275. '51 
Ford (8) %-ton pickup, $415. 


COVERS 2 CARS EASILY— 


The McFarland “GREAT UMBRELLA (21° spread) was designed especially for Used 
Car Lots and is now used by progressive dealers everywhere. In addition to providing 
shade and comfort the size and color of this “GREAT UMBRELLA attracts attention 
and customers to your lot. There is one that turns called the WHIRLABOUT. Get full 
information on how the “GREAT"’ Umbrellas will help your business. Write, wire or 
call today—The McFarland Great Umbrella Company, Division of the McFarland 
Awning Corporation, 742 S.W. 8th Street, Miami, Fla.—Phone—Miami FR 4-8153. 
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They're authentic, unbiased—nationally 
recognized for 45 years. 80,000 users 
rely on Red Book true-worth appraisals: 


e Reliable finance or cash values 
e Average “as is” or wholesale values 
e Realistic retail values 


—or all passenger cars since 1947 and 
trucks through 1!/, ton capacity since 
1949. Also listed: important specifica- 
tions, data, and insurance symbols—ev- 
ery detail to help you identify used cars 
quickly and appraise them accurately 
and profitably. 
YEAR’S SERVICE JUST $7.00 

Subscribe now! You'll receive a com- 
plete revised edition every 6 weeks— 


. with prices adjusted to your trading 
> Appraisals show real value area—a dependable appraisal service you 


—impartial, realistic can bank on. 
YOUR SATISFACTION IS GUARANTEED 


















EXCLUSIVE! 


a Late models illustrated for 
fast recognition 


* 1956 cars listed in proper 
sequence (not an insert) 


. Foreign cars generally sold 
in USA asa separate section 


DE LUXE NATIONAL 


POR aber. 
Pe aU 


FOR THE RIGHT PRICE 
ON EVERY REPAIR JOB 





Covers all cars and all models 
back through 1949. Includes 
time charges, automatically fig- 
ured at your scale per hour; 
parts list prices, always up-to- 
date; and illustrations of front 
and rear suspension, grilles, 
power steering, front bumper 
assemblies, and body diagrams 
of 1954-56 models. 


For profitable estimating and billing of 
collision, chassis, mechanical, trim, glass 
or body repairs, order your P & L Man- 
ual now. You receive a complete loose- 
leaf book plus a year’s continuing revi- 
sion service which keeps your manual 
current and accurate. 


DE LUXE MANUAL including Illustrations—Year's Service........$16.50 
STANDARD MANUAL (Illustrations omitted)—Year's Service $12.50 


NATIONAL MARKET REPORTS, INC 


° >. Wabda a 


Specializing in automotive publications since 





NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Il. 

Please enter our order for 1-year's service as indicated below, subject to 

your 30-day free-trial guarantee. 

(1) Red Book Official Used Car Appraisal Guide 

(5) Baran Conse Bacar ions. ceeiccdicaass 

DeLuxe Parts & Labor Manual, with Illustrations 

Standard Parts & Labor Manual — (no Illustrations) 
Automotive Service Digest . 

(7 Check enclosed 


| 

$ 7.00 | 

$9.50 | 

0 $16.50 | 

[] Standard Parts & Labor Manual — (no IlIlustrations).............. $12.50 i 
C) Automotive Service Digest .................... Bien $ 3.00 

[) We'll pay postman on delivery (plus charges) ! 

Firm name : hetineiies | 

| 

' 


Street address = nemenad 


Cty. _Ione State 


Ordered by. __ . 
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Ford Spending = Mesa: Mara. terse and im 





for engineering and manufacturing 


Plants, Tooling their products have been or will be 


erected. 


will have cost more than $3,885 mil-| and expand. Completed projects in- | of his, and I a good bit to do 
lion when currently planned projects | clude 16 new manufacturing plants, | with it esuak. eee there are the 
are completed. 10 assembly plants, 20 parts depots, | two opposed pistons connected with 

Construction of new plants and | a desert proving ground and 11 en-| light connecting rods which give 
modernization of older facilities| gineering, research and office|them a positive action and they do 
will account for more than $2,825 | buildings and other facilities. About | not depend upon the air pressure to 
million of the total figure. In addi-/|30 other plants and facilities have | drive them back in firing position. 
tion, about $1,060 million will have | been enlarged or modernized, That might be a feasible way but 
been spent for special tools for| Looking ahead, the company is|I feel absolutely sure any money 
use in manufacturing and assembly | investing an additional $935 mil- expended on that is money down 
operations by the end of 1957. lion in plants, office buildings and | the drain because the thermal effi- 

Five vehicle divisions — Ford, | service facilities. | ciency obtainable is not any higher 








New Commercial Car Registrations, 


Six Months Total, 1956-1955 


Treck registrations by states ‘ 
are released here weekly, . Dia- 


comp) d ion- Stude- 
compiled by R. L_ Polk repre- Dodge| Ford Mack | Reo | baker | White | Willys | Mise. | TAL 


mon: 
sentatives in state capitals. T 
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Michigan wah er 6240; —*125)—=—«1434{ 6003; —«1794)~=«dk42@)——=«*733 %| +156! +313) 310; 249) 18521 
= 6219) eae 6962) 1487) 1267 ~ ¥ 101} _—«SO]_—stSt| 329) st] 18628 
innesota ‘S6| 3078) 532; 3213; 793) ~=—«1:398) 63 3) (143 3) CO) “i 956 
- 55) 286! 7 570, 3184) —56s| 1282 3s | 23) tail 22 170} 50) 896! 
ississippi 56) 2997) 5) 295) 2356) 781!  ea2) 3) +2) +«+9) + ~'14 a 3, 7502 
Soc || _sitel_——st|__ ar} 2mm Jaa] Jee (al el, 
Missouri ‘56 “en a 628; 3703; 1284) 1650) Si; 26) ~*118| ~~} 6) 80) «2823 
55) Bs 727) 4198) 1006 1615} 41) 17! 100} }_—«159} 135} 37| +12798 
Montana *S6| at ij 208) 964) «367! —~=«712 28) a Q| | m2 «| 37% 
55| 875 1] 246} ~—901| 302] 460 23) 5| 8} 3 372] 2%} 3327 
Nebraska *Sé| 1433) | 205; 1253) 382) ~—=«B NS 2 18) | 8s) “4 a, “17 
‘ 55| 1786; 65 377; = 1842) 398} = 1039; 20} 17} 78) 61) 164! 134| 598! 
evade "56 478 5; 159) 368) 245) 132) 13 } 53 | 104) (Cte 
‘55 | 35] | 40] 365] ta] tes} =z} t} S75] st) 8; S| 1887 
New Hampshire ry 1} $73). 2; 0e2) 496) 205) 270) 103) 3 40 | ies; 4) 2148 
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"55 94 2990) ig 1014) 3225] 998|—«1153|_~—-278 30} 105) «=323| S231 176! 10689 
New Mexico "6 TTF} 8) 156) 1043) 400) 323). ~Ss9 2) 38 30; +134 24) 3910 
. 55 1219 12} 261} — 986} ~—320|_——302| 42| 4 53 13 155 14) 338! 
lew York 56) 6501; 106) ~=«2193) 6457) | 3377; 841) 205) 172 707, «772|+~=S«493| «24440 
55) 339| 5702| 172] 2402) +5884) rH 3633} 582} 210| +233). «Ss at) «= 915| 367! 22633 
North Carolina "6 | 3939) 67) 672| 3773; 1064) 1107) 303) 16) 172) (06) 156) 38) «11493 
; 55 | | 3940} 33) 715|_— =m 770; 780} 202) II | jer} 157} ~=—s30)«:10573 
orth Dakota 56) | 7I9) | 156! 644) |e0! 59S) 5 28) 2) “4 $| 2379 
55) | 527 2} 168] += 567} Ss tea} = aa | 21| 2| 3! a 1974 
Shio Cy q 459/100) «1631; 6613) «748, «3095| —«339)—=C) SCO) SC) A | 21766 
55) 6166! 7 1569| 6658! |__ 1226] 2856 269 | 215| 486| 444) | el 20352 
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3108) ‘ 454| 2800} 650) 1055 36 9 78) 84) ~—-20)_—«839 
ame ara gee a ac “744 478, 1630) 685) | li 15) 108) 231, 399) +248) + 7es2 
= ae 3 a | 2078| 698} ~—«802 68 19} 147} —s187|~—sN| SS] 7254 
Pennsylvania 77 F 1901) 6279, 2058; 3219) 726). + +91' 266) 775' 808) 196| 22908 
‘ss TT ses2| 1830! eee 1182} 3302} 492} +«113) +«=«-281| +477] = 523} ~—s139| 20073 
Bhode Island S| 4 wi i 14| 395 im 207; i] i 14 28) 39| 27) ~«1440 
55| 24 97| 445 64} 205] 39, 5 20 32128 i7| 1373 
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55) 7] 342{ «1573, = 319{ +357, S48 ! 48) ul 32 3| 4422 
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tl] 13 177|__—*7e7|_—199|—S ss S77|_—2 H 2; tt tat 2579 
TennesseeSOSOS~S ey 3i82| Yi tal yma a Veta) Tat 120 9 aT 178) 106 ii) 0965 
: 55) 2742 17 ce 73 121 17 a 113 7B 4 a 
exes 14693) «147 ‘aera 2668 37 714) 327) ~—~«100 
$5] 12755 4 12129 70o| 36% 186 31 es! 618} 475) | Sas 34315 
Utah "6 | | wi z| 2s! sat a as 2 ia] 40 49 2543 
55) 520 219} 648) 221) «9-245 14 45 216! 3 2186 
Vermont 56) 16 | ;] 113) 477230) 99 “| | 28 4 2 i9ii 
m3 55) 4 37 CS 353} 137, ~—s 212 6 17 2| 2 a 
Virginia "6 1) “3227 7 3007 =O au 8 125) 1631 
55} 3, 3062 | 13) 1 Hol 3 3149 | tes 863| 152] 125) us| 3 90 
Washington cy 2069; ~«25)~=C*«A)SC)SS ns m2; _s 7 | 3) S| ess 
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*55| 5ié' '39458 Pr 
' 1729| 32346| 140391 sise8! 4946| 1328) 5883) 6616) 12627| 3607) 434113 
i. information contained in this report has Sas compiled from cial state documents. Every reasonable precaution has been 
insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is pub- 
Polk & Co. cannot assume any liability by reason of inaccuracies or ommissions.’’—R. L. Polk & Co. 
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$3.8 Billion for te eee ee In the Letterbox 


DEARBORN.—Ford Motor Co.’s| From Jan. 1, 1946, through the (Continued from Page 12) 
expansion, modernization and tool-/|first half of 1956, the company | froma 

, professor from Pennsylvania | and perhaps not as high as in the 

ing program since World War II| spent $1,890 million to modernize | State University and an associate| most efficient gasoline engine and 

certainly much lower than in a 

modern diesel engine now used in 


trucks and tractors. 


In a few months a new rotary, 
internal combustion engine will be 
tested, It is of the utmost sim- 
plicity. It has no valves, cam- 
shaft or pistons. It will weigh 
much less than the ordinary en- 
gine and will cost much less 


build. 


Some years ago I saw a free- 
piston diesel engine tested at Stan- 
ford University. It was taken from 
a German submarine and was built 
by Junkers in Germany. It was 
used in the submarines and was 
used as an air compressor only to 
fire torpedoes. It would go up to 
3,000 pounds pressure in a very 
it was not 


short time. However, 


good for any sustained running 

and, I believe, nothing came out of 

th ri ._—H. 

Puram, aoe , ne | competitive and those that are 

terprises, San Francisco. 
* * 


* 


Market Excellent 


This letter is written in answer/they have a competitive advertis- 
to the many dealers who seem to| ing program, sufficient number of 
think today’s market is profitless. 
We believe today’s market is ex-|they do not take a deal unless it 
cellent and that it is the dealers | has profit in it? 
themselves who are at fault. We 
operate a dual Chrysler franchise 
in a town of 80,000. We retail 80 
to 100 new cars a month, operate 
at an excellent profit, and have no 
repossession problem as dealers in 
your magazine state. There are} se. 
many such dealers around the! [t is hard for us to believe that 
country today, and we are SOrry|some dealers cannot follow this 
that we do not hear from them. 
The only dealers that we hear from 
are the ones that are unable to 
compete, and we suggest to them 
that if they cannot compete they 
should get in another line of en-| making it now are in for worse 


deavor. 


We believe you must spend 
money to make money and we have 
an extensive advertising campaign, 
using no gimmicks. We never run 
an ad that we cannot back. We also 
believe in a very liberal commis- 
277% | sion plan, based on a percentage 


Oct. 


Oct. 
Meeting 


Oct. 


Oct. 
tion, American Trucking Assns., 
Astoria Hotel, New York. 


Oct. 22-26—National Industrial Exposition 


& 


Oct. 22-26—44th National Safety Congress 
d Exposition, Conrad Hilton, 
ess, Morrison and LaSalle Hotels, 


an 
gor 





Calendar 


(Continued from Page 12) 


General 


@-12—National Meta! Exposition and 
Congress, Public Auditorium and E 
hibition Halls, Cleveland. 

10-12 — National Transportation 
_ Society of Automotive Engi- 
neers, Hotel New Yorker, 
17-27 — International Motor Show, 
Earls Court, London, 
21-26—Twenty-third annual conven- 
Waldorf 


New York. 


England. 


Management Conferences, 
Artillery Armory, Detroit. 


Chicago. 


Oct. 23-25—\!th Annual National Protec- 
tive Packaging and Materials Handling 


Ex 


Oct. 29-3I—Annual Convention and Ex- 


hibit, Truck Body & Equipment Assn., 


Sh 


Nov. 


position, Kiel Auditorium, St. 


erman Hotel, Chicago. 


1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 


The Drake, Chicago. 


Nov. 


York. 


Nov. 8-9—National Fuels and Lubricants 
—anart Society of Automotive Engi- 
neers, 

Dec. 2-4—Third Annual Auto Trim Show, 


Sh 


Dec. 
tri 


e Mayo, Tulsa. 


erman Hotel, Chicago. 


9-l1—Automotive Warehouse 
butors Assn. Inc., Membership Meet- 


7-9—American Finance Conference 
Convention, Hotel Commodore, 


ing and Conference, Palmer 
Chi icago. 
Dec. !!—I7th Anniversary Dinner, 


mobile Old Timers, 


Hotel, New York. 


Dec. 
Auto Show. 


26-Jan. 6—Annual Upper 
Minneapolis Auditorium, 


Minneapolis. 


Jan. 


Oa eee 
e 


Automotive Engineers 


Cadillac and ' 
Jan.—Sixteenth Annual Convention, Truck- 


Trailer Manufacturers Assn. 


tatler Hotels, 


Waldorf-Astoria 


Society of 
Sheraton- 
Detroit. 


Hote! Del 


Coronado, San Diego, Calif, 
Jan. 26-Feb. 3—Houston National 


mobile Show, Sam Houston Coliseum, 


Houston. 
4-7—National Automotive 


Feb. 
sories Manufacturers of America Expo- 
ion, New York Coliseum, New York. 


sit 


March 11-12—Annual Convention, 


dian Automotive Wholesalers’ 


ufacturers’ Assn., Windsor 
Montreal. 


March 13-i4—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 
9-12. — Midwest Automotive Trade 

ow, Kiel Auditorium, St. 


“sh 


Louis, 


Midwest 


‘& Man- 







of the profit and we employ 418 
hardworking salesmen on our staff 
at all times. ; 

Some dealers claim there is ng 
profit in volume, yet our washout ig 
well above $400 per deal, plus re. 
serve. Other letters we have read 
claim the dealers make little or no 
money on used cars. Our situation 
is just the opposite; we are unable 
to get enough used cars and we 
have a buyer to scour the region 
for clean, late model used cars for 
retail. 

There is no secret to obtaining 
good used-car operation. Take your 
cars in wholesale and if they re 
main more than thirty days, take 
them to an auction. We do not keep 
a car in stock over 30 days and 
constantly replace bad moving mer. 
chandise with desirable cars. 

There is nothing wrong with te 
|day’s market except there are 
dealers in it who made money 
when anybody with a dealership 
could be successful. Now that it 
takes a good operation and a good 
businessman to merchandise auto- 
mobiles, these dealers have failed, 
The sad part is that they blame 
everyone but themselves. 

This market is not going to 
|change; it is going to get more 









































































| breaking even now will lose and 
| those that are losing now will lose 

more. Can these dealers that are 
| doing the crying honestly state that 


| well trained salesmen, and that 


To our way of thinking, if we 
have to figure a used car at retail 
to make a deal we would be better 
off to go out and purchase a used 
car wholesale and make our profit 
on it with no new-car sales ex- 








line of thinking. The “day-in-court” 
and other bills may bring out some 
evils but the fact remains that the 
market will get more competitive 
and the dealers that are not 


times in the next four years. To- 
day’s market is wonderful and if 
you are not happy with it, close 
your doors as you will have to 
sooner or later. 

If you are going to stay in the 
business you must work at it. We 
work at it 14 hours a day, seven 
days a week. We train and work 
with our salesmen constantly. Any 
dealer that will make himself do 
these things will find that it is a 
| good market and there is still room 
for a successful dealer regardless 
of what line he sells, This has been 
proven in our locality where we 
outsell competitive models that on 
a national basis double our sales. 
All the products on today’s mar- 
ket are saleable and it is the dealer 
rather than the product that is at 
fault. 

Although we do not agree with 
everything the factory does, we 
l\know that everyone cannot he 
happy 100 percent of the time and 
we try to overlook the bad things 
and work doubly hard to produce. 

Business is off in our region just 
as it is in other regions. We just 
haven't had the time to sit on our 
tails and ‘find out how bad it is. If 
this letter is printed in your fine 
puplication, and we hope it is, 
please make it anonymous: — Mm- 
WeEsT DEALER. 














Ex-Cello Chief Honored— 


The Achievement Award of the U. & 
Treasury Department has been presented 
to H. G. Bixby (left), Ex-Cell-O Corp. 
president, in recognition of his leadership 
of the Savings Bond program at Ex-| 
Cell-O. The presentation was made by 
Noble D. Travis, Michigan chairman of 
the Treasury's Savings Bond division. The 
award is a copy of a prayer composed 
and offered by President Eisenhower aftef 
his inauguration. 4 
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= to obtain certificates of title, show- 
Lawsuits Affecting Dealers ing no prior lien, Thomas would | 


send by mail the application for | 
Court Decisions 


| Texas certificate of title for a mo-| 

tor vehicle having a motor number 
slightly different than the motor 
number of an automobile previ- 
| ously mortgaged to the finance 

By Leo T. Parker 
Attorney at Law 

ONSIDERABLE discussion has 

arisen from time to time over 

legal question: Can the Govern- 


; ment legally col- 
- lect sales or ex- 
Pt cise tax on sale 
of used motor 
vehicles? 
According to a 
late higher court 
decision the an- 
swer is no. 
For example, 
in Joint v. U. S., 
of 299 Fed. Rep. 
» (2d) 693, it was 
| L. T. Parker shown that in 1944} 
ite Motor Co. manufacturered 
the U. S. many six-ton White 
motor trucks which it sold to the 
U.S. | 
' Since the trucks were shipped 
0 the U. S. to Europe, where | 
y were used by U. S. military | 
es, the sales were exempt from 
usual U. S. sales or excise tax. | 


* * * | 
id in Germany 


1951 several of these trucks 
were sold in Germany by a} 
itary surplus disposal agency 
the U. S. At the time of this 
rchase the trucks had been used | 
military purposes and were in| 
& worn condition. 
The purchaser, named Joint, im- 
mediately after purchase of these 
trucks, imported them into the 
J. S. where he sold the trucks 
d parts taken from them in an 
is” or “used” condition. Joint 
not collect from any of the 
jurchasers any Federal tax upon | 
me sales. j 
' In subsequent litigation, the | 
/ her court held that no sales | 
‘er excise taxes need be paid on | 
these sales. 
It said: “The tax is an excise 
and imposed only on the initial 
Bale in the U. S. The tax is not! 
Imposed on the second sale in the 
U. S. of the same article.” 
This rule of law is, of course, 
applicable to sales of all used au- 
—* in various states in the 
8. 
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Dealer Convicted 


FEW weeks ago a higher court 

convicted an automobile dealer 
and sentenced him to serve il 
years in the penitentiary for mail- 
ting applications for false certifi- 
cates of titles for automobiles. 

For illustration, in Thomas v. 
U. S. 228 Fed. (2d) 495, the testi- 
Mony showed facts, as follows: A 
Man, named Thomas, devised a 
@heme to defraud and obtain 
Money by means of false and 
fraudulent pretenses. 

Thomas would purchase automo- 
Biles in various parts of the U. S. 
by drawing authorized and lawful 
drafts on Radcliff Finance Corp., 
Houston. 


Radcliff 

first lien holder of a vehicle and 
an application for Texas title 
would be made which indicated 
such lien. The title would be 
received by the innecent finance 
company. 

Then Thomas would go into the 
State of Mississippi and there 
_@btain from proper officials “tax 
certificates,” which certificates 
would then be used to procure Texas 
certificates of title with identical 
descriptions of vehicles which 
theretofore had been purchased 
with money furnished by the fi- 
Nance company and for which 
Texas title certificates had already 
been issued, but there would be 
a slight variance of motor num- 
_bers in the Mississippi certificates. 

* + * 

‘Duplicate’ Titles 
EG UCH Mississippi certificates 
: appeared on their face to be 
sissued either to Ace Motor & 
Implement Co., Thomas or City 
_ Motor Sales Co. 


Hence, Thomas became possessed 


of an apparently true, but actually | company. 
The U. S. Government convicted 


fraudulent Texas. certificate of 


title, which was identical with the Thomas for using the mails to de- 
fraud and sentenced him to serve 
11 years in the penitentiary. This 
is so although Thomas contended 
lthat he was not guilty of mail 
with the true motor number and fraud because the vehicles were 
paid for by the purchasers and| 


true Texas certificate of title in 
possession of the finance company 
with the exception that the fraudu- 
lent certificate listed a motor num- 
ber which was slightly at variance 


the first lien of the finance com- 
pany was not shown on the fraudu- 
lent Texas certificate. 

Thereafter, Thomas would sell 
the automobiles to innocent pur- 
chasers for cash. 


—— 
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had been delivered before the a Win California Trips 


certificates were mailed. 


Wondering how new-car and truck pro-| sixth annual ban 
| duction and sales are making out? AUTO- 
, MOTIVE NEWS gives you the entire story 

In order to assist the purchasers | every week throughout the year. 
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Automotive and aircraft applications present special problems for 
one-way sprag clutches. For example, how to utilize their high 
theoretical torq ing capacity, and how to insure dependable 
operation under conditions of high shock loading and torsional 
vibration. 

To solve these problems, Borg-Warner’s Spring Division has 
engineered and perfected the first Double Cage Full Phasing One- 
Way Sprag Clutch. Designed for heavy duty service in the toughest 
applications, this new full phasing feature assures instantaneous 
engaging and uniform release of all sprags, full theoretical torque 
carrying capacity, high free wheeling speed without wear, long 
trouble-free ration. 

Light, compact and readily adaptable to low-cost mass produc- 
tion, this new B-W fuil phasing clutch is performing successfully 
in automatic transmissions, torque converters, free-wheeling, over- 
running and indexing devices and other applications. 

It is one more example of how Borg-Warner’s “design it better 
—make it better” policy serves American industry every day. 
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These ‘Sales-Quota-Busting” distributors earned trips to Pasadena, Calif., for the 
quet of Mirror Bright Polish Co. From left are Harry Crossley, Harris- 
burg, Pa.; A. B. Lafleur, Washington; A. S. Spadaro, Boston, and Jack Harris, Fall 














DETROIT. — Common sense and 
courtesy, not a magic formula, in- 
creases gasoline economy and de- 
creases operational cost, frayed 
nerves and the mounting highway 
fatality rate, according to Les Vi- 
land and Carl Chakmakian, Ameri- 
can Motors engineers. 

Driving a 1956 Rambler station 
wagon equipped with overdrive, 
Viland and Chakmakian averaged 
$2.09 miles per gallon of gasoline, 
averaging 40.35 miles per hour 
from Los Angeles to New York. 

“Of course, certain techniques 
which the average driver can ac- 
quire are helpful,” Viland said, “but 
the common sense rule of the road 
is the surest and sanest approach 
to modern day driving conditions, 
as we found on our 2,961-mile econ- 
omy trip.” 

“Our steady cruising pace of 45 
to 60 miles per hour contributed 
greatly to the record mileage we 
attained,” Chakmakian said. “We 
found that drivers going at much 
higher speeds soon met in con- 
gested cities, at gasoline stations or 
at overnight motel stops. It proves 
that speed does not necessarily 
mean you can cover more miles in 
a day unless you plan your time 
wisely.” 

A “control car” on the run, used 
to make advance arrangement for 
refueling, contacting dealers and 
generally imitating the average 
tourist, was seldom more than 30 
minutes ahead of the official car 
during the entire trip, Chakmakian 
said. 

Viland and Chakmakian used only 
92.27 gallons of regular gasoline on 
their economy trip at a cost of $26.17 


"Burst Box’ 


Buick Speed Camera 


Aids Parts Work 


FLINT.—A high speed photo 
process that takes pictures in one 
half-millionth of a second, fast 
enough to photograph a bullet in 
flight, has enabled Buick to design 
stronger parts for its Dynaflow 
transmission. 


The photos are taken in a “burst 
box” where parts are spun at 
speeds up to 12,000 revolutions per 
minute, until they are ripped apart 
by centrifugal force. 

An exceptionally high speed 
flash was needed to stop action 
the circumference of the 
being spun was traveling at 
the speed of sound when 
piece began to disintegrate. 
A high speed mercury flash that 
lasts for only one half-millionth 
of a second was put into the flash 
box. A fine screen placed around 
the spinning part triggers the flash 
as soon as the screen is touched by 
the first portion of the part to 
break loose. The picture is -re- 
corded by a standard 35-mm 
camera placed in the darkened 
burst box with the shutter left 
open. 

The photos tell Buick engineers 
what segment of the part is weak- 
est. This shows them where to 
strengthen the part so it will stand 
up under the most rigorous condi- 
tions when it is installed in a trans- 
mission. 
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Common Sense Pays 


Rambler Cross-Country Drivers Give Rules 
For Safety, Gas Economy 





—or less than nine-tenths of a cent 
per mile. 

According to the National High- 
way Users Conference, the aver- 


age owner drives 9,500 miles per | 


year, averaging 15 miles per gal- 
lon of gasoline. He uses some 633 
gallons of gasoline a year. Own- 
ers’ cost of gasoline has increased 
from two to three cents a gallon 
due to the new Federal highway 
construction taxes. 

“We believe -the average driver 
can cut his gasoline bills drastically 
and increase overall economy if he 
follows some streamlined rules to 


meet today’s driving conditions,” | 


the drivers said. 
For example, they pointed out, 


idling a car’s engine is a gas-con-| 


suming pastime, far greater than 
the average driver realizes, It con- 
sumes about one-third of a gallon 
of gasoline an hour. It is far better 


to turn off the engine because gaso-| 


line used in restarting the car is 
negligible. 

Few drivers know that a warm- 
running engine gives better fuel 
economy than a cold-running en- 
gine. During the Rambler economy 
run, most of the driving was done 
during the day rather than at night 
when lower temperature and higher 
humidity cools the engine and al- 
lows more water vapor to enter the 
fuel-air mixture, thus decreasing 
the fuel economy efficiency of the 
engine, the drivers said. 

Like most manufacturers, Ameri- 
can Motors recommends 24 pounds 
of air in the tires. However, for the 
economy run, Viland said the Ram- 
bler tires were inflated to 28 pounds 
to reduce friction, without appreci- 
ably affecting the car’s riding com- 
fort or tire wear. 

“Jack rabbit” starts and jerky 
acceleration definitely are not 
conducive to economy driving. 
Nor is the urge to accept a “chal- 
lenge race” with a passing motor- 
ist bent on showing off his horse- 
power, Chakmakian said. 

Several fundamental rules should 
be observed while driving through 
hilly country, Viland said. Never 
take your car out of gear while 
traveling downhill, since the engine 
helps to brake the car in emergen- 


cies. Avoid climbing hills at high) 
speeds. Take advantage of rolling 


downhill—with your car in gear. 


When driving a car equipped with | 


a standard or overdrive transmis- 
sion, Chakmakian pointed out, shift 
as rapidly as possible to get into 
high gear. Slip into overdrive as 
quickly as you can. 

When increasing your road speed, 
make the change gradually. Rapid 
acceleration quickly decreases the 


economical performance of your) 


automobile. The proper preparation 
of your automobile before starting 


on a trip is very important to safety | 


and carefree motoring, they said. 

Have the brakes checked, check 
wheel bearings to avoid excess 
friction, check front end align- 
ment to reduce friction and tire 
wear and get a complete engine 
tuneup, with emphasis on timing, 
carburetor, distributor points and 
spark plugs. 


One of the greatest mistakes the 


average tourist makes is to over- 
load the car, Viland said. It reduces 
economy and can be a hazard on 
the highway. 












The following advertised - delivered 
| prices include the suggested base fac- 
| tory Mst prices, Federal excise tax 

amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
| buyer, such as State and local taxes, 
| transportation charges and optional 
equipment. 

BUICK—Special—4-dr. sed., $2,416; 2- 
|dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
|2-seat stat. wag., $2,775. Century—4-dr. 
| hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
| $3,256. Super—4-dr. sed., $3,250; 4-dr. 
| hardtop, $3,340; 2-dr. hardtop, §3,204; 
|conv., $3,544. Readmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., $6,556. Series 60 Special — 
4-dr. sed., $5,047. Series 75-——8-pass. sed., 
$6,613; 8-pass. lim., $6,828. (Hydra-Matic, 
power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat. wag., 
$2,171. Two-Tem—4-dr. sed.. $1,955: 2- 
dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 


hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
dr. 2-seat stat. wag., $2,215; 4-dr. 2-seat 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 


$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed.. $2,025; 4-dr. hardtop, $2,230; 2-dr 
hardtop, $2,176; conv., $2,344; 4-dr. 3- 


seat stat. wag., $2,452; 2-dr. 2-seat Nomad 
stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 


CHRYSLER—Windsor —4-dr $2,- 


sed 


870.25: 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., §$3,- 
335.75; 4-dr. stat. wag., $3,598. New 


Yorker—4-dr. sed., $3,779.25; 4-dr. New- 


Loan Firm Opens 


7 New Branches 


AMARILLO, Tex.—Southwestern 
Investment Co. has opened seven 
new branches in New Mexico, Cal- 
ifornia and Texas. according to R. 
Earl O'Keefe, president and treas- 
urer. The firm now has 29 offices 
|in these three states and Arizona. 


Combination discount and loan 
offices were opened in Alamogordo, 
Las Cruces and Lovington, all in 
New Mexico. 

New ‘loan offices are in Amarillo 
and three California cities—River- 
side, Santa Ana and San Berna- 
dino. 
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|man hardtop, $2,953.25; 
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hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerfilte and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 


CONTINENTAL — 2-dr. hardtop, $9,- 
543.25. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
conv., $3,081.25; 
stat. wag., $3,370.75. Firefiite—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- 
dr. Sportsman hardtop, $3,346; conv., $3,- 


544. Pace Car—conv., $3,615. (Powerfiite 
standard on Fireflite.) 
DODGE — Coronet 6 4-dr. sed., §$2,- 


267.25; 2-dr. sed., $2,194.25. Coronet V-8— 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, §2,- 
437.50; conv., $2,677.50. Royal—4-dr. sed., 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, $2,582.75. Custom Royal—4-dr. 
eed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagons—-2-dr 2-seat Suburban 6, 
$2,491; 2-dr. 2-seat Suburban V-8, $2,599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr. 3-seat Sierra V-8, $2,821.75; 
2-seat Custom Sierra V-8, $2,868.50; 
dr. 3-seat Custom Sierra V-8, $2,974. 


FORD—(Prices are for 6-cyl. models. 
For V-Ss, add $99.98.) Mainline—4-dr. 
sed., $1,895.20; 2-dr sed., $1,850.02; 
business 2-dr., $1,747.94. Custemline—4- 
dr. sed., $1,985.48; 2-dr. sed., $1,939.30; 
2-dr. hardtop, $2,092.65. Fairlane—4-dr. 
sed.. $2,093.36; 2-dr. sed., $2,047.18; 
dr. hardtop, $2,248.52; 2-dr. hardtop, §$2,- 
193.70; Crown Victoria, $2,337.47; conv., 
$2,358.79. Station Wagons—2-dr. 2-seat 
Ranch Wagon, $2,154.77; 2-dr. 2-seat Cus- 
tom Ranch Wagon, $2,249.32; 2-dr. 2-seat 


4- 


Parklane, $2,427.77; 4-dr. 2-seat Country 
Sedan, $2,296.59; 4-dr. 3-seat Country 
Sedan, $2,428.01; 4-dr. 3-seat Country 
Squire, $2,532.56. Thunderbird — Hardtop 
cpe. (V-8 only), $3,151.32. 

HUDSON — Wasp Super 6—4-dr. sed., 
$2,419.70. Hornet Special V-8—4-dr. sed., 


$2,629.70; 2-dr 
Super 6 —4-dr 
tom 6— 4-dr. sed., 
$3,140. Hornet Custom V-8—4-dr. sed. 
$3,290.30; 2-dr. hardtop, $3,433.30. 
(Power brakes standard on Custom V-8.) 


IMPERIAL—Imperial—j-dr. sed..* $4,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- 
top, $5,094. Crown Imperial—S-pass. sed., 
$7,602.25; lim., $7,736.25. (Powerfilte, 
power steering and pewer brakes standard.) 


LINCOLN—Capri—4-dr. sed., $4,211.50; 
2-dr. hardtop, $4,119. Premiere—4-dr. sed., 
$4,600.50; 2-dr. hardtop, $4,600.50; conv., 
$4,746.50. (Turbo-Drive and power steer- 
ing standard.) 


MERCURY — Medalist—4-dr. sed., $2,- 
313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,- 
458; 2-dr. hardtop, $2,388.50. Custem— 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, §2,- 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
S19. Monterey—4-dr. sed., $2,555; 4-dr. 


hardtop, $2,744.70. Hornet 
sed., $2,774. Hornet Cus- 


4-dr. | 


4- | 


$3,023; 2-dr. hardtop, | 


hardtop, $2,700; 2-dr. hardtop, $2,630: 4. 


dr., 3-seat stat. wag., $2,977. Montciair— 
4-dr. hardtop, $2,834.50; 2-dr. hardtop, 
$2,764.50; conv., $2,899.50. 


METROPOLITAN — 2-dr. hardtop, §$1,- 
527; conv., $1,551. 


NASH—Statesman Super 6—4-dr. 
$2,384.70. Ambassador 
4-dr. sed., $2,594.70; Custom 4-dr. sed, 
$2,819.70; 2-dr. hardtop, $2,684.70. Am- 
bassador Super 6—4-dr. sed., $2,689. Am. 
bassador Super V-8—4-dr. sed., $3,001.30, 
Ambassador Custom V-8—4-dr. sed. $3,. 
240.30; 2-dr. hardtop, $3,383.30. (Power 
brakes standard on Custom and Special 
Custom models.) 


OLDSMOBILE—Sertes 88—4-dr. sed., $2,- 
487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,. 
| 671; 2-dr. hardtop, $2,599. Super 88—4-dr. 
sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard. 
top, $2,881; 2-dr. hardtop, $2,808; conv., 
$3,031. Series 98—4-dr. sed., $3,298; 4-dr. 
hardtop, $3.551; 2-dr. hardtop, $3,480; 
conv., $3,740. (Jetaway Mydra-Matic and 
power steering standard on Series 98.) 

PACKARD—Executive—4-dr. sed., Le 
|465; 2-dr. hardtop, $3,560. Patrician—4- 
dr. sed., $4,160. 400—2-dr. hardtop, $4. 
190. Caribbean — 2-dr. hardtop, $5,495: 
conv., $5,995. (Ultramatic standard on all 
models. Power steering and power brakes 
standard on Caribbean.) 


PLYMOUTH 


sed., 
V-8— Super 


(Prices are for 6-cyl. 
models. For V-8s, add $103.50 for Bel- 
vedere 4-dr. hardtop, Savoy 2-dr. hardtop 
and all station wagons; add $103.25 for all 
other models.) — Plaza — 4-dr. sed., $1,- 
| 926.25; 2-dr. sed., $1,883.25; business cpe., 
$1,734.25. Savoy— 4-dr. sed., $2,025.25: 2- 
dr. sed., $1,982.25; 2-dr. hardtop, $2,129.50, 
Belvedere—4-dr. sed., $2,109.25; 2-dr. sed., 





| $2,066.25; 4-dr. hardtop, $2,281.25; 2-dr. 
|hardtop, $2,213.50; conv. (V-8 only), $2,- 
| 477.50. Fury—2-dr. hardtop (V-8 only), $2,- 
| 866. Station Wagons——2-dr., 2-seat Deluxe 
Suburban, $2,196.25; 2-dr. 2-seat Custom 
Suburban, $2,267.25; 4-dr. 2-seat Custom 
Suburban, $2,313.50; 4-dr. 2-seat Sport 
Suburban, $2,483.50. 
PONTIAC — Chieftain 860 —4-dr. sed, 
$2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
| $2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 


| stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
$2,653. Chieftain 870—4-dr. sed., $2,413; 
4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 
|}480; 4-dr. 2-seat stat. wag., $2,749. Star 
| Chiet —4-dr. sed., $2,527; 4-dr. hardtop, 
| $2,735; 2-dr. hardtop, $2,665; conv., §2,- 
| 857; 2-dr. 2-seat Safari stat. wag., $3,129. 


| RAMBLER — Deluxe 4-dr. sed., §$1,- 
| $29.20. Super—4-dr. sed., $1,939.20; 4-dr. 
| 2-seat stat. wag., $2,233.20. Custem—4-dr. 
|}sed., $2,059.20; 4-dr. hardtop, $2,224.20; 
|4-dr. 2-seat stat. wag., $2,329.20; 4-dr., 
|2-seat hardtop stat. wag. $2,494.20. 


| STUDEBAKER--Champion 6—4-dr. sed., 
$1,996.39; 2-dr. sed., $1,946.39; 2-dr. 
|} sedanet, $1,844.39. Hawk 6—Flight Hawk 
5-pass. cpe., $1,985.89. Commander V-8— 
| 4-dr. sed.. $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. sedanet, $1,973.89. President V-8— 
4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89. 
| President Classic —4-dr. sed., $2,489.22. 
|Hawk V-8—Power Hawk 5-pass. cpe., $2,- 
| 100.89; Sky Hawk 2-dr. hardtop, §2,- 
| 476.89; Golden Hawk 2-dr. hardtop, §3.- 
| 061.22. Station Wagons -— Pelham 6-cyl. 
|2-dr. 2-seat, $2,232.39; Parkview V-8 2- 
dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
| 2-seat, $2,528.89. (Overdrive standard on 
Golden Hawk.) 








New Commercial Car Registrations, 


7 States for July, 1956-1955 


Truck registrations by states 
ere released here weekly, as 
compiled by ®. L. Polk repre- 
sentatives in state capitals. 
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Nevada "56 109) 62) 51) v1 4! 5| 16) 1 —*. 2 412 

‘55 67) 16| 43 23) 19 4 12 16 1% 
New Hampshire 56) | 71) 22) 80) 32 53! itl 2 4 ] 25 7; 307 

| 55 | 1} 66) 2) 21) ry) 31} 50| 7 ae ie 5 279 

| Wyoming ‘Sé | 1% 3) 23) 125) 55. 52) 6| 2 5 27 424 

SS iSt|_ | 24) 108 | 56! 35) 2 2 8) 2| 54 2 444 

Seven States Reported "56 | 1742) “| 360) ~=«454;~—Ss«S 80 ™) 16) 10 59 76; (134) 75| 5422 
To Date for July "55 | 1] 1925} Si} 503} 1413) 578 763) 46| 17 73 110; 188 46| 5714 
Year *56| 536| 154999, 2074, 29791) 135861| 43906) 55453; 6694! 1555; 5080| 8165, 10720, 5595; 460429 
To Date 55) 517| 141383) 1780) 32849) 141804) 33676} 52331) 4992) 1345) 5956) 6726) 12815| 3653) 439827 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions.""—R. 
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New Passenger Car Registrations, 7 States for July, 1956-1955 


Car registrations by states 


are released here weekly, as 


compiled by R. L. Polk rep- 


S-P 





resentatives in state capitals. 
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Arizona "56 15) 50| 65) 44 4 % 75; 182; 348! 677 17 141 ! 836} 216! 65; B41; 9] = 163) 1476} 21| 44 65 46; 2829 
2 55) 13) 59} 72 51} 7 31 124) 241 454] 625] stt|__—i43) 779\__—27zi_—sS 683 175| 4163] _—_1344| 24| 64 88 24| 276! 
Delaware "56 | 2) 13) 15: 35, 3 15 45 136; -234{ 423) 15 8 536; I! 31| 466 90! 85) 783) 2) 1 13| 15| 15% 
"55 a ee a a. a a Oe 568 187) 36} —425|_—sdt'16; «1008 " 21 32) 14; 1812 

District of Columbia "56 8| 1s; 23 49 6 50 80/264) 449| 467 18 % 583,170; 69690! t60) 139! 1228) 15| 9 24 57, 2364 
5S 12} 28) 40 67 9 7b 116; 290} ~—$58} 548 17 116 681 264; sb 655, 257; — 294) 1531) 19 29 48 | 33| 2891 

ilinois "56, (167) + +«+558| + +725) + 633) 49; 561, 1109) 2406) 4758| 7749, 285) 1678) 5 97173031, «863, «9337, +=«-2548) +2093) +17872; + 221; 458; 679) 219) 33970 
"55| 441} —662|_—1103j_—856j —73|_—652!_—«*1403)_—«3797! 6781) 7692|_—-252)_—2175 10119) 4856! 879} 9441) 3851! 2800) 218271 280) ~—iSi7 797 150} 40777 

New Hampshire 66; 27] 34) 61) 33} 3 22 102; «SI 311| 377 12 88 1 478 113 32 410 113). ‘101’ 769 3 32 35 52) 1706 
‘55| 30) 45) 75| 32; 2} 5] OS] 02] 336) 453] ta < 580 138} 3 434 116} ‘141-860 10 39 49 24| 1924 

North Carolina 56; S| 61) 72 136 . 125; -285| «5%, 2NN| 2686 47| 384 i ~ 3418) 742 169; 2605583, 447 ~«—4546) 49, «+104 153! 60; 7180 
‘55 65|_~—139) ~—-204|_—— 246 15} 179|__—-366}_——910}_—1716; 3010 42| 579 3631! 951) 157; 2740} 824) 867) 5539) 73 141 214 33} 11337 

Wyoming 56) 10) 13] 23| 18 ' " 50) 55; 135/255) 10 67 332 84 31; 304] 69; 67, —S «S55 . 2 20 8, 1073 
55| 18| 826] S34 1 2h Gh SAR. eal Se 1] 83 406; 135) 32; 351; 103} 88} —709/ 27 12 39 6| 13% 

Seven States Reported "S6| 260, ~=—744)—«(t004) (9a 72; 820; 1746) 3853| 7439| 12634) =) 2554 2 15600) 4467) 1260| 14653; 3754) 3095| 27229; 319) 670) 989) 457) 52718 
To Date for July 55| 580) 957|_—«1537|_—«1318| =a j_—« 0030] _—«-2185| $730] 10374] 13119) 364] 3281 aa 16764| 6803) 1247| 14729) 5442| 4453) 32674) ~— 444) 823} :1267| 284) 62900 
“Year ‘56 easy 43363/ 6239%| 58481; 5338) 54480) 115333 sus aan Py d 22302| 145446; 945| «8 47060) 298661) 75069| 819753! fant 195408 |1630846| 18100) 45111| 63211) 42889/3141205 
To Date 55| 24223] 48238] 72461| 79830} 6840) 64247| 148211| 349441| 648569| 754600] 15873| 18166! | 952134] 388496} 75276j 771046! 295997] 270167|1800982| 27240| 54148] 81388) 26995) 3582529 


‘“The information contained in this report has been compiled from officia) state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 








L. Polk & Co. 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason af inaccuracies or omissions.’’——-R. 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


Autos in Fashions 


N OUTDOOR fashion show in 

Philadelphia on Market St, in 
front of Gimbel’s climaxed a 
“Fashion on Wheels” 
and a 
Thronton-Fuller 
Plymouth). 

A special runway was set up 
outside of the department street 
where models showed the latest 
in fashions for fall rides into 
the country or a late trip to 
the seashore or the mountains. 

The “LaFemme” Dodge model, 
designed for women drivers, was 
used. 

The store offered a fashion bonus 
of a $50 certificate toward the 
purchase of a Dodge at Thronton- 
Fuller. Vice-versa, Thronton- 


Co. 


motorcade | 
joint promotion with| 
(Dodge- | 


Fuller gave car buyers a certificate | 


towards any “motor” coat up to 
$50 in price at Gimbel’s. 


” * * 


3rd Franchise Spurs Sale 


ENDRICKSON Motor Sales,|_ 


Inc., Logansport, Ind., added 


DeSoto to its Chrysler and Plym-| 


outh franchises and staged a $1 
sale to provide room for expansion. 
Among the items offered for $1 
to purchasers of new Plymouths 
were radios, wheel covers, white 
sidewall tires, backup lights, solex 
glass and two-tone paint jobs. 
2 * * 


Take a Guess 


AL CASEY Chevrolet, Buffalo, 
is pulling traffic and creating in- 
terest with a guessing contest. First 
prize is a new Chevrolet and there 
are 31 other prizes in all. 
Participants merely guess the 
number of items in a jar and a jug. 
The jar contains a number of bolts 
be opened and counted 


of ordinary nuts and will be opened 
each Monday for 20 weeks. Each 
week the contents will be changed 
and the jug sealed again. 

There is a weekly prize of a 
$25 bond for the nearest guess 
on contents of the little jug. The 
grand prize winner gets the new 
car. 

The additional prizes include 
cash and refunds on all money 
spent for service during the year; 
refund on used-car purchases; 
new-car radios and Kiddie Kor- 
vette Chevrolets. 

* * + 


Whale of a Party 


HE first birthday of Dunham 

Motors (Oldsmobile-Cadillac), 
Eugene, Ore., was observed with 
a party for “Willie-the-Whale” and 
Miss Oregon of 1956, Patty Berg, 
cut the cake. 

“Willie” is the symbol of Dun- 
ham’s “whale-of-a-deal,” according 
te a newspaper advertisement an- 
nouncing the party. The affair 
started at 7:30 p.m. and lasted until 
midnight. 


* * * 


Free Diamonds, Free °57 


REE diamonds and a free 1957 
automobile tempted buyers in 
advertisements inserted by 
Pittsburgh-area dealers. 
Sanford (Dodge - Plymouth) 
mixed diamonds with imitations 
and invited visitors to try to pick 
the real thing. The offer was open 
to customers and “tourists” alike. 
A free 1957 Studebaker was the 
prize in a contest staged for cus- 
tomers of Penn Hills Motor Co., 
Wilkinsburg. The company said 
the “first 50 buyers will compete” 


See Reliable Dealer, 


U. C. Buyers Advised 


NEW YORK, — “Buy from a 
reliable dealer” is the first rule 
te remember when looking for a 
good used car, George Koether, 
Look automotive editor, declares 
in “How to Buy a Used Car” in 
the Sept. 4 issue of the maga- 
zine. 

Koether notes that today’s used 
cars are “bonanzas of value” 
compared with those of 25 or 30 
years ago. In a list of pointers 
for shoppers, he warns against 
buying from a private owner un- 
less both owner and car are 
known to the prospective pur- 
chaser. 








for the top award and urged shop- 
pers to “get the wildest deal you 
ever dreamed of on the fabulous 
1956 Studebaker.” 


* * * 


For Elvis’ Admirers 
ENTURY MOTOR CO. (DeSoto- 
Plymouth), Sharpsburg, Pa., 
aimed a promotion strictly at the 
teen-agers. The company bought 
a supply of Elvis Presley's record- 
ing of “Hound Dog” and engaged 
singer LaVerne Baker and disk 
jockey Porky Chedwick to help 
hand them out, 
* + 


A $30 Million 


Item 
HE Tacoma (Wash.) Auto- 
mobile Dealers Assn. com- 


bined in an effort to convince 
residents that they gain “more 
savings, more service and more 
satisfaction” when they buy their 
cars in Tacoma. 


The campaign noted that the 


| 
| 
| 
| 
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dealers employ more than 700 
persons and pay them more than 
$3.5 million a year. 

Contending that each dollar 
placed in circulation in a commu- 
nity turns over eight to 10 times, 
the dealers argued that their 
payrolls were responsible for 
some $30 million worth of trade 
activity per year in the area. 

* * * 


‘Dear Diary...” 


SATISFIED customer tore a 

page from his wife’s diary to 
tell City Motor Co. (Oldsmobile), 
Tacoma, Wash., how pleased they 
were with their new car, 

The diary entries which made up 
the advertisement told of a vaca- 
tion trip. 

One read: “Dear Diary — Our 
Oldsmobile whisked us over hun- 
dreds of miles today in comfort 
I have always dreamed of ... 
We got 20 miles a gallon, and Jack 
was driving fast .. .” 


Rockenfeld Builds 


CARTHAGE, O. — Ground has 
been broken for a new home for 
the Ford dealership owned by 
Ralph E. Rockenfeld. 








For Legion World Series Winner— 


Earle Tucker (left), Bismarck (N. D.) Ford dealer, and Jack Maclachlian, assistant 
general chairman of the American Legion Junior Baseball World Series, display 
the Ford National Plaque which will go te the tournament champion. The champion- 
ship will be decided in Bismark, Sept. 2-6. Ford division will present 2,540 awards 
to winning teams and players at the national, sectional, regional and state levels. 
Ford dealers are sponsoring Legion baseball teams for the 14th consecutive year. 








THERE'S EXTRA PROFIT FOR YOU IN THIS PICTURE 


GLASS 





You may have seen this picture (in full color) in a Saturday 
Evening Post ad, July 14, or in TIME July 23. A lot of people did. 
And they read about the added comfort that glare-reducing 


E-Z-Eye would give them. 


Over 5,000,000 people have bought the E-Z-Eye option. Did 
you get your share of the profit? Why not push E-Z-Eye for a 


month and see what happens? All you can get out of it is money. 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 
Redurces Glone,Eyestnain, Sun Heat 


LIBBEY - OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 
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Here’s Howto Conduct 
Union Contract Talks 


(Continued from Page 15) 


ments and the dealer will need time 
to check them. 

“However, don’t delay a meet- 
ing two or three weeks. If the 
union gets the idea that the dealer 
is stalling, bad faith results and 
the negotiations may go to pieces. 
The entire complexion of the 
talks change and the union will 
begin to look at every dealer ar- 
gument with askance. 

Fritz recommended that negotia- 
tions open with one or two brief 
meetings at which time proposals 
can be presented and explained and 
then lengthened into all-day ses- 
sions. However, he said that long 
meetings often result in snap deci- 
sions just to get the thing over. 

* + + 


Meetings Are Tiring 


USINESS men,” he said, “will 
tire long before the experienced 





negotiator and will most often come | 


out second best in protracted bar-| 


gaining sessions. Part of the union 
strategy is wear down the company 


and to make its further efforts ap-| 


pear futile.” 

Strongly urging dealers to in- 
sist that the union present all its 
demands at the start of negotia- 
tions, he said if the the union 
brings in its demands piecemeal, 
the dealer can never be certain 
what it will take to reach a settle- 
ment. 

He elaborated, “It is rightfully 
felt by both parties that if the pro- 





posal was worthy of consideration | 


in the first instance, it should be 
well thought out and planned and 
introduced properly and logically at 
the initial meeting when demands 
are customarily exchanged.” 

+ * ~ 


= said that this “should not 
in any way deter the parties 
from changing, modifying, amend- 
ing or dropping their original de- 
mands. This is part of the bargain- 
ing process. Since all settlements 
are tentative until there is a settle- 
ment on the entire contract, the 
parties should be allowed to shift 
freely within the orbit of the orig- 
inal demands.” 


He urged that, when the union 
declares that any contract must 
be approved by the international, 
the dealer should make it clear 
that if this approval is withheld, 
all company proposals will be 
withdrawn and negotiations will 
start anew. 

Strongly recommending that non- 
economic issues be negotiated first, 
Fritz said, “Once the union gets 
what it wants economically it will 
be all the mort insistent on other 


|favorable conditions. If you leave 
money matters to the last, the union | 


will be willing to settle non-eco- 
nomic issues to your satisfaction.” 
+ * © 
ISCUSSING the likelihood of a 
strike against an auto dealer, he 
said, “by and large, we don’t think 





sters are very reluctant to strike, | 
except in severe cases. 

“However, the union is liable to | 
take real quick action on a dis- | 
charge—particularly if there’s a 


chance the firing was for union I 


activity—because this is a direct | 
affront to the face of the union.” | 

Generally, he said the unions are 
slow to strike on economic matters, 
especially in recent months when 
the unions have begun to realize 
the plight of some of the dealers. 
He added that this situation was not 
true all over the country, however. 

« * * 


9 Points to Remember 


——- urged dealers to remember 
these nine points about a strike 
and strike threats: 

1. Very few threats to strike ever 
materialize. 

2. Any employer can have a strike 
or give in to a union entirely, but 
to avoid a strike requires infinite 
patience and considerable experi- 
ence. 

3. Generally, the union doesn’t 
want a strike because it’s expen- 

sive. 

4. Most workers don’t want a 
strike, although some will think it 
exciting and convenient for a day or 
two. 

5. Never let a strike occur unless 
there are good reasons for it. 

6. An experienced negotiator can 
determine whether strike talk at the 
bargaining table is genuine or just 
a bluff, but he should never ridicule 
the threat of a strike—even if he 
senses that it is a sham. 

* ? > 

AN AFFIRMATIVE strike vote 

* does not necessarily mean that 
the people want a strike. Often the 
union officials say they need such a 
vote to get management to move. 

8. When a strike actually looms, 


“due to this Ammco equipment brakes have 


TUR UALS LETC Hee CHUN UT) 


atte ome 


tae 


AMMCO TOOLS INC, 
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|like ours left. 
| have to operate the same way. 
|It just so happens we wouldn’t 
|want to operate any other way.” 





Meet ‘Hot-Car Harry'— 


is poised to flee the 
asylum as he does each spring to enjoy 


“Hot-Car Harry” 


his favorite pastime—cars. He's featured 
in “Spring Holiday,” a technicolor movie 
about cooling system care. The film em- 
phasizes the value of building customer 
satisfaction through care of the cooling 
system. Sponsors are Dow Chemical Co., 
Warner-Patterson Co., Thermoid Co., Car- 
bide & Carbon Chemicals Co., Robertshaw- 
Fulton Controls Co. and Stant Mfg. Co. 
All make antifreeze or 
elements. 


the dealer should realistically evalu-| 


ate his position. 

9. Just before a strike begins, 
the dealer should inform his em- 
ployes of all the pertinent facts. 


Switching to dealer strategy dur- 
“Dealers | 


ing the talks, Fritz said, 
should avoid saying, ‘Rather than 
go for that, I'll lock the doors,’ be- 


cause 99 times out of a 100 he 
it. Also, the dealer 


doesn't mean 
shouldn't say, ‘This is my final 
offer,’ unless he really means it. Be- 


cause if he makes another offer, the 





cooling-system | 


— ee 


union will just sit back and waii 
more. 


for 


* x * 


piney poor thing to do is to 
‘plead poverty with a ham un- 
der your arm.’ The union has its 
sources of information. A dealer 
should place his refusal on grounds 
that can be substantiated. A very 
valid position today is ‘Don’t make 
me uncompetitive.’ ” 
Fritz offered this final advice: 


1. Be industry conscious. Avoid 
“whipsawing,” whereby the union 
wins a concession from Employer A 
who is only slightly affected by it, 
But it’s probably harmful to Em- 
ployer B,. who then may grant con- 
cessions injurious to Dealer A. 

2. Avoid “beachhead” conces- 
sions, whereby a relatively inex- 
pensive principle is granted, but 
which will become very costly in 
subsequent years. 

3. Conduct the meeting on neu- 
tral grounds, away from the dealer. 
| ship and away from the union hall, 
4. Look at the contract from the 
| viewpoint of its overall impact 

* * LJ 


Beware of Clauses 


“4 AVOID clauses that restrict 
od. management’s right to schedule 
work, eliminate jobs, create new 
jobs, move to new locations, estab- 
lish extra-contract incentives and 
similar management perogatives. 

6. Don’t be influenced by table- 
pounding, stomping, loud talks and 
| threats to walk out of the talks. 

7. Avoid clauses that provide 
for mutual consent of the union 
and management. 

Concluding his remarks, Fritz 
urged dealers to employ only plain, 
|clear language in their contracts 
because unclear wordage inevitably 
leads to confusion, extra hazards 
and grievance cases. 

(Next week’s article will ez- 
plain how a dealer can construc- 
tively reprimand an employe.) 





That's K uhlman-Nagel’ s Creed... 


‘Customers Are Friends’ 


DES PLAINES, Ill. — Off the 
highway and almost hidden from 
the flow of traffic is a dealership 
built on service, a reputation for 
fairness and the ability to make 
friends out of customers. 

The dealership is Kuhlman & 
Nagel (Dodge-Plymouth). Al 
Kuhiman jr., who heads the firm 
founded by his father in 1915, 
emphasizes that he is not a 
volume dealer. His aim, he 
declares, is to satisfy customers 
and thus earn repeat business. 

A check of the dealership’s sales 


|records shows that this policy is 


| successful. A goodly percentage of 
this year’s sales have _ involved 
repeat customers. 

The dealership and Chrysler 


Corp. also are proud of another 
record. In its 41 years, Kuhlman- 
Nagel never has repossessed an 


| automobile. 


“We try to make the customer a 
friend,” Kuhlman said. “We depend 


}on him for our future as we have 


depended on him for our past. 
“There aren’t many dealerships 
Those that are left 


The dealership employs three 


| salesmen — Lee Steffen, Bob Van 


‘Chrysler Gets 27% 
Of Canada Market 


TORONTO. — Chrysler Corp. of 


| Canada sold 55,300 cars in the first 
half of 1956, according to Ron W. 


Todgham, new president of the 


|company. He said that his was up 
|10 percent from the same period 


last year. 

Todgham said that he expected 
1956 sales to amount to about 110,- 
000 units, or 27 percent: of the 
Canadian market. 

He implied that if auto sales 
continue to boom, the company 
might have to increase its produc- 
tion facilities sooner than planned. 
Chrysler of Canada spent $50 mil- 
lion on expansion in the last three 
years and does not anticipate any 
major project until 1960. 

Todgham also hinted that future 
financing may be through a Cana- 
dian stock issue. Recent borrow- 


jings for expansion has been 
| through Canadian banks. 


Treuren and George Blewitt. Stef- 
fen joined the staff in 1947, Van 
Treuren in 1948 and Blewitt in 
195 |. 

The salesmen are free to make 
their own deals. “The house 
always backs the salesman,” is 
the way Steffens puts it. 

And the salesmen back the house, 
too. An example came on a humid 

| June night when a vacation-bound 
customer developed engine trouble 
in Kankakee, Ill. more than 60 
miles from the dealership. 

He called Van Treuren who went 
to Kankakee in a tow truck, towed 
the car in and fixed what turned 
out to be a minor difficulty. The 
happy customer resumed his vaca- 
tion trip. 

Kuhlman also has high praise for 
service manager John Waetzig. 
The dealership does considerable 
business with City departments 
and with a lumber and coal com- 
pany. 

“It's the servicing of these 
trucks that holds the accounts,” 
Kuhlman said. 

The company’s slogan might well 
be: Service After Sales. According 
to Kuhlman, “We try to give the 


service that some dealerships just 
talk about.” 





Service After Sales— 


Kuhiman & Nagel (Dodge-Plymouth), 
Des Plaines, Ill., aims at satisfying custo- 
mers and thus earning repeat business. 
Discussing a sale are salesman Bob Van 
Treuren (left), and Al Kuhiman jr., dealer- 
ship president. 
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again the leader in 





automotive advertising 









{st |The Saturday Evening Post 
ee 


4th | Newsweek 


‘5th |U.S. News & World Report 






During the first 6 months of 56, The Saturday Evening 
Post carried the most pages and dollars of automotive 
advertising—as it has for over 50 years. And, as the extreme 
right column shows, the Post is now increasing this leadership. 

One of the most important reasons for the Post’s position 
is the hours its readers spend with it. This gives an advertiser 
time to make a lasting impression. As a result, the Post has 


played the major part in establishing more brand names than 


any other magazine or advertising medium. 
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TOTAL AUTOMOTIVE’ ADVERTISING - FIRST HALF OF 1956 


| PUBLISHERS INFORMATION BUREAU + CLASSIFICATIONS T-100 and T-200 | GAIN OR LOSS 
RANKING MAGAZINE PAGES 


REVENUE IN PAGES** 
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* includes Gasoline, Lubricants and other fuels 
** As compared to the same period in 1955 
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—gets to the heart of America 
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Franchise Concessions 
Awaited by Dealers 


(Continued from Page 1) 


dealers were confident that new 
concessions would be forthcoming 
soon because of the frequent state- 
ments made to this effect at the 
recent Congressional hearings and 
at the dealer council meetings of 
both corporations. 


* * * 


ST last month, William T. Gos- 

sets, general counsel of Ford 
Motor Co., told the House anti- 
trust subcommittee: 


“We are rewriting it (the con- 
tract), and hope to hand that to 
the dealers as soon as we know 
what the law will be.” 


Chrysler Corp. officials told 
the committee repeatedly that 
they were reviewing their dealer 
contracts but they made no com- 
mitment as to when or if new 
concessions would be made, 


However, DeSoto dealers were 
told at a Dealer Council meeting 
in March that, “We’re certainly 
going to come up with a contract 
that will be competitive in every 
respect. We've had all of them (GM 
concessions) under consideration. 
We're working on them right now 


Advertising Kit 
Designed to Aid 
Dodge Dealers 


DETROIT. — “Do-it-yourself,” a 
trend that began with kitchen 
shelves and pieces of furniture, has 
invaded the automotive merchan- 
dising field. 

Announced to the Dodge field 
force as “the first and only one 
of its kind in the industry,” a do- 
it-yourself advertising and sales 
promotion kit has been prepared 
by Dodge to enable field personnel 
to assist dealer in organizing tested 
and professional merchandising 
campaigns of all descriptions. 

Richard L. Shugg jr., Dodge sales 
promotion manager, said the kit 
contains 501 proved, sales-getting 
promotions for new cars, trucks 
and used cars. 

The kit contains newspaper copy 
and layouts, radio and television 
commercials, mats, photos, window 
paints, direct mail pieces, handbills, 
sales promotion ideas and news re- 
leases. 

The kits currently feature a 
heavy supply of summer-month 
and close-out merchandising ma- 
terial. Shugg advised regional, city 
and district managers that they 
will receive a new set of materials 
on the 1957 line of cars and trucks 
shortly after new-car announce- 
ment. 








Dealer Ad Kit— 


Wendell D. Moore, left, Dodge assistant 
sales manager — advertising and sales 
promotion, and Richard 1. Shugg jr., 
sales promotion manager, examine adver- 
tising and sales promotion kit field per- 
sonnel will use to assist Dodge dealers 
in organizing tested and professional 
merchandising campaigns. 


and we're absolutely sincere.” At 
that time it was agreed by both 
factory and dealer representatives 
that any DeSoto concessions would 
be matched automatically by other 
Chrysler Corp. divisions. 


* * * 


IKEWISE, Ford division dealers 

were told at their dealer coun- 

cil meeting in June that new con- 

tracts would be forthcoming “as 

soon as it is determined what kind 

of dealer-factory legislation Con- 
gress is going to pass, if any.” 

Both Chrysler and Ford have 
matched GM in some concessions. 
For instance, both have matched 

GM in paying 100 percent of the 
labor warranty expense—by far the 
most important element in the GM 
dealer package. 

Both Chrysler and Ford have 
matched GM by providing 
dealers with a direct contact to 
top management—Chrysler with 
its dealer relations vice-president 
and Ford with its three-man 
dealer advisory board. 

And most Chrysler and Ford 
divisions antedated GM in estab- 
lishing dealer-elected dealer coun- 
cils. 


Ford is the only manufacturer to 
revise its billing policy and bill 
dealers for cars when they arrive 
at the dealership rather than when 
they are shipped from the factory. 


Nee of the factories has pro- 
vided dealers with any assist- 
ance in their wholesale and retail 
financing although Henry Ford II, 
president of Ford Motor Co., told 
dealers in New York last April that 
his firm was studying such a plan. 

Also, an Automotive News sur- 

vey several months ago revealed 
that not all the dealers of each 
company wanted all the conces- 
sions. For instance, only Ford 
dealers were concerned about the 
elimination of registration figures 
as the sole criterion of dealer 
performance. 

Dealer reaction on the whole was 
voiced by Carl E. Fribley, NADA 
president, last April when he said: 

“If General Motors was able to 
make these franchise revisions in 
a short space of time, it is incon- 
ceivable to me that other manu- 
facturers have been unable to keep 
pace.” 





Youths Parade in Ramblers— 





Wentworth & Irwin (Nash), Portland, Ore., provided five Rambler station wagons 
for the junior court in the Portland Rose Festival parade. Thousands viewed the 


parade and the Ramblers. 


‘Good-Faith’ Law Endorsed 
By Cancelled Dealer Travis 


DETROIT. — “If we had had 
the ‘good-faith’ bill before, I don’t 


think they would have dared to} 


cancel me,” J. Ed Travis told 
Automotive News last week. 


Travis is the Buick-Pontiac- 
GMC dealer from St. Charles, 
Mo., whose cancellation last year 
after 35 years as a dealer created 
a stir in Washington and across 
the country. 


He declared, “I’m very, very| 
happy about the bill. It at least as-| 


sures the dealers of an equal 
chance. 
that it would have helped us if it 
had been in effect last year.” 
Travis said that if the new law 
had been operative, General 


‘Mr. Chairman!" 
Olds Sponsors TV; 


Ford Loans Cars 


SAN FRANCISCO. — Oldsmobile 
and its 3,900 dealers are sponsor- 
ing the National Broadcasting Co. 
radio and television coverage of 
the Republican convention opening 
here today (Aug. 29). 


Oldsmobile also ‘sponsored NBC's 


coverage of the Democratic con- | 


vention held last week in Chicago. 
Ford Motor Co. furnished 225 cars 
to the Democratic delegates. 
Ford said its fleet of autos in- 
cluded 150 Fords, 60 Mercurys and 
15 Lincolns. Of the 225 cars, 220 
were air-conditioned. Illinois issued 
special license plates for the autos. 


Factory Concessions to Dealers 








Chrysler 
Corp. 


General 


Ford Motors 





100% warranty 


Life insurance on dealer 


Rebate of 5% on unsold new cars 
carried into new-model year 


x x x 











Parts obsolescence plan whereby 4% of 
parts may be returned at end of year 


New plan for disposal of 

premises at termination 
Extension to 90 days of period 

in which parts can be returned 
Plan whereby any qualified person 
active in firm may succeed dealer 


Plan whereby dealer’s widow may have 


interest in dealership for five years 


Increasing the factory contribution 


to advertising funds to 50% 


win 








There’s no question but} 





Broader provisions for repurchase of | 


parts and equipment on termination 


Dealer-elected Dealer Council 
Umpire to handle dealer appeals 


Dealer Advisory Board or vice-pres 


Cancellation-with-cause-only contract 


over five-year period 


Elimination of registration figures as | 
sole criterion of dealer performance | 
Policy of billing dealers for cars when 
they arrive rather than when shipped , oF 


Assistance to dealers in wholesale 
and retail financing 





ident 


* 
mL ll LO 


wn 


* Some Chrysler divisions recently Increased their ad contributions. 
** Chrysler Corp. says practice is te cancel a dealer only when he is not selling 
ears or when he is engaged in practices that adversely refiect upon the product. 
*** Invoices are dated on day cars are shipped but the policy is to allow two to 
five days before presentation of invoices for payment. 





Motors would have had to show 
some legitimate reason for can- 
celling him and that they couldn’t 
have done it just for the sake of 


| convenience. 


“Although I’m not a lawyer,” he 
added, “I think this bill will en- 
able the courts to look beyond the 


|}actual written contracts. These 


contracts have been strictly uni- 
lateral, up to now.” 

Travis said that the “good- 
faith” will prevent factories in 
the future from completely dis- 
regarding the interest of the 
dealers and from forcing a dealer 
to liquidate without any oppor- 
tunity to sell. He added that he 
didn’t think that a court would 
construe this as “good faith.” 
“I think the dealers will get a 


|better deal ‘getting out’ hence- 


forth,” he continued. “After all, 
there are heavy costs during a 
forced liquidation and you have no 


|income, We had various expenses 


and a payroll which we carried 
until all of our veteran employes 
could get other positions.” 

Travis congratulated NADA, the 
nation’s auto dealers, their Con- 
gressmen and Senator Joseph C. 
O'Mahoney in securing passage of 
the bill. 

While Travis is now out of the 
auto business, the passage of the 
“good-faith” bill was a special 
victory for him. And one is re- 
minded that Travis, when he 
agreed to publicize his personal 
defeat because it was an oppor- 
tunity to dramatize the plight of 
the auto dealers, declared: 

“This isn’t going to help me a 
bit. But it might save some other 
dealers from the same unhappy 
fate.” 

Since his cancellation, Travis has 


| been vacationing and gathering up 


the loose ends of his business. Most 


|of his equipment was auctioned off 


last March. 

The showroom on Clay St. 
where he operated as “Mr. Buick” 
in St. Charles from 1920 until 1955, 
has been leased to B. F. Goodrich. 
An independent garage operator 
has leased his repair shop, and a 
used-car dealer has taken over his 
used-car lot. 


Taylors’ Opens 
Third Outlet 


DETROIT. — Taylors’, Inc., one 
of the nation’s largest Dodge-Plym- 
outh dealers, has announced the 
purchase of its third sales and serv- 
ice outlet in Van Dyke, Mich., a 
suburb of Detroit. 

The three outlets are Taylors’ on 
Livernois, which is managed by 
Robert Caldwell; Taylors’ on Grand 
River, which is headed by Warren 
(Pat) Milliken, and Taylors’ on Van 
Dyke, which is headed by Fred 
Knack. 

Under a realignment of the firm, 
George M. Taylor, who founded the 
company 43 years ago, continues as 
chairman, Hanley Taylor continues 
as president and Dawson Taylor be- 
comes executive vice-president. 


2 Solo on DeSoto 


KANSAS CITY. — Two exclusive 
DeSoto dealers have been appointed 
here. They are Hansen Motors, 6227 
a Ave., and Scott DeSoto, 5032 

ain. 


Companies List 
New Mergers 
And Acquisitions 


Reichhold-Catalin 


Shareholders of Catalin Corp. of 
America will meet Oct. 1 to vote on 
a proposed merger with Reichhold 
Chemicals, Inc. The name of the 
merged companies would be Reich- 
hold Catalin Industries, Inc, 

+ * * 


Borden-Pioneer Latex 


Domestic and foreign holdings of 
Pioneer Latex & Chemical Co., Mid. 
dlesex, N. J., have been acquired by 
Borden Co.’s Chemical division and 
will be merged with Borden’s Res- 
inous-Reslac department. 

Augustine R. Marusi, Chemical 
division president, said the merged 
units will be known as Resinous- 
Reslac-Pioneer. a. ie 


Taylorcraft-Continental 


Taylorcraft, Inc, Conway, Pua, 
has announced that it has acquired 


the assets of Continental, Inc., 
Danbury, Conn. 
Included is the Fulton “Air. 


phibian,” an auto-aircraft combi- 
nation, which has been approved 
by the Civil Aeronautics Adminis- 
tration. No immediate production 


plans of the craft were announced. 
= * * 


Tidewater Expands 


Tidewater Oil Company an- 
nounces that it has purchased 
assets of Pulver Gas and Oil Corp, 
Hudson, N. Y., and Dutchess Auto 
and Supply Co., Millerton, N. Y., 
long among the company’s larger 
franchise distributors in the east. 

With the purchase, Tidewater 
acquires a number of service sta- 
tions and dealer and commercial 
accounts, a water terminal, an in- 
land bulk plant, tank trucks and 
other vehicles and miscellaneous 


facilities and equipment. 
: * * 


Addressograph-Coxhead 


Addressograph - Multigraph Corp. 
has acquired all capital stock of 
Ralph C. Coxhead Corp., Newark, 
N. J., according to J. B. Ward, Ad- 
dressograph president, and C. Wal- 
ter Nichols, Coxhead chairman. 
Coxhead makes Vari-Typer, 
Coxhead-Liner and Foto-List type- 
composing machines. 


‘Flying A’ Crude 
At New Refinery 


WILMINGTON, Del.—More than 
200,000 barrels of south Louisiana 
crude oil, to be processed into the 
first Flying A gasoline manufac- 
tured in Delaware, have arrived at 
the new refinery, under construc- 
tion 15 miles south of here. 

The first unit to begin operating, 
the 130,000-barrel per-day crude 


unit, is slated to begin in Septem- 
ber. The refinery is not expected to 
be on “full stream” until the end 
of the year. 





Tire With Wire Shield— 


H. W. Dodenhoff truck tire sales mana- 
ger, United States Rubber Co., looks at 
cross-section of new steel wire shield 
Super Fleetmaster tire announced by the 
company. The steel shield is said to 
protect the tread from cut and rupture 
damage, and new tread compound gives 
exceptional resistance to chipping, snag- 
ging and cuts. Tire is designed especially 
for transit mixers and heavy service 
equipment. 
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WASHINGTON. Sales and 
earnings of U. S, manufacturing 
corporations set a record in the 
frst quarter of this year, accord- 
ing to the Quarterly Financial 
Report issued last week by the 
Federal Trade Commission and the 
Securities & Exchange Commis- 


sion. 
First-quarter income, however, 


| was below the alltime high 


; 
‘ 


posted for the fourth quarter of 
1955, the report said. 

According to the report, profits 
before taxes were estimated at $7.4 
billion in the first quarter, com- 
pared with $7.6 billion in the 
previous quarter and $6.5 billion in 
the first quarter of 1955. 

The provision for Federal in- 
come taxes showed a small in- 
crease over the previous quarter 
and was reported at $3.5 billion. 
This had the effect of lowering 
after-tax profits for the first three 
months of this year to $3.8 billion, 
or 7 percent below the record $4.2 
billion for the preceding quarter, 
the report said. 

Compared with the first quarter 
of last year, after-tax profits in 
the opening period of this year 
were up 15 percent. 

Sales in the first quarter were 
estimated at $71.9 billion, a 
decline of only 2 percent from 
the high level of the previous 
quarter, and an increase of 10 
percent over the year-ago period. 

The annual rate of profit after 


} taxes on stockholders’ equity was 


12.2 percent in the first quarter of 
this year, compared with 11.4 per- 
cent in the first quarter of 1955 
and 13.5 percent in the last quarter 
of last year. 

Except for declines of 6 percent 
in motor vehicles and 4 percent 
in instruments, all industry groups 
' had sales gains for the first quar- 
ter when compared with a year 
ago. 

Gains in many groups ranged 
from 10 to 25 percent, with the 
larger increases coming in iron 


Obituaries 


Rep. Carl Hinshaw, 
Freight Fighter 


BETHESDA, Md. — Rep. Carl 
Hinshaw, California Republican, 
died Aug. 5 in the Naval Hospital 
here. He was best known to dealers 
as a foe of phantom freight and 
introduced bills in the 83rd and 
&th Congresses to eliminate 
freight overcharges. 

His action was instrumental in 
bringing revision of auto freight 
rates in 1954 and again this year. 
Rep. Hinshaw was second-ranking 
member of the House Interstate 
and Foreign Commerce Committee 
and was a member of the Joint 
Committee on Atomic Energy. He 
had served in the House since 1938. 


* * * 


Dent W. Sanford 
LOS ANGELES. — Dent W. Sanford, 
65, vice-president, Goodyear Tire & Rub- 
ber Co. of California, died Aug. 6 here. 
Mr. Sanford had been with Goodyear 41 
years, game the firm in 1915 at El 
, Tex. 


* * 


* 
Joseph Conrad 

SCRANTON, Pa.—Joseph Conrad, vice- 
President of Packard-Lackawanna Motor 
Co., died Aug. 3 of a heart attack in his 
car near Wurtsboro, N. Y. Police said he 
Stopped his car along the highway before 
collapsing at the wheel. 

* * 


* 
Ab Jenkins 
MILWAUKEE.—Ab Jenkins, 73, noted 
face driver and former mayor of Salt 
Lake City, died here Aug. 9 after a heart 
attack. He collapsed while returning to 
his hotel after a Milwaukee-St. Louis base- 
ball doubleheader. Mr. Jenkins set his 
first auto record in 1926 and at his death 
stil held half a dozen speed and en- 
mee marks. His last was set in June 
when he established a 24-hour endurance 
auto speed record of 118.375 miles an 
in a stock model Pontiac. Mr. Jen- 
Kins had been a safety consultant for 
Pontiac since last May. 
* * * 


Albert H. Rhodes 
SHEFFIELD, Ala.—Albert H. Rhodes, 
47, a partner in Hardy Motor Co. here, 
died Aug. 5. 


* * 


Frank B. Colvin 
LOUISVILLE. — Frank B. Colvin, 71, 
Iby County farmer and former auto- 

Mobile dealer, died Aug. 9. 


* * * 
Juan B. O. Gonzales 
MEXICO CITY.—Juan B. O. Gonzales, 
Manager of Commercial Nacional, Ford- 
Lincoln distributors, died of a heart at- 
tack at his home Aug. 2. He was 59. 


* 
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U.S. Reports on All Manufacturing ae 
Factories Set 1st-Quarter Record 


and steel, nonferrous metals and 
machinery (except electrical), 

Only six of the 23 industry 
groups presented in the _ report 
failed to show an increase in 
profits after taxes, compared with 
the first three months of last year. 

Motor vehicles showed a 
decline of 20 percent, as did 
lumber groups. Other groups 
with lower profits were electrical 
machinery, other transportation 
equipment, instruments and 
leather. 

The stone, clay and glass group 


had a gain of over 85 percent for 
this period. Among groups regis- 
tering gains of over 40 percent 
were iron and steel, nonferrous 
metals, machinery (except electri- 
cal) and miscellaneous manufac- 
turing. 

Total assets of U. S. manufactur- 
ing corporations covered by the 
report amounted to a record $192 
billion at the end of March, This 
was $1.9 billion above total assets 
at the end of December and 
higher by $15.6 billion than that of 
the year-ago total. 


Atom-Powered Trailership 
Proposed for World Tour 


WASHINGTON. — Rep. James 
E. Van Zandt, Pennsylvania 
Republican, has outlined his idea 
of how the U. S. can best show 
people of other lands the peaceful 
uses of atomic energy that have 
been developed in this country. 

Using a model trailership con- 
structed by the Truck-Trailer Man- 
ufacturers Assn., Van Zandt ex- 
plained the advantages of housing 
atoms-for-peace exhibits in trailers 
that could be ramped on and off 
such a ship in foreign ports re- 
gardless of port development. 

Individual exhibits, demonstrat- 
ing U. S. atomic applications in 
medicine, agriculture, education and 
industry, would be housed in truck- 
trailers under provision of a bill 


Van Zandt has introduced. Rather | 


than limit the number of views 
aboard ship to those in the im- 


mediate vicinity, the trailers could | 


be rolled off ship into adjacent 
cities and communities where far 
more people would have an oppor- 
tunity to view the exhibits. 
Also, he said, the trailers would 





Research Group 


Predicts Fall 
Auto Sales Spurt 


NEW YORK.—Car sales to cash 
buyers will zoom ahead in the 
fourth quarter, although by spring 
there may be a decline in sales be- 
cause credit buyers, who take two- 
thirds of the cars made, are saddled 
with an unprecedented backlog of 
installment debt. 





make it possible to borrow a leaf 
from the traditional circus practice 
of staging pre-show parades 
through cities and towns to stimu- 
late attendance. 

Van Zandt said his enthusiasm 
for the trailership idea stems from 
his World War II experience as a 
commander of L-S-T’s. When we 
had to get men and materiel 
ashore in a hurry regardless of 
port facilities we did it this way 

. and I’m sure it’s still a good 
basic method to reach all people, 
everywhere.” 

The trailership demonstration 
actually stems from requests made 
to Congress by President LEisen- 
hower. In his State of the Union 
messages in 1955 and ’56, the Pres- 


|ident urged Congress to authorize 
funds for construction and opera-| 


tion of an atom-powered exhibi- 
tion ship to cruise world ports. 

The trailership idea has already 
created a furor of interest in com- 
mercial coast-wise trade circles. 
Known as “fishyback,” it is viewed 
as a boon to trade routes such as 


New York-Norfolk; Los Angeles- | 
| households plan to buy household 


San Francisco; San _ Francisco- 
Seattle; and similar routes where 
the size and speed of such trailer- 
ships are suitable for efficient serv- 
ice. 

Paul A. Admundsen, executive 
secretary, American Assn. of Port 
Authorities, exclaims that “We're 
on the threshold of a greater 
change in port development and 
operation than any we've experi- 


}enced in the past 40 to 50 years.” 


This was the forecast for the auto) 


industry made in the 20th annual 
analysis of the Research Institute 
of America, one of the nation’s 
largest private business advisory or- 
ganizations. 


Looking at the national picture, 


the Institute said there is a real) 


possibility of economic trouble by 


mid-1957 and predicted that at year-| 
end manufacturing volume would| 


not be substantially greater than it 
was before the steel strike. 

The Institute also forecast that 
there would be no new round of 
general inflation because Govern- 
ment spending is lower, housing is 
down and credit conditions in con- 
sumer markets are not so favorable. 











Columbus Upheld 
On City-Car Bids 


COLUMBUS, O.— Common pleas 
court cleared the way last week for 
the city to open bids to local dealers 
on 17 police cruisers and four 
officials’ cars, 

The court dissolved a restraining 
order granted at the request of 
Rife Equipment Co. (Dodge-Plym- 
outh), Ashville. Rife had originally 


| been awarded the contract, only to 


see it rescinded by Columbus Mayor 
M. E. Sensenbrenner. 


Rife attorneys said another suit 
would be filed. 





Fashions on Parade— 


An outdoor fashion show, said to be the first ever held on Philadelphia's Market 
St., was sponsored by Gimbels, in conjunction with Thornton-Fuller, a Dodge dealer. 
The fashion show in front of the department store climaxed a “Fashion on Wheels” 
motorcade throughout the downtown area. The show featured fall styles for motor 
trips. 

















A Daimler-Benz Product— 


One of the newest Mercedes-Benz models, the 220 convertible, arrives at New 
York's Idlewild Airport less than 24 hours after leaving the production line at the 
Daimler-Benz factory in Stuttgart, Gérmany. Interest in the car's arrival was high- 


lighted by the fact that Daimler-Benz was 
Curtiss-Wright and Studebaker-Packard. 


Automobiles 


Magazine Study Finds 6.2 Million Households 


involved in the recent agreement between 


Top *Wants’ 





Will Be in Market Within Y ear 


NEW YORK. — The automobile 
remains at the top of the list in 
the purchase plans of American 
families, according to the 5lst 
Starch Consumers Magazine Re- 
port. A summary of the report has 
been issued by Reader’s Digest. 

The report notes that 13 per- 
cent of all households intend to 
buy automobiles in the next 12 
months. That's a total of 6,210,000 

households, but the report did 

not specify how many plan to 
buy more than one car, 

Automobiles are far ahead of all 
other major possessions in the 
“intend-to-purchase” category. The | 
survey found that 9.2 percent of 


sets, followed by 5.2 percent eying 





Drag Race Attractions— 


beauty queen,| 
perches on the front axle of a hot rod 
being built for the Automobile Timing 


Lois Conway, Illinois 


Assn. of America's third annual World 
Series of Drag Racing, which opens Wed- 
nesday (Aug. 22) at Lawrenceville, Ill. The 
trophy is one of 70 to be presented during 
the five-d " 

e five-day Program. 


1,000 to Compete 
In Drag Racing 
‘World Series’ 


CHICAGO. — The third annual 
World Series of Drag Racing, spon- 
sored by the Automobile Timing 
Assn. of America, Inc., will get un- 
der way Wednesday (Aug. 22) at 
Lawrenceville, Ill. 

More than 1,000 hot-rodders are 
expected to compete for top awards 
in speed, engineering and styling 
during the five-day program. Stock 
cars also will participate in sep- 
arate events. 

Approximately 15,000 spectators 
will view the competition for the 
Maremont Trophy and $1,000 college 
scholarship awarded by Maremont 
Automotive Products, Inc., Chicago, 
and other major awards presented 
by ATAA sponsors. 

The races will be run on a half- 
mile drag strip laid out on the mile- 
long paved runway of the Law- 
renceville municipal airport. 








| automatic washers and 4.8 percent 
| favoring vacuum cleaners and elec- 


tric refrigerators. 

During the last 12 months, the 
survey found, new cars were pur- 
chased by 11.7 percent of all house- 


| holds, or 5,590,000. Television fan- 


ciers led this class with 13.8 percent 
of households buying new sets, but 
used-car purchasers presumably 
kept the auto industry in the 
number-one spot. 

Nearly 34.8 million households 
own one or more automobiles, 
the survey found. This figure is 
72.8 percent of the 47.8 million 
households in the nation, 

Only three items top automobile 
ownership in what the survey 
called the “major possessions” cate- 
gory. They are radios, electric 
refrigerators, all owned by some 
43 million households. 


Fisher Fire Damage 
Placed at $100,000 


HAZLEHURST, Ga. Fisher 
Ford Co. has been destroyed by 
fire. Loss was estimated at more 
than $100,000. 

W. H. Fisher owns the firm. The 
building was owned by W. E. 
Currie, Tifton, a former Hazle- 
hurst dealer. 

Four new cars in the display 
window and two cars being re- 
paired were burned. Two other 
new cars were damaged. It was 
reported also that the firm will 





BAKING OVEN 


FOR 
Passenger Cars or Light Trucks 


@ Infra Red Ray 


@ Complete with Bulbs, Exhaust 
fan and Controls 


A-1 CONDITION 
SAVE 60% 


R. E. REINHOLD, JR. 
1010 GILBERT AVE. 
CINCINNATI 2, OHIO 
TEL. CH. 1-5020 
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No Decision to Discontinue, Churchill Says... 





Packard Fate Called ‘Up in Air’ |» 


(Continued from Page 1) 


agreement with Curtiss-Wright 
Corp.” 
o + + 
REPORT that Packard opera- 
tions in Detroit had come to an 
abrupt end and that Packard 
dealers in Detroit had been ad- 
vised to seek other franchises were 
denied flatly last week. 

“Not one word, one way or an- 
other, has been said to me,” de- 
clared one prominent Detroit 
Packard dealer. 


“If I was sitting in the chair 
of management, I would have 
called the dealers in and told 
them frankly what was going to 
happen,” he said, 

“As far as I’m concerned,” he 
added, “I'd just as soon wait a 

while if I knew they were going 
to bring out a car later on. I’ve 
done well with Packard. But I 
can’t remain in the dark. It’s too 


uncertain in these already uncer- ar 


tain times.” 
+ * + 
} in report that Packard’s De- 
troit operations had ended was 
denied by company officials in 
South Bend. This was verified by 
a call to Packard. 


“Packard Motor Car Co.,” re- 
plied the voice of the switchboard 
operator. 

“So you're still there, are you?” 

“Yes,” she laughed, 

“Do you know how long?” 

“No,” the voice said. 

“Who is your boss out there 
today? I'd like to speak to him.” 

‘Tll ring our president’s office.” 

* ” + 

HE buzzed an extension and an- 

other feminine voice answered: 
“Mr. Nance’s office.” 

“My name is Lockwood from 
Automotive News, I'd like to speak 
to Mr. Nance.” 

“Just a moment, please,” 
said. 

In a moment, she said: “Mr. 
Nance is not here. He left today 

on his vacation.” 

“Who is the boss in his absence?” 

“Well, I guess you'd better talk 
to Mr. Dykstra.” 

“What is his first name?” 


Kindness Pays 
—in Quick Cash, 
Dealer Finds 


ULYSSES, Kans. — If you think 
it doesn’t pay to be courteous and 


she 





helpful to customers, just ask 
Howard Phifer, Ford-Mercury 
dealer here. 


One Sunday evening recently, 
Phifer stopped at his office to per- 
form a small chore. While he was 
there, E. S. Kingsbery, Austin, 
Tex., came into the office and said 
that he had car trouble. 


No shop mechanics were on 
duty, so Phifer made the repairs 
on the car. 


“It wasn’t much of a job and 
I didn’t charge him anything,” 
Phifer said. 

The grateful Texan then donated 
$100 to the building fund of 
Phifer’s church. 

And that wasn’t all. The next 
day the automobile dealer found 
a@ personal gift package from the 
Texan on his desk. 


Goodall Styles 
Seat Cover Vinyl 


NEW YORK. — Goodall-Sanford, 
Inc., has introduced its first stock 
range of vinyl fabrics engineered 
and styled for the seat cover field, 
according to Robert F. Daughters, 
sales manager. 

The two lines include “Goodal- 
lite Coronado” and “Goodallite 
Readington,” both in stock and 
availiable through jobbers in a 
range of fashion colors. 


Chicago YEX to Meet 


CHICAGO. — NADA will sponsor 
a Young Executives Group Work- 
shop Conference Sept. 5 in the 
Palmer House. The main topic will 
be “Tightening control of the used- 
car business.” 








“I don’t know. He’s from Curtiss- 
Wright.” 


“Could you get him for me?” 
* + * 


HE flicked back to the switch- 

board. The operator put 
through another call. Another girl 
answered. 

“Mr. Dykstra, please.” 

“I’m sorry. He is in New Jersey.” 

“Is there anyone there that I 
might speak to in his absence?” 

“Tll let you talk to Mr. Mullen.” 

Mullen said he was a lawyer 
“who just flew in” and he said 
that he hadn’t read the reports 
of Packard’s demise. 

“I’ve been buried in contracts, 
trying to get things cleared up 
here. I don’t know anything,” he 
said. 

* * * 

HE official view on the Detroit 

office as given from South Bend 
is that sales, administration, engi- 
on and styling offices of Pack- 

will remain in the old plant un- 
til “consolidation plans have been 
completed.” 

The report that the old build- 
ing, if not sold by the end of the 
year, would be allowed to revert 
to the city for taxes on orders 
from Roy T. Hurley, president, 
Curtiss-Wright Corp., emphatically 
was denied by South Bend officials. 

“Hurley, or Curtiss-Wright, has 
not taken over Studebaker- 
Packard,” one man said, “S-P 
has an advisory agreement with 
C-W. Studebaker-Packard will 
operate as a separate entity 
under its own board of directors 
and officers.” 

It was explained that this setup 
is comparable to what would have 
happened if S-P had “hired” C-W 
to help in an. advisory capacity. 


Aé SPOKESMAN for Chrysler 
said that Packard has 
not notitiod Chrysler of any action 
to terminate the five-year lease on 
the Conner plant where Packard 
assembled its 1956 model cars. 
This was pointed out by S-P of- 
ficials in South Bend as, in itself, 
a denial of reports that production 
machinery in the E. Grand Blvd. 
(Detroit) Packard plant would be 
sold to other auto firms or for 
junk. 


“We have no production ma- 
chinery in that plant,” one of- 
ficial said. “We produced our 
cars at the Conner plant which 
still is leased by us from Chrys- 
ler.” 

Meanwhile, Sol A. Dann, Detroit 
attorney and a S-P stockholder, has 
demanded a Congressional probe 
of the Curtiss-Wright arrangement 
to “take over” Studebaker-Packard. 

He alleged that the aircraft firm 
is being given an opportunity to 
buy S-P at “practically bankrupt 
prices” and said he was opposed to 


At Firestone ileedriess 


Executives from Firestone plants in foreign countries met company officials from Akron in a conference at Brentford, England. 
Participating in the conference were, from left, front row, J. Zabalia and H. Arrizabalaga, Bilbao, Spain; J. Mattinson, Brentford; 
A. Shafer, Phoenix, Germany; Raymond C. Firestone, Akron; W. E. Duck, Brentford; Harvey S. Firestone jr. and J. E. Trainer, 
Akron; C. H. M. Baker and W. Young, Brentford. Second row: S. J. Breeze, Brentford; A. L. Blackwood, Bombay, India; Peter Dat- 
wyler, Prattein, Switzerland; G. W. Becker, R. H. Mather and W. E. Lyon, Akron; Addis Finney, Pratteln, and G. A. Williamson, 
Brentford. Third row: J. Telleria, Bilbao; Dr. R. Bult jr., Pratteln; E. Kneisl, G. R. W. Weber and W. Stegemann, all of Phoenix; 
E. Evard, Paris, France, and R. P. Roche, Brentford. Fourth row: A. M. McCollister and P. D. Bowers, Akron; G. L. Anderson, Bom- 
bay; H. Schulze, Phoenix; R. L. Noyes, Viskafors, Sweden; J. D. McMillin jr. and J. A. Campbell, Christchurch; V. A. Morris, Port 
Elizabeth, South Africa, and C. G. Charlish, Brentford. Fifth row: R. H. Snyder, Port Elizabeth; L. R. Mernagh, Brentford; Dr. Hans 
Wild, Prattein; O. Carlson, Viskafors; J. Welton, Brentford; S. Broers, Akron; G. K. Foster, Bombay; C. 


the Government’s giving S-P de- 
fense orders “out of sympathy.” 

“If the company can’t stand on 
its own two feet in competing with 
other auto makers,” Dann said, 
“perhaps the best solution would 
be to dissolve it and distribute the 
assets among stockholders.” 

* * e 

HE “bankrupt prices” cited by 

Dann referred to a Curtiss- 
Wright option to buy 5,000,000 un- 
issued shares of S-P at $5 a share. 
The stock last week was quoted at 
less than $8 on the New York Ex- 
change. The option must be ap- 
proved by S-P stockholders, 

Dann, originally a Packard 
stockholder, accused—at the annual 
meeting last April—management of 
S-P with alipshod methods, 


Nash of Jacksonville {Fla.) Opens— 


An eight-car showroom and modern facilities are features of the building of Nash 
of Jacksonville, Inc., Jacksonville, Fla. Officers of the new firm are John K. Boone, 
president; 





DETROIT. — All Studebaker- 
Packard dealers last week received 
the following letter from James J. 
Nance, former president of S-P, 
who has been acting as an advisor 
to the board of directors since the 
signing of the management agree- 
ment with Curtiss-Wright Corp.: 

“Because of the acute concern 
we have all 
shared in the 
transition, it was 
with a great 
sense of satisfac- 
tion that I wired 
you from New 
York that nego- 
tiations with 
Curtiss - Wright 
Corp. have been 
successfully con- 
cluded following 

James J. Nance a protracted 
period of negotiations. 


“Now it is with sincere regret 
that I write you this note of fare- 
well to our business association. 


“With the announcement of the 
joint program between Curtiss- 


$52,577,000 in Orders 
Go to Old S-P Plants 


WASHINGTON. — Two de- 
fense contracts totalling $52,577,- 
000 were granted in Washington 
last week to Utica-Bend Corp., 
the new of Curtiss- 
Wright Corp. which will operate 
with facilities leased from 
Studebaker-Packard. 


An Army contract calls for 
$36,077,000 worth of 2%-ton 
trucks to be produced in South 
Bend. A Navy contract involves 
$16,500,000 worth of missiles and 
ground-firing equipment which 
will be produced at the Utica 
(Mich.) plant. 











W. C. Kankin, Christchurch, and M. E. Ake jr., Port Elizabeth. 


Wright Corp. and Studebaker- 
Packard Corp., it would be anti- 
climatic on my part to reiterate 
the deep feeling I have had 
during these past months while 
we attempted to resolve the prob- 
lems confronting our company. 

“Last January when the required 
and expected financing did not ma- 
terialize, it was evident that our 
original Three-Year Program to de- 
velop a full line company had to be 
abandoned and all efforts directed 
towards saving the company 
through an affiliation with another 
that was heavy in defense business 
and which was adequately financed. 
This has now been accomplished 
with Curtiss-Wright Corp. 

“Therefore, effective immediately, 
I am withdrawing from the man- 
agement of the company, although 
I have agreed to remain in an ad- 
visory capacity to the board of 
directors during the immediate 
period ahead of transition to the 
new management. 


“Although this action makes 
my severance from the company 
official, I am not hesitant to ad- 
mit that I will never be divorced 
in thought and memory from 
Studebaker - Packard and the 
wonderful people who are repre- 
sentative of it. 

“Words alone are inadequate to 
express my gratefulness for your 
loyalty and cooperation during the 
difficulties and uncertainties of the 
past month, especially, as well as 
the tireless effort previously in- 
vested in the reorganization and 
| building that went into our Three- 
| Year Program. 


| wish for business success and hap- 
piness. 

| Sincerely, 

J. J. NaANce 





P. S. I would have liked to have 





W. Campbell, 






Harry A. Bennett, director, and William H. Meadows, secretary-treasurer, 


Text of Nance’s Farewell to All S-P Dealers 


“To each of you—every good | 


Phoenix; 





addressed each dealer personally, 
but in the interest of time I am 
addressing it to all dealers. 


Dealer ‘Shocks’ 
Other in Atlanta; 
Opens on Sunday 


ATLANTA.—A General Motors 
dealer located in a town on the out- | 
skirts of Atlanta opened for busi- | 
ness from 1 to 6 p.m. Sunday and 
reportedly “shocked” the Atlanta 
competition into filing complaints 
to the factory. 

Atlanta laws prohibit business | 
establishments from opening on 
Sunday. 


This dealer, beyond Atlanta’s 





jurisdiction, apparently was within & 


his legal rights, as he said he 
checked with local police and ob- 
tained permission for opening. 

Many Atlanta dealers, however, 
felt he was violating dealer ethics. 
They objected not only to his Sun- 
day opening but to his wording in 
his ad appearing in an Atlanta 
newspaper: “Special Price Sale. To 
reduce our inventory, every car in 
our stock is marked down to 4 
price you'll find hard to believe ... 
Every car in our large stock is in- 
cluded in this sale.” 

The Sunday opening was an ex- 
periment, this dealer reported, and 
held at the request of his salesmen 
who wanted an extra day to con- 
tinue the special sale. He said the 
| Sunday opening was not particu- 
| larly successful. 


Ford Begins Work 
On Castings Plant 


DEARBORN. — Ford Motor Co. 
has announced that construction of 
its new aluminum castings plant on 
a 135-acre site near Sheffield, Ala, | 
has begun. 

D. J. Davis, Ford manufacturing 
vice-president, said, “The new alu- 
minum castings plant will be com- 
pleted in mid-1957 and production 
operations which will utilize about 
64 million pounds of aluminum 4 
year from the Reynolds Metals Co. 
will be under way by the end of 
next year.” 

The 200,000-square-foot plant will 
produce engine and automatic 
transmission components and other 
automotive parts. About 800 persons 
will be employed. 


Kokomo Dealers Name 


Norwine as President 


KOKOMO, Ind. — Jay Norwine 
has been elected president of the 
Kokomo New Car Dealers Assn. 
Robert Kinsey, an attorney, has 
been employed to serve as execu- 
tive secretary. The dealers have 
agreed to 6 pm. closing on 
Wednesdays, with dinner meetings 
held on the third Wednesday of 
each month. 

Association members include 
Button Motors, Charles Conkle Mo- 
tor Co., Courtright Motors, Dean 
Motors, Haywood Motor Sales, 
Hendrick’s Lincoln-Mercury, 
Mason Motors, H. E. McGonigal, 
Inc., Select Motors, Jim White 
Chevrolet and Washington Motors. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Aug., To To 
Aug. 18, Week, Aug. 11, 1956, ug. 20, Aug. 18, 
1956 1955** 1956* Date 1955** 1956 

MOREERECAN BEOTORB.. oon ccccccseescssccssees 950 123,512 66,844 
SED Usxebdonpuecvvinicsrincsy \ccidvees.. yeedteivens |  wacdevtens 200 39,452 19,170 
SNE iiiipiinvsindticniennceiies Saitunniie  jdyseetdee _wenriotade 750 84,060 47,674 
CHRYSLER CORP. ...... 13,499 13,739 18,909 44,300 938,267 592,727 
SEED . <suvevevsenievsmeseivees 152 7 2,837 4,520 124,133 79,236 
en 2,100 246 1,888 5,076 88,751 68,931 
IEIIID: <sestveve seereemavesveueene 1,662 201 4,479 9,425 207,165 136,431 
RY TUIOUEME o.0.csess..cecseeee 9,585 13,285 9,705 25,279 518,218 308,129 
FORD MOTOR .............. 31,065 43,197 31,511 82,645 1,462,886 1,097,178 
Continental .................. item 12 ee 1,119 
SEINE \ ietienie telscntswcensnvscnessounsin 26400 35,497 26,852 70,554 1,147,904 888,047 
Lincoln 7 bai 22,676 32,004 
Mercury 6,675 4,647 12,055 292,306 176,008 
GENERAL MOTORS .. 57,477 77,245 56,578 147,899 2,687,430 2,095,675 
SIE ‘tninsisintbuitovsnmmessivicle 9,937 13,664 10,039 26,060 541,808 384,687 
IL eccnitdilstnicscstismaciicl 3,200 3,251 3,211 8,274 104,688 104,447 
SEED ssinsibnsecesnisvesesies 30,400 36,066 29,516 77,474 1,218,516 1,074,318 
Oldsmobile .................... 8,040 13,012 8,065 21,006 428,147 304,321 
eo 5,900 11,252 5,747 15,085 394,271 227,902 
AE 990 4,102 1,157 2,877 133,573 67,171 
IIE tis lasshistnshaonsntitty, sasnéoiees . ae 53,292 13,289 
III ons soesssdessuceasen 990 2,338 1,157 2,877 80,281 53,882 
Total Cars, U. S........... 103,031 138,283 108,155 278,671 5,352,347 3,919,595 


Totals for 1965 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 




















Week Week dan. 1 Jan. 1 
Ended Same Ended Aug., To To 
Aug. 18, Week, Aug. il, 1966, Aug. 20, Aug. 18, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET ................ 7,300 7,129 6,535 17,916 260,660 239,836 
cs) 110 127 110 273 3,453 3,268 
RE Ti iliainctsttaialaniusbcsannianeiie 60 77 60 156 2,371 2,513 
SIN. shcipsalibaiiisccenilabicienatle 2,050 2,248 1,379 4,657 70,300 58,547 
IEE ciuchiciasissivincandsbabonataiis 6,000 6,166 6,314 16,111 239,658 201,891 
Mi itdchantisa dacocbiibsshaiakansiblbal 1,560 2,090 1,553 4,042 66,230 61,231 
« INTERNATIONAL. ...... 2,335 2,112 2,274 5,979 91,222 88,824 
REE ERS Ee 385 343 353 B44 9,128 12,064 
I cilelintihditinlbcauetcsscivinn 90 127 91 235 3,402 2,502 
STUDEBAKER .............. 389 420 406 1,039 12,056 8,960 
I ici iciiaieassctndixinniiin 375 377 344 740 9,688 11,383 
ath chads acs ee, aside «© Sanaa 1,375 46,648 37,766 
MISCELLANEOUS*** 48 54 48 125 2,354 1,538 
Total Trucks, U. S..... 22,077 21,270 19,467 53,492 817,170 730,323 
Total Cars, Trucks, 
SN eiicciehateittohcecntiston 125,108 159,553 127,622 332,163 6,169,517 4,649,918 
Total Cars, Trucks, 
a bgeiciiabceiisaninaiibiie 5,385 5,571 5,710 15,915 342,903 340,610 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....130,493 165,124 133,332 348,078 6,512,420 4,990,528 
“Revised. Miscellancous includes Corbitt, Marmon-Herrington, Brockway, Four Whee! 


Drive, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





‘The Best Is Yet to Come’... 


San Antonio Sales Up 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — New-car sales 
here for the first seven months of 
the year were up by 9.5 percent and 
with the 1957 models due in the fall 
dealers here are convinced that the 
“best is yet to come.” 

Registrations in 1955 at the end 
of July were 9,721 and 10,646 at 
the end of July this year. In every 
single month of 1956 there has 
been an increase in registrations 
ever the month. 

This ranged from an increase of 
49 cars in February—an off month 
for some dealers—to 283 in July. If 

same increases continue for the 
remaining five months, and dealers 


Muncie Assn. Praised 
For Closing Sundays 


MUNCIE, Ind. — (UTPS)—Mem- 
bers of the Muncie Automobile 
ers Assn. have been com- 
Mended by the Delaware County 
Ministerial Assn. for voluntarily 
closing their businesses on Sunday. 
The churchmen praised a notice 
Posted by most dealers which points 
out that Sunday is recognized as a 
day of rest and that abstinence 
from all business except vital serv- 
ices on that day promotes the 
health and welfare of the com- 
munity. 


are sure that they will, then 1956 
should show a 10 percent increase 
or better over 1955—which was a 
record year. 

A leading Chevrolet dealer, how- 
ever, reported that his dealership’s 
sales were off 10 percent. “We at- 
tribute this,” he said, “to the 
drought and to bootlegging which 
continues despite of factory and 
dealer efforts to bring it to a close.” 

A Dodge dealer said his sales 
were about 10 percent higher than 
last year. “The increase,” he said, 
“has been due to increased efforts 
on the part of our sales force.” 

A Ford dealer said his sales were 
about 19 percent off from last year’s 
pace. “This is the result of poor 
records made in January and Feb- 
ruary,” he said. 

This Ford dealer did not blame 
this on public apathy or compe- 
tition, although he noted that the 
competition was keener. 

“I think our sales force just didn’t 
wake up to the fact that new cars 
now have to be sold,” he said. “I 
think that our salesmen really have 
gotten busy and I’m convinced that 
we'll take up the slack before the 
year is over.” 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


! 


Changeovers Cut Weekly Yield .. . 





Output Hits 4 Million; 


Trails 35 by 2 Months 


(Continued from Page 1) 


cars in its last week of ’56 model 
output at its Los Angeles plant 
last week, but ceased all produc- 
tion at its Detroit plant the pre- 
vious Friday (Aug. 11). The divi- 
sion assembled 2,837 cars in the 
previous week, when both its De- 
troit and Los Angeles plants were 
in operation. 
+ * + 

ODGE, which stopped ’56 model 

output at its Los Angeles plant 

on Tuesday (Aug. 14) and Detroit 
on Wednesday (Aug. 15) turned 
out 1,662 cars last week, compared 
with 4,479 in the previous five work 
days. 

DeSoto also gave way to 
changeovers as it closed its Los 
Angeles lines on Friday (Aug. 
17). The division, which as- 
sembled 2,100 cars in its last 
week of full operation, however, 
will continue to build cars at its 
Detroit plant throughout August. 
DeSoto turned out 1,888 units a 
week earlier. 

Plymouth, the only Chrysler 
Corp. unit still operating under 
full steam, showed a slight decline 
last week as it produced 9,585 cars, 
compared with 9,705 a week earlier. 

. + cd 


= CORP, turned out only 
13,499 cars last week, compared 
with 18,909 units the previous week, 
when all its divisions were on nor- 
mal schedules. 

Ford Motor dropped from 31,- 
511 units a week earlier to 31,- 
031 last week, mostly due to a 
decline at Ford division. 
Mercury turned out 4,750 units 
last week, compared with 4,747 a 
week earlier, and Continental 
upped its output from 12 units a 


Maine Association 
Notes 12 Changes 
In Dealer Ranks 


The Maine Automobile Dealers 
Assn. has reported 12 new dealer- 
ships and dealer changes through- 
out the state. They are: 

Forp—John Christensen has pur- 
chased Southern Maine Motors, 
Kennebunkport and is operating it 
as Christensen Ford Sales, and 
Crafts Ford Sales has been 
awarded a franchise in Lisbon 
Falls. John and Justin Crafts head 
the firm. 

Dale Motors, Inc., headed by A. 
C. Dale, has replaced Perkins 
Motor Sales in York Village; 
Woodruffe L. Bartley has opened 
Bartley Ford Sales in Greenville, 
and Brown Ford Sales is operating 
in Fryeburg under the direction of 
Carleton M. Brown. 

CuevroLet—Robert D. Strong has 
purchased KenRo Chevrolet Co., 
Damariscotta, and is operating it 
as Strong Chevrolet. Robert T. 
Bennett has opened Bennett Chev- 
rolet, Inc., in Gardiner, and Abe 
Etscovitz is the new Chevrolet 
dealer in Caribou. 

Mercury — Ferland Motor Co., 
headed by Arthur J. Ferland, has 
opened in Mexico, and Philip Free- 
man is operating Freeman Motor 
Co. in Presque Isle. 

CapiLtac-OLpsMosiLe — Vincent 
Fiore has opened Fiore Cadillac- 
Oldsmobile Co., Augusta. It formerly 
was Davis Motor Co. 

Buick — Leonard M. Moore has 
purchased Lewiston Buick Co., 
Lewiston, from his father-in-law, 
Carl L. Curtis, who has been a 
Buick dealer since 1912. 


Cotton Top 
95% Cover Convertibles, 
Council Says 

MEMPHIS. — According to the 
National Cotton Council here, cot- 
ton materials developed through 
research are going into the making 
of 95 percent of convertible tops for 
autos. 

The material now used, according 
to the council, is a vinyl-coated 
fabric. It added that research ef- 





better cotton top material. 





week earlier to 15 last week. Ford 
division slid from 26,852 to 26,400 
units. Mercury, for the second con- 
secutive week, did not operate its 
Wayne (Mich.) lines. 


* * * 
” output increase resulted 
from stepped-up schedules at 
Chevrolet and Pontiac. The cor- 
poration’s overall output totaled 
57,477 units last week, compared 
with 56,578 cars the previous week. 


Chevrolet upped its schedules 
from 29,516 units the previous 
week to 30,400 last week, and 
Pontiac jumped from 5,747 to 
5,900 units. Cadillac dropped from 
3,211 to 3,200 units; Oldsmobile 
slipped from 8,065 to 8,040, and 
Buick slid from 10,039 to 9,937 
units. 


Studebaker, which went into its 
car changeover period Friday (Aug. 
17), turned out 990 last week, com- 
pared with 1,157 the previous five 
work days. It is expected to return 
to operation in mid-September. 


= * * 


—— production totalled 22,077 
units last week for a 13.4 per- 


DETROIT. — The consensus in 
the automobile industry is that 
Harold E. Churchill, an engineer 
turned administrator, has “his 
work cut out for him” as new pre- 
sident of Studebaker-Packard 
Corp. 

There are some who do not 
phrase their opinion so kindly. 
Only time will tell. 

However, another engineer 
turned administrator, Roy T. Hur- 
ley, the boss of S-P’s new boss, 
has predicted that S-P will be 
making money by 1959. 

According to the latest report, 
S-P’s net loss for the first quarter 
of 1956 was $14,311,173 as compared 
to $5,694,141 for 1955's first quarter. 

That, in a nutshell, is the situa- 
tion faced by the two engineers. 

Churchill, at 53, has more than 
50 automotive patents to his 
credit and is credited with de- 
veloping free wheeling, the gran- 
daddy of the automatic transmis- 
sion, and the Weasel, a wartime 
amphibian. 

In 1926, he joined Studebaker as 
a laboratory engineer, rose to be- 
come. director of engineering re- 
search during World War II, chief 
engineer in 1948 and engineering 
vice-president in 1952. 

As his administrative duties in- 


‘Jack-Knife’ the Tool? 


Engineer Churchill Tackles Tough Job at S-P; 
Engineer Hurley Opens Throttle 


cent increase over the previous 
week’s 19,467 units. Willys last 
week became the first commercial- 
car manufacturer to begin work on 
‘57 schedules. Studebaker will close 
out its ’56 truck run Aug, 27. 
Canadian car-truck output 
dropped to 5,385 units last week, 
or a 5.7 percent decline from the 
previous week’s 5,710 units. 
However, it will drop even fur- 
ther this week as both GM and 
Ford go down for two-week vaca- 
tion periods. Chrysler, AMC and 
S-P already are down for vacations 


and changeovers. 
* +* +. 


Chrysler Ups Capacity 
At Aluminum Piston Plant 


DETROIT, — Chrysler Corp. last 
week announced that it has com- 
pleted a modernization and expan- 
sion program at its Highland Park 
(Mich.) aluminum piston foundry. 
Aluminum casting equipment of the 
latest design has been placed in 
operation increasing capacity by 50 
percent, according to T. R. Patrick, 
plant general manager. 

He said that up to 75,000 alumi- 
num pistons of a single type can 
now be produced in a 24-hour work 
day, compared with 52,000 previ- 
ously. “The new facilities,” Patrick 
said, “will enable us to supply 75 
percent of expected piston require- 
ments for Plymouth and Dodge V-8 
engines, 100 percent for Plymouth 
six-cylinder engines and 100 percent 
for DeSoto and Chrysler V-8 en- 
gines. The Highland Park foundry 
will also be able to supply all Dodge 
truck piston requirements.” 











creased Churchill has had less and 
less time to devote to engineering 
problems, but he has had many 
of a different variety to face as 
Studebaker general manager, the 
job he filled before taking over 
from James J. Nance. 

Intimates say that Churchill is a 
believer in direct action, also an 
attribute of another Churchill tribe 
across the sea. 

He is apt, say those who know 
him, to stride into the office of 
one of his staff to tackle a prob- 
lem face-to-face rather than rely- 
ing on inter-office memoranda. 

Workers at Studebaker, it is said, 
hail him warmly as “Church” when 
he walks through the factory. 

Churchill graduated from the 
University of Michigan and went 
from the campus straight to Stude- 
baker in South Bend. 

Hurley, the senior member of 
the rescue squad, prefers to call 
himself a “jack-knife” type of 
engineer as he has had no for- 
mal training. 

Hurley, at Curtiss-Wright, has 
done well with his “jack-knife.” 
Perhaps he'll furnish the tools that 
Churchill needs to finish the job 
at S-P. 





Mitchell Receives Dodge Award— 





“Best Dodge Dealer in the State of Texas" is the title given to O. R. Mitchell, 
seated center, president, O. R. Mitchell Motors, San Antonio. Present at the cere- 
monies which made Mitchell the Charter Quality Dodge Dealer were, standing, from 
left, Dwight Dunlap; Dodge district manager; C. P. Sauinier, regional used-car mana- 
ger; W. E. Younger, Mitchell service manager, and Sheldon Clark, assistant regional 
forts are aiming at developing a| manager. Seated are Charles Huffington, left, Mitchell sales manager, and S. L. 


Noble, right, Dallas regional manager. 
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The F ly in the Auto Sales Soup... 


‘Be-Backs’ Tell What Happened 


(Continued from Page 4) 


talk about a new car and seeing 
that we couldn’t get up some con- 
versation on the new car and its 
best points which I had read about 
in a magazine I decided I'd better 
go somewhere else. Honest, all I 
said to him was that I'd be back 
and he even seemed to resent that.” 
+ * 


CAUGHT another “Be- Back” 

during his 30-minute lunch period 
in a large industrial plant where 
he was busy making $100-a-week 
take-home pay. He took a big bite 
out of a sandwich made with real 
ham and said: 

“Yah, I’m a ‘Be-Back.’ I'm a guy 
who reads all the technical maga- 
zines. You know stock car races, 
car testing data. I remember a lot 
of that stuff. Kind of a hobby. For 
instance, the ’51 little Buick pistons 
will travel 3,453 feet per car mile 
at 20 m.p.h. and steering ratio is 
19.8 to 1. Stuff like that. I admit I 
went into this car dealer’s place 
and looked over the model he had 
in his show window. I might have 
kicked the tires. 

“And I might have bought the 


thing. I could buy it. Good job | 


and good credit but I like to be 
sold by a man that knows some- 
thing about the car. So, honest, all 
I asked the guy was what was the 
height with five passengers and 
he liked to of burned up. 


“‘How would I know,’ he says.| 


‘unless I put five passengers in it 
and measured it with a yardstick. 
All I know is that its got an engine 
and five tires.’ Then I wise cracked 
with: ‘Maybe you don’t know, too. 
the diameter of the turning circle? 
‘Maybe you don’t know, too, the 
torque in foot-pounds at what 
r.p.m.?’ 

“‘T’m afraid I don’t,’ he answers 
sarcastic like, ‘but I can recommend 
Dons Hot Rod Shop down the street, 
he can maybe put twin pipes on 
your scooter.’ Well it was time for 
me to beat it so I said, ‘OK pal, I'll 
be back.’” 

I found another specie of “Be- 
Back” down in the wilds of Okla- 
homa where the wide concrete pave- 
ment gets hot under the heavy 
traffic. Bes. tu 


“7% A MAN of memory,” he said. 
“When they let me stand I'll 
wait but I'll never forget. When 
they wait on a person who has 
rushed in ahead of me I'll not 
complain. I'll just remember. When 
they look at my clothes and make 
a wrong appraisal I'll not contest 
their judgment but I'll remember. 

“When I want help to buy and 
intelligent aid in making a decision 
on a large purchase and it is not 
given cheerfully and honestly you'll 
never hear a peep out of me but I 


Darlington Plans 
To Build Pagoda 
Before Labor Day 


DARLINGTON, S. C—A new 
pagoda will be built to replace the 
judges’ stand at Darlington Race- 
way in time for the seventh 500- 
mile stock car race here Sept, 3. 

The pagoda houses officials, press 
and public address announcers at 
the Labor Day event. 

Herb Thomas, Sanford, N. C., 
winner of the last two races, will 
defend his laurels this year, accord- 
ing to Bob Colvin, general mana- 
ger. 

Thomas also won in 1951. That 
year, as in 1954, he drove a Hudson. 
Last year he piloted a Chevrolet in 
his successful run. This year, Colvin 
said, he again will pick Chevrolet. 

Colvin added that three more 
entries have jumped the list of cars 
and drivers to 17. 


Kokomo Dealers 
Adopt New Name 


KOKOMO, Ind. — Kokomo dealers 
have reorganized their association 
and have changed its name to the 
Kokomo New Car Dealers Assn. 
The group formerly was known as 
the Howard County Automobile 
Dealers Assn. 

Jay Norwine was elected presi- 
dent of the new organization and 
Robert J. Kinsey, an attorney, was 
chosen executive secretary. 


| 





will remember. I can hardly be 
classed as a ‘Be-Back’ because I 
have no intention of going back.” 

The next one I trapped in his 
rather ornate office and when I 
had passed the inspection of a 
bevy of secretaries and told him 
he had been accused of being a 
“Be-Back” he leaned back in his 
chair and laughed. 

“I've been called almost every- 
thing but I never heard of this one. 
But I guess I qualify.” 

* ok . 


—— is ‘your defense?” I asked 
him. 

“In my business I have a consid- 
erable standing,” he said, “and while 
I don’t pretend to be a top-flight 
executive, I do feel that my time is 
valuable and that when I go to a 
place to make a deal that involves 
as much as a present day auto costs 
that I should be at least privileged 
to talk to the vice-president in 
charge of waste baskets. 

“I called this dealer on the 
phone. Got through to the head | 
of the firm and made an appoint- 
ment with him. I was there on 
time, We introduced ourselves and 
I told him I was interested in a | 
new car. His face dropped and he 





said ‘oh.’ 

“Come to find out he thought I} 
wanted to talk to him about placing| 
my name up as a candidate for| 
membership in the country club so! 
when he found out that all I wanted 
was a new car he crooked his finger 
at a salesman warming up a bench 
and said: ‘Show this man one of 
our new cars’ told me he had an| 
appointment and rushed away. | 
told the salesman that I, too, had| 
a rush appointment and honest, all 
I said, was that I'd ‘Be-Back.’” 

The last “Be-Back” I talked to| 
lived in a small home enclosed by)! 
a white picket fence. Apparently he 
didn’t work and apparently he| 
didn’t have any income and, more| 
than apparently, he was a careless) 
dresser. 


* + * 


H® WAS dressed in a pair of| 
ragged but clean overalls but| 
in the garage was a shiny new car. | 
I accused him of telling a certain 
dealer that he would be back and he 
readily admitted the charge. 
“I'm sorry as all git-out.” he said, | 
“but I like to wear these overalls 
and I've got a little retirement in-| 
come and enough cash to keep me 
and my wife for the rest of our) 
days even with a new car every 
five years for which we pay cash. 

“Now I’m probably wrong but 
since we are beholden to no one 
and if it pleases me to wear these 
clothes when I go to look at a | 
car I don’t figure its anybody’s | 
business. I just stepped into this | 
dealer’s showroom to look at their 
new models. There were several | 
salesmen lounging about. | 

“Finally one of them got up and 
came over to see what I wanted and_/| 
he told me that I would probably! 
find what I could more easily pay) 
for over at their used-car lot. He| 
explained that it took a lot of money | 
to buy the car I was looking at) 
which was quite considerate of him. 
So I left hurriedly, somewhat em- 
barrassed, telling him I'd be back. 
The salesman said ‘That’s alright, 
old man, any time I can help I’m 
glad to do it.’ 

“Of course I had my mind set 
on this particular car,” the apolo- 
getic “Be-Back” continued, and I 
went home and made a list of all 
the dealers who handled it and 
started out to visit them. 

“I guess I could have been called 
a shopper but I was shopping for a 
great deal more than price. I was 
looking for a dealer with sense 
enough to make a sale and too 
much sense to qualify a buyer ac- 
cording to his clothes. . 

* * - 


| 
| 
j 





“AFTER calls at three dealers,” 
the “Be-Back” continued, “I 
came upon the most unusual place. 
It was clean and apparently very 
efficiently operated but there was 
a warmth that is hard to describe. 
As I entered the door a man bore 
down on me with hand outstretched 
and a friendly smile and introduced 
himself as the owner. 
“He asked me my name and re- 


much respect and dignity and re- 
called that his wife had a relative 







by that name who happened to 
be one of the finest men that had 
ever walked. 


“I mentioned that I was inter- 
ested in a car and he slapped me 
on the back and said by the merest 
coincidence he had the very car I 
was interested in and we would just 
jump in it and drive it around for 
awhile and see how we liked it. He 


insisted that I drive. I felt that I) 
was imposing on his time but he} 


said that other things could wait 
that showing a friend a new car 
was the most important business 
that he had. 


“When we got back he said that 


when buying a new car that it was 
a good idea to get everything on it 
that was wanted and so enjoy all 
the things all new from the begin- 
ning rather than plan adding acces- 
sories later. He also advised against 
taking anything that I didn’t want. 
+ * ad 

E SAID not to let some slick 

salesman talk me into any- 
thing. He also advised me to get 
any questions I might have about 
the car no matter what. ‘If I can’t 
answer them myself,’ he told me, 
‘I'll darn quick get somebody in 
here that can. 
| “*We want you to be satisfied be- 
| cause we're going to sell you your 
second and third cars. Our custom- 
ers are repeat customers because 
| they like our product and our serv- 








ice and so when you buy a car here 


CLASS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers 
err) 


all branches of 
ba 


engaged 
PER WORD FOR EACH 


a) 


———, 


you’ve just started on a long roag 
of pleasant and cordial relationship,’ 


“I told him I wanted to pay 
cash and he said that was my 
privilege but that we could buy it 
on time, buy it for cash or buy it 
on 30-60-90 days. He said he would 
have the one I had selected 
washed, lubricated and checked 
thoroughly and delivered to my 
door at any hour or I could pick 
it up at any time I wanted. ‘We 
don’t tell the customer what to do 
around here because our customer 
is the boss of the whole shebang, 
he said. 

“I told this dealer I'd be back at 
six to pick up my new car.” 

Which proves that “Be-Backs” do 
come back when the handclasp is g 
little stronger and when the dealer 
gives the “bird a nest, the spider a 
web and man friendship.” 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED — 





GENERAL SALES MANAGER, Small mid- 
western dealership. City of 15,000. Must 
be aggressive and able to train and 
handle sales personnel. Dealer has been 
established over 30 years selling Chrysler, 
Plymouth and GMC trucks, Salary in line 
with ability. Must be 26 years of age or 
older. Send complete resume of experi- 
ence and background as well as salary 
desired with application. Box 6360, c/o 
Automotive News, Detroit 26. 









BUYERS 
USED CARS 






Automotive 
background nec. 
No buying exp. 

needed. Excel. 
oppty for man who 
wants to earn at 
least $10,000 yr. 
Replies confid'!. 










ALLIED FORD 
2125 Jerome Ave. 


Bronx 53, N. Y. 
CYpress 9-2400 


DISTRICT SALES 
MANAGER 


National Manufacturer of Heavy-Duty 
Trucks has opening for experienced truck 
salesman with administrative ability and 
capacity for leacership. This is a genuine 
opportunity, with adequate compensation, 


which will appeal to the aggressive man 
who is also looking to the future. Please 
supply resume of truck sales experience, 
age, present position and other qualifica- 
tions. All correspondence confidential. Our 
organization knows of this advertisement. 


Write Box 
Detroit 26. 


6325, c/o Automotive News, 








MACK TRUCKS, INC. 


Testing Engineers—Senior and Junior 
Positions available in Engine Experimental 
and Testing Laboratory 
Liberal Company Benefits 
Send Resume To: 


W. J. Pelizzoni, Testing Engineer 


Mack Trucks, Inc. 
Plainfield, N. J. 





WESTERN PENNSYLVANIA Ford dealer 
wants a truck man who has also had 
new and used car experience to work as 
general sales manager. 700 to 800 new 
unit deal. Principal point dealership with 
facilities second to none. This is a top 
opportunity for the right man. Our em- 
ployes know of this advertisement. Write 
Box 6391, c/o Automotive News, Detroit 
26, for an interview. 


BUSINESS MANAGER—Wanted for vol- 


ume Ford dealer in Chicago area. Excel- 
lent compensation for right man. Hull- 
Dobbs experience preferred, but not neces- 
sary. Box 6405, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


PARTS MANAGER—15 years with Pontiac- 


Cadillac dealership as parts, service and 
office manager. Would consider position 
as assistant office manager, preferably 
in midwest. Ervin Dixon, 36 N, 30th 8t., 
Battle Creek, Mich. 


GENERAL MANAGER—Lifetime 
motive business. Qualified in al) phases of 
dealership management. If you are look- 
ing for a stable man to run your busi- 
ness, I am available immediately with 
no restriction as to location. Box 6392, 
c/o Automotive: News, Detroit 26. 


in auto- 


| area, 


POSITION WANTED 


$12.30 per column inch. CLOSING 





DEALERSHIPS AVAILABLE 





ACCOUNTANT-OFFICE MANAGER. Young 
lady, 38, with 10 years’ experience in 
all phases of General Motors accounting 
system seeks to relocate. Prefer southern 
California or southeastern Florida but 
will consider other location. Box 6393, 
c/o Automotive News, Detroit 26. 





SERVICE MANAGER—thoroughly experi- 
enced in all phases of service department 
operation. Good customer relations, 
knowledge of follow-up systems and fac- 
tory relations. Graduate of General Motors 
Institute; service sequence. Box 6394, 
c/o Automotive News, Detroit 26. 





OFFICE MANAGER—BUSINESS manager. 
Young, ambitious, not afraid of hard 
work. Complete knowledge of Ford dealer 
accounting. Can organize procedures and 
direct personnel. Expense control and 
profit minded. Seek position of responsi- 
bility with growing concern with oppor- 
tunity for advancement. Prefer Detroit 

but will relocate. Box 6395, c/o 

Detroit 26. 


DEALERSHIPS AVAILABLE 


Automotive News, 





FOR SALE—DEALERSHIP NOW HAN- 


DLING Dodge-Plymouth and Dodge truck 
in southwestern Wisconsin county seat 
covering a 60 mile radius. Same owner 
for over 30 years. Will lease or sell 
building. Box 6381, c/o Automotive News, 
Detroit 26. 


| DEALERSHIP AVAILABLE handlin g 


Pontiac-Cadillac in metropolitan area— 
one and three-quarter million gross busi- 
ness in 1955. New building—will lease. 
Reason for selling—dealer in ili health. 


Box 6368, c/o Automotive News, Detroit | 


26. 





| DEALERSHIP HANDLING CHRYSLER, | 


Plymouth located center of college town. 
Fully equipped garage and body shop. 


Everything can be purchased at inven-/| 


tory cost price. Contact Lahiere, 15 


AGENCY HANDLING Lincoln - Mercury. 
Sales over $1,000,000 year, $40,000 profit, 
modern showroom, complete service de- 
partment, employs 19, northwest Ohio, 
price $45,000, car inventory extra. Apple 
Co., Brokers, Cleveland 15, Ohio. 


HANDLING FORD—A-1 location in cen- 
tral Ohio. 400 new cars and $28,000 net 
the first six months of 1956. No used cars 
or accounts receivable. $39,000. Box 6403, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling Buick 
in south Mississippi. Three counties in 
territory. Will sell or lease building. 
$10,000 will handle equipment and parts. 
Write Box 6397, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Oldsmobile in 
south Texas port town. Population 35,000. 
Near Mexico. Equipment and inventory 
current and worth the money. Average 90 
cars last three years. Fast growing indus- 
trial area. Reason for selling, illness. Do 
not apply unless you are qualified for ap- 
proval and have the money. No real 

pestate. New five year lease and ample 
room. Box 6406, c/o Automotive News, 
Detroit 26. 





FOR SALE BY OWNER. Well equipped 
dealership handling DeSoto - Plymouth. 
Ideally located in Vermont. 200 new car 
potential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required, If inter- 
ested, write Box 6396, c/o Automotive 
News, Detroit 26. 


Lincoln-Mercury in central east Texas, 
county seat. Population over 27.000, Best 
location and facilities in town. Buy parts 
and equipment and lease building. Dealer 
selling to devote full time to other busi- 
ness interests. Write Box 6367, c/o Auto 
motive News, Detroit 26. 





small western town, sold over 160 units 
in 1955. Will do same or better this year. 
Net profit after expenses last year, over 
$20,000—about the same rate this year. 
No used cars or receivables. Here is your 
chance to get into business with the best 
seller in America. Less than $20,000 will 
buy if you can pass factory approval. 
Box 6399, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Chrysler, Plym- 
outh and Internationa! trucks in south- 
eastern Pennsylvania. Excellent agricul- 
tural and manufacturing community sell- 
ing 100-200 units. Modern building—sell 
or lease. Buy parts, fixtures and equip- 
ment. Opportunity to get in easy. Box 
6401, c/o Automotive News, Detroit 26. 


| DEALERSHIP AVAILABLE handling 
Dodge-Plymouth. 12,000 square feet lo 
cated in large industrial city in Michigan. 
Population 150,000—trading area 500,000. 
900 unit opportunity. Single dealer point. 
New facilities located in heart of city on 
main thoroughfare. Used car lot 40x11 
square feet on corner adjacent to show- 
room. 40x140 square foot service lot in 
rear of shop. Lease $1,000 monthly. 
|} accounts receivable. Box 6402, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP NOW HANDLING Chrysler, 
Plymouth and Dodge trucks available in 
prosperous farming and resort area of 
Connecticut. 250.new-unit potential. Mod- 
ern, compact facilities on major highway, 
offering best location in town, Box 6354, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Pontiac. Well 
established, 100 to 125 normal contract. 
Small town in fastest growing, most at- 
tractive part of central Florida. Will sell 





or lease very adequate building. Health, 


reason for selling. Box 6404, c/o Auto 


motive News, Detroit 26. 


DEALERSHIP WANTED 


FORD AGENCY UP TO 1,000 CARS. Have 
successful agency now—desire to expand. 
Factoty approval assured. Will buy out- 
right, consider buyout agreement oF 
write management contract with present 
owner, Top character and business refer- 
ences. Cash available now. Replies held in 
strictest confidence. Box 6355, c/o Auto 
motive News, Detroit 26. 

GM-FORD DEAL, below 200 cars, in Tenn., 
Georgia, Florida. Cash ready. Box 6373 
c/o Automotive News, Detroit 26. 





HELP WANTED 







Some knowledge of the parts business 













Auto Parts Merchandising Manager Wanted 


Here is an opportunity for a young man with enthusiasm and imagination to 
build a fine position with one of America's largest producers of automotive 


parts and accessories, as head of promotion and merchandising activities. 


sary but the chief requisites are creative and organizing abilities. If you have 
done promotional work for an automobile or truck company or for a distributor 
or jobber in this field, you may be just the man we want. Write, giving full 
details of experience. Address Box 6388, </o Automotive News, Detroit 24. 


and methods of distribution are neces- 
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BUSINESS OPPORTUNITIES 


RENT-A-CAR U-Drive It Company. One of 
Miami Beach's oldest and most reputable 
firms. Excellent office and maintenance 
facilities. Licensed to operate approxi- 
mately 150 cars, Large annual repeat vol- 
ume, Will sell with or without cars, Box 
6398, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


INTERESTED IN PURCHASING 
ANY "BIG 3" FRANCHISE 


ja Dade or Brower counties, Florida. Have 
factory approval for any franchise plus suf- 





fe at capital. Replies kept confidential. 
Write Box 6385, c/o Automotive News, De- 
fit 25. Make $75.00 A Day 


Fy Regroove tires for automobile dealers, 
— DEALER SERVICES fleet operators, and trucking companies. 


. The portable HONEYCUTT Automatic 
—_—KeA—_—_—_—_—_—X—Xnan— TIRE REGROOVER grooves all standard 


make treads . . . does a uniformly perfect 
LET us HANDLE job. Pays for itself in just three months. 
MAKES YOU A GREATER NET PROFIT 
YOUR LOUISIANA WITH LESS CAPITAL OUTLAY THAN 
REPOSSESSIONS and 
COLLECTIONS 


ANY OTHER EQUIPMENT. No previous 

experience necessary, yet you can clear 
better than $10,000 the first year. 

Adequate Facilities 

Reasonable Rates 

Prompt Action 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 

“Bass Motor Company, Inc. 

340 Phone 3883 

Leesville, La. 


Phone CApitol 7-9545. 
REPOSSESSIONS — COLLECTIONS 
,, NOTES — OPEN ACCOUNTS 
For immediate attention in Mississippi, 
4 Tennessee, Eastern Arkansas 
North Mississippi Collection Agency 
-_  Coahoma County Bank Building 

Clarksdale, Mississippi 








—_— 





Finance Plan Available 





AUTOMOBILE DEALERSHIP 
FOR SALE BY OWNER 


| Handling Chrysler and Plymouth over 15 years. 
Same dealer in prosperous Northeastern Ohio 
on Highway 422, population 15,000. 10 miles 
from county seat of Warren, population 50,000, 
four miles from Youngstown, Ohio, population 
175,000, trading area population 500,000. 
Manufacturers estimate car potential at 300. 
Many large diversified industries. U. S. 
Steel Co., Youngstown Sheet & Tube, Republic 
Steel, Air Port, Jet Base, world famous Ohio 
Leather. Fine schools, including college. 
Long illness in family forces owner to sell. No 
used cars or receivables, will sell parts, tools, 
equipment, signs for $22,000, and give good 
lease. This is the first time this has ever been 
up for sale. Owner willing to stay on for a 
while to acquaint new owner. Must have fac- 
| tory approval. 


JULIAN MOTOR SALES 
Girard, Ohio 












oes’ 


ee, 


| 


INVENTORY SERVICE 


Parts and Accessories 
CERTIFIED REPORTS & | 
@ Obsolescence Disclosed 





@ inventory ' 

@ Analysis of Methods and Procedures | 

Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 

1040 Freeland Detroit 27, Mich. WE 3-6445 

Western Dealers Attention 
@ S. Western Ave. Los Angeles 5, Calif. 
u 


CARS WANTED 

CADILLAC — SHARP 1952's-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 

ONE CHEAP METROPOLITAN HARDTOP 
to build racer. Morris Service Station, 
Tuscumbia, Ala. 





DISTRIBUTORS WANTED 


DISTRIBUTORS WANTED. FRANCHISE 
AVAILABLE, Tried and proven battery 
additive ends battery sulphation and 
usually doubles battery life. Recharges) 
lead acid storage batteries by chemical | 
action and keeps them charged, $1.50 re- 








WANTED TO BUY 
Large Number of Late Model Fieet 


tail item. Every gas station, used car 
dealer, truck fleet, etc., is interested. | OF Leasing Cars for Export Purposes. 
Write for full information and free . + net ; . 
sample and prove it to yourself. Lifetime | Write full description, quality, quantity 
Battery Charge, Division of Magnafio Co.,| available, date available and price in first 
Inc., 1507 Central Tower, Youngstown 3, 
Ohio. letter. 

BUSINESS OPPORTUNITIES Reply to 





NO INVESTMENT, BE IN BUSINESS for) 
yourself. Sell automotive dealers nation- 
ally accepted and high repeat systems and 
sales aids. Write for particulars to Frank 
Madigan, Sales V.P., Barry Cleveland) 
— 2183 West 26th St., Cleveland 13, | 

o. | ee RES oc eR IMAIRE Sos 


DEALERSHIPS AVAILABLE 


P. O. Box 8752 University Park Station 
Denver 10, Colorado 











NATION-WIDE DEALER 
ORGANIZATION WANTED 


Not just an occasional replacement of existing dealers, but 
a whole new organization of 3,000 or more new dealers to 
sell what is sure to be the most wanted and most beautiful 


car in America. You must have experience, capital and the 


location. Regardless of your present connection, your appli- 


cation will be held strictly confidential. Give full information 
in first letter. Get in on the ground floor for your greatest 
profit opportunity. Box 6400, c/o AUTOMOTIVE NEWS, 
Detroit 26. 











PARTS FOR SALE 





PUBLIC AUCTION 


At Medina, Ohio, August 23rd and 24th 
beginning at 7:00 P.M. each day 
COMPLETE DISPOSAL SALE 


Entire stock of DeSoto-Plymouth and International truck parts and accessories; 
25 metal parts bins; entire stock of shop and garage equipment including special 
tools; entire stock of John Deere parts and accessories; entire stock of Bolen 
Tractors, lawn mowers, etc., with stock of parts; Hinman Milker and Jamesway 
Equipment parts; many wooden bins for farm machinery parts; Sun & Alien testers; 
Alemite lubrication service; 2 air compressors with 5 H.P. motors; Kerrick steam 
cleaner; also many more items which are too numerous to mention. 

Office fixtures including Remington Rand Electric Typewriter, nearly new; Bur- 
rough's bookkeeping machine; cash registers; electric adding machine; Diebold 
Safe, 33x50, almost new; metal desks, chairs, cabinets, etc. 

Business is being liquidated—everything must be sold. Automobile, Truck, Farm 
Machinery Parts and Equipment will be sold Friday night. 

Medina is located 25 miles south of Cleveland, 20 miles west of Akron, State 
Routes 42 - 18 - 3 and 57 go through Medina. Better take in both nights as every- 
thing will be sold to the highest bidder. Remember the dates: August 23rd and 
24th at 7:00 p.m. sharp. 

R. O. Bowman, Inc. and Bowman Automobile Sales Co. 
West Liberty Street, Medina, Ohio 





CARS WANTED 


USED CARS WANTED 


Lots of 20 or more, from new-car 
dealers, 


used-car dealers, fleet 
owners, rental companies, etc. 
Phone, write or wire, Fenway Park 
Motors, 1271 Boylston St., Boston, 
COpley 7-8300. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 


WANTED—INTERIOR FOR 1956 Cadillac 
convertible or would buy wrecked 1956 
Cadillac convertible. Morrow Motor Co., 
Forest City, N. C. 





STUDEBAKER PARTS inventories, several, 
complete. Forward itemized list for quota- 
tion or telephone Union 7-2213. Siebelts 
Motor Sales, Inc., 3504 Hudson Blvd., 





Union City, N. J. 





$100 REWARD 


For information leading to recovery of 1956 
Buick Century Riviera Coupe with power and 
airconditioner, White top, Claret Red center, 


White under sweep spear. Motor number 
16666646, Serial 6C801538!. Car left our piace! 
with Paper Dealer Tag No. 835905. The man, 
calling himself W. C. Ewing, gave HOT) 
CHECK for car. He is believed to be in 
vicinity of San Diego, Newport Beach or La- 


guna Beach, California. This man has no 
TITLE OR RECEIPT OF ANY KIND ISSUED 
BY US. 

TELEPHONE COLLECT 


2-1641 
Bob Wray Buick Co. 
324 W. Erwin Tyler, Texas 





SHOP EQUIPMENT FOR SALE 


FOR SALE—2 sets, 11 reels each, Lincoln | 
overhead lubrication equipment in use 3 
years. Price $400 each set. Also money 
safe like new $300. Carl Beasley Co. 
Hellam, Pa. 


GARAGE EQUIPMENT 

A-1 Condition 

Bear Frame Machine 

Complete 

Bear Front End Machine 

Hydraulic Jacks 

Welding Equipment 

Clothes Lockers 

Motor Analyzer 

Fender Grinders 

Work Benches 


Office Equipment 


Plus Many Other Items 
SAVE 60% 


R. E. REINHOLD, Jr. 
1010 GILBERT AVE. 
CINCINNATI 2, OHIO 
TEL. CH. 1-5020 





TRUCKS FOR SALE 


FOR SALE—HOLMES model 515 wrecker 
with factory box and cradle on 1950 Reo 








2-ton, $1,550, Gortsema Motors, Grange- 
ville, Idaho, 


TRUCKS FOR SALE 


ARMY "DUCK" 


(DUKW) 


+ « « 2%-ton amphibious truck, Motor and hull 
in excellent condition. Used for promotional 
displays, parades, etc. Fitted with two remov- 
able masts and extra "deck'' over cargo hold; 
recently repainted fire-engine red. A sure-fire 
attention getter wherever it goes. Equipped 
with position lights, turn signals, etc., for 
highway service. 
McCreary Tire and Rubber Co. 

Dept. D Indiana, Penn. 


MISCELLANEOUS 





MEETS ALL I.C.C. 
REQUIREMENTS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
& GUIDE CABLES 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 


included with each unit. 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
Less Guide Cables 


$535 FED. TAX 


INCLUDED 





BUSES WANTED 


WILL BUY USED schoo! buses--36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6374, c/o Automotive 
News, Detroit 26. 


MISCELLANEOUS 


$100,000 $100,000 


AUCTION 
BURTISS MOTOR SALES 
INC. 
Dodge-Plymouth Dealers 


222 S. FERRY ST. 227 ERIE BLVD. 
SCHENECTADY, N. Y. 


Going out of business—Every- 
thing must be sold. Tools, ma- 
chinery, cars, parts bins, etc. 
Tuesday, Aug. 28th and 
Wednesday, Aug. 29th 
At 10:30 A.M. 


For information write or call: 


H. R. SIEGEL 


252-254 Sherman St. Albany, N.Y. 
Tel. 3-6454 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


GUIDE CABLES 
SPECIAL (F.0.8. Factory Net) 


$970 


FED. TAX 
INCLUDED 


* 
THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 
Four Clamp Unit 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$ 44° FED. TAX 


INCLUDED 
Meets 1.C.C. Strength Requirements 


& 
Liberal 
Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 

BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


& 

Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 





TOW-KING 
4 Point Hook-Up 


Another Automatic 


Brakii Product 


SPECIAL (F.0.B. Factory Net) 


$4500 FED. TAX 


INCLUDED 


Automatic BraKkinG 


oe 


Meets I.C.C. Strength Requirements 


—SPECIAL— 


Adjustable Draw Beam for Rear 


Split Bumpers—55-56 
Pontiacs, etc wna. 15.00 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE2-0700 AN 3-8888 Nites: DO 3-8373 
We pay 


Call Collect Ws, rey chorges 
40 So. Clinton St., Chicago 6, Ill. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


| ae cwennse ieadées <wehsmacwaid icnbietkéigewena des suaeeaans evedes e 

Street Address....... eeeens eed acceanne Jedekcnseseae BND. Seite cks iss 
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TRADE CONNECTION: 

Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [) Supplier [] 
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In Philadelphia, buying begins at home 












The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


More than one and a quarter billion dollars are spent each year in 
Greater Philadelphia for automobiles and accessories. The way to 
get your share of this huge market is to tell your story to the entire 


* 


family in Philadelphia’s home newspaper—The Evening* and Sun- 


day** Bulletin. 


The Bulletin packs selling power throughout a market noted for 
its buying power. Philadelphians like The Bulletin. They buy it, 
read it, trust it and respond to the advertising in it. The Bulletin is 
Philadelphia’s home newspaper. 


* Largest evening newspaper in America. **R.O.P. editorial and advertising color. 


Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
Chicago, 520 N. Michigan Avenue. Representatives: Sawyer Ferguson Walker Company in Detroit - 
Atlanta * Los Angeles * San Francisco 





In Philadelphia nearly everybody reads The Bulletin 






